


Hardware 


JULY 15TH, 1915 
VOLUME 96; NUMBER 3 





TWO DOLLARS A YEAR 
TEN CENTS THE COPY 








SO yraouogdooa aA DADDY} ND DDD WU MUA NNN MMM AAAAOAADAAAaAAOAAAMADAO-_ OPW DOOA-OWMdgOQWdIj\A_\k_§fd\d\sj\O_lkbi_iQbiOijQoioijIoOo_i_ilIOA_i_laOOO OO 0 





N 


= 1 7 > we. — >, i L. oO Ww er = 
in Cost per Mile 


a ee 
\ 








ELLE. 


,—— ii 


SS 


The following table shows the new com- 
parison of cost per guaranteed mileage— 
brought about by our action in raising the 
guarantee basis to 6,000 miles on 


VACUUM CUP T IRES #3 





Price Ordi- 
nary Non- Price V. C. 
skid Tires Tires on Cost Ordi- 

Sizes, on 3500 6000 Mile nary Tires Cost V.C. V.C. Low- 
Mile Adjust- Adjustment per 1000 = Tires per er in cost 
ment Basis. Basis. Miles. 1000 Miles. per Mile by 

80x3% $12.20 #16.20 $3.49 82.70 22% 
34x4 20.35 28.95 5.80 4.82 17% 
36x4% 28.70 38.55 8.20 6.42 21% 
387x5 33.90 46.85 9.69 7.51 19% 











This new guarantee is based on the average mile- 
age established in the Official Endurance Test of 
strictly stock Vacuum Cup Casings by The 
Automobile Club of America, which recorded an 
average for these tires of 6,760 miles—three cas- 
ings scoring over 8,900 miles. 


Thus, one of the strongest of the many power- 
ful V. C. sales arguments has been materially 
broadened and strengthened on actual experience 
so sound and so authoritative that the dealer 
may advance it with the most positive assurance. 





Pennsylvania Rubber Company, Jeannette, Pa. 


Direct factory branches and service agencies 
throughout the United States and Canada 
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The * Cromwell ” Pattern 


7s construction this pattern is practically perfect, the strength and weight of 
each piece being distributed to the best advantage. This fact, together 

with the beauty of the design, backed by the reputation of 1847 Rocers Bros. 

ware. accounts for its popularity. Write for Circular 1245-0 describing our trade helps. 


INTERNATIONAL SILVER CO.S:<9290" to icentes MERIDEN, CONN. 
NEW YORK CHICAGO 


SAN FRANCISCO 
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HYDRAULIC COMPRESsep 
Brake Lining -100% 


We have Earned Your Order 


First we made a brake lining so much better than 
any other that even competitors admit it by quoting 
lower prices as a matter of course. 

Then we told and we are continually telling every 


car owner in the United States about Thermoid. 
We educated the Public to realize what 

brake lining is and its importance. The four 

publications shown above are merely a part pherMoig 

of the big Thermoid Advertising Campaign J srORAU COMPRES 

which has been running for years. et. a 
Isn’t it in line with your policy of pushing 

standard goods of reputation to confine your 

stock of brake lining exclusively to “amet le punse tu Mer 

Thermoid? gasoline or dirt. 
Your profit is assured, because mainte- 

nance of prices with jobber and dealer is our invariable policy. 


Thermo Rubber Compang 


TRENTON, N. J. 


Makers of Nassau Tires and Thermoid Garden Hose. 


BRANCHES: 
Chicago Pittsburgh Indianapolis San Francisco Philadeiphia St. Louis Detroit SGoston 


Our Guarantee: Thermoid will make good—or we will. 
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A Serviceable Tool for 
Every Purpose 


That is really what the dealer who carries the B. & 
S. line can offer his customers. With an assortment 
of tools embracing over 1000 varieties it is a very 
unusual mechanical need that cannot be met. A 
mechanic or tool maker can fit out a practical, com- 
plete and reliable kit, and exacting tool room needs 
can easily be met at the store of a dealer who carries 











Brown & Sharpe Tools 





Gig And you may be sure that the mechanic or manu- 

Hi §=—facturer who does so will be satisfied. That's worth 
mB a lot to you, it means that they come again. When 
: you sell a B. & S. tool you sell our guarantee that 
the tool is right. We see to that before it leaves our 
factory so when it passes Over your counter it goes 
to a satisfied user. Should it happen that you are 
not carrying our tools write for our catalogue and 
terms and look into the possibilities of a line that is 
complete, reliable and profitable. And Remember, 


We Protect The Dealer. 


A full line of our tools is carried at our Chicago 


Office, 626-630 Washington Blvd., Chicago, Ill. 





Brown & Sharpe Mfg. Co. 


Providence, R. I., U.S. A. 
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| Coes Wrenches Always 
Pay Their “Room Rent” 


OOD “tenants” are never delinquent in paying for 
the space they occupy—and Coes Wrenches are no 


exception. 

Your Coes Wrenches will be out in the world proving their 
30% greater strength while other wrenches are gathering 
dust on the shelves. 

And after your Coes Wrenches have settled in cash for 


their ‘‘room rent” they will hand you a neat little pile of 
good will—the kind that makes permanent customers of 


temporary ones. 


There is a type and size of Coes Wrench for everybody. 
Your jobber will help you make your selections. 


Coes Wrench Company, Worcester, Mass. 


Agents: 
John H. Graham & Co., 113 Chambers Street, New York 
J. C. McCarty & Co., 29 Murray Street, New York 
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TRIMONT MANUFACTURING CO. 


TRADE MANUFACTURERS 


Yn TRIMO TOO LS 


55 to 71 Amory Street, Roxbury, Mass. 





June 22, 1915 


TO THE USER OF WRENCHES. 


Gentlemen: - 


Users of Wrenches, both Pipe and Monkey 
Wrenches, will find economy in buying the 
TRIMO makes. A new standard of quality has been 
set by the TRIMONT MFG. COMPANY, the makers of 


“ these improved wrenches. 


Be sure to ask for the TRIMO wrenches, 
both Pipe and Monkey. They are equipped with 
Nut Guards that prevent the accidental turning 
of the adjusting nut in close quarters, and with 
Steel Frames, in the principal sizes, that will 


not break. 


These new TRIMOS are worth more to the 
user because of these improvements. Ask for the 
genuine and take no other. Don't let unfair 
dealers pass out the imitation on you. The name 
TRIMO is on every TRIMO tool. 


Very truly yours, 
TRIMONT MFG. COMPANY. 
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QUALITY ann PROFIT 


CAN BE RETAILED FOR 


$2.25 





UNION HARDWARE CO. 
ey ae are TORRINGTON, CONN. 


99 CHAMBERS STREET 
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Here Are The Files 
Used on Big Jobs 





MOL s 
SSS% 
U.S.A. 


(TRADE MARK) 


Nicholson Files are called 
for and prove “Best 


Sellers” because they are 
the final choice of ex- 


perienced file users 
everywhere. 


> z 
See a! 
e22 $2 


A reputation for over 50 
years of time-tested depend- 
ability has made the Nicholson 
trade mark on a file the ac- 
cepted standard for highest 


quality. 


To the dealer, Nicholson Files 


mean easy sales, quick turn- 
over of stock, and increased 
trade with the best class of 


customers. 


‘*FILE FILOSOPHY’’— A 50 years’ educa- 

tion on files in an hour, and our Catalog, con- 

tain helpful hints to buyers and file salesmen. 
- Sent FREE on request. 
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NICHOLSON FILE CO., PROVIDENCE, R. I. 
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Tho Mark That Guarantoos Quali 
The Mark That Helps In The $ 






Of Course You Can Sel B&S 
Wrenches Without This Silent Salesman 


They'd sell anyway to anybody 
who has any one of his five 
senses. But the fact remains that 
withthis handsomedisplay stand 
you can sell more, and as a re- 
sult make more turnovers, and 
bigger profits each season. It 
stands |2 inches high and 16 
inches wide and has a bright, 
clean polished, enameled face. 
It has room for seven wrenches 
of different sizes and patterns, 
giving you an opportunity to 
display a good range. 





F tne sete 














@ Buu }& OPE PEt PRCTH i i . 
Let us send you our circular de- 


aT CF i 

a | J | scribing our wrenches and our 
°c advertising, and telling you how 

you can get this Display Stand 

free. Write. 
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The Care of 
A National Landmark 


ETSY ROSS made the first 
American flag herein 1/77. In 

1905, when the house was 

about to be demolished, it was saved 
and presented to the city of Philadel- 
phia as a gift from over a million 
Americans. Philadelphia now pre- 
serves the Betsy Ross house for the 
nation by protecting it against time 


and weather with paint made of a ie POS 


Dutch Boy | | 
= This general approval ot 
\ hite Lead Dutch Boy white lead should 


mean much to you as an enter- 
and pure linseed oil. prising paint dealer. Don’t you 


ise 


oss Hot 
_) Philadelphia _ 
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Property owners, painters, see in it a splendid opportunity 
architects and building mana- to turn over your white-lead 
gers the country over show the stock more frequently and to 
same good judgment in the make more money in all depart- 
selection of their paint. Each ments of your business? Try 
class knows from personal ex- tying your local prestige to the 
perience that nothing compares national advertising which has 
with Dutch Boy White Lead in popularized the white lead that 
spread, protection, adaptability, the famous Dutch Boy Painter 


looks and wear. represents. 


NATIONAL LEAD COMPANY 


Makers also of Dutch Boy Red Lead-in-Oil 
and Dutch Boy Linseed Oil 


New York Boston Buffalo Chicago 
Cincinnati Cleveland St. Louis San Francisco 
Philadelphia (John T. Lewis & Bros. Company) 
Pittsburgh (National Lead & Oil Company) 
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1. Vulcanized cotton bear- 
ing, weight centers here. 


2. No metal contacts. No 
wearing of metal against 
metal. 


3. Hub shape bearing dis- 
tributes friction. 


4. Vulcanized cotton bear- 


They Respect 
Both Furniture 
and Floor 


Diamond Velvet Castors can be used 
successfully on furniture of varied types 
to roll over rough pine boards or timely 
polished parlor floors. 
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They have no metal contacts of any kind. 
Vulcanized cotton bearings make for 
absolute silence while in the running. 
The castors are ringed at the bottom 
with frictionless fibre 

to make the swiveling 

easy and take up all 

side strain. Oriling is 

unnecessary. 
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The only way of gain- 
ing first-hand informa- 
tion is to examine a 
sample Diamond _ Vel- 
vet Castor yourself. Do 
it. Write us today. 
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M. B. Schenck Company 


Meriden Connecticut 
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Round Joint 





Square Joint 
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Square Joint—Full Bound 





Double Arch Joint—Full Bound 


Boxwood Rules 


The value of a Rule consists not only in its 
being made of a correct length and with accurate 
graduations, but also that it shall be made of such 
materials and so put together as to insure its re- 
maining correct. 


The name “STANLEY” on a BOXWOOD 
RULE carries with it a guarantee of quality. This 
is assured by the materials used in the production 
of the goods, the advanced methods employed in 
their manufacture and the experience of a com- 
pany which has been making Boxwood Rules for 
nearly sixty years. 


The nicety of graduation, careful seasoning of 
the stock—which is absolutely essential in produc- 
ing a reliable Rule—and the care exercised in 
their manufacture, result in an article which is 
perfectly fitted for its requirements. 


The dealer who stocks STANLEY BOXWOOD 
RULES can depend on his customer being satisfied. 


STANLEY Rute & Levet Co. 
New Britain, Conn. U.S.A. 








Place a Perfect 
Fly Trap 


in some particularly fly infested location about 
your own store and watch the insects crawl up 
to their fate. Do this, and you will get more 
practical information about the workings of 
the Perfect Fly Trap than we could give you 
in pages of explanation. 


‘Made in U. S. A. 


Ludlow-Saylor Wire Co 
St. Louis ~ Mo. 
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Visit Our Exhibit at the Panama-Pacific Exposition 


Here are more facts VITAL 
to the user and seller of Twist 
Drills than have ever been gath- 
ered together in a single book! 
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Not only is this extraordinary book “A New Angle on an Old Subject,” 
literally crammed with helpful, workable ideas on the everyday use of twist drills ; 


Not only is its every page brimming over with practical knacks and useful, 
easy-to-get-at information worked out by lifelong mechanics ; 


But it tells the story of the NEW 


“Detroit” Quick Twist Drills 


the tools which mark a greater advance in the manufacture of twist 
drills—brought about during the last TWELVE MONTHS—than 
had previously been made in THIRTY YEARS! 


Progressive dealers everywhere—those who keep astride of the 
developments which are making business history—will find the read- 
ing of “A New Angle on an Old Subject” a real sales help. 
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The first edition is going fast. 






Write for your copy NOW. 


Detroit Twist Drill Co. 


Originators of the “Quick Twist’’ Drill 
718-730 Fort Street Detroit, Michigan 


New York—122 Chambers St. Atlanta—9 S. Broad St. 



















Chicago—118 N. Clinton St. Pittsburgh—412 First Ave. 
Philadelphia—633 Market St. Indianapolis—-326 W. Georgia St. 
Boston—118 Pearl St. New Orleans—518 Camp St. 
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An Over-The-Counter 
Demonstration 


will take the place of all the verbal 
arguments you could think of. 
Here’s how simple the New Union 
Quick Adjusting Caliper is in ma- 
nipulgtion: 


You raise the bar while the screw 
takes up the distance between 
notches. No nuts and screws to 
drag back and forth against each 
other and to eventually wear out 
the threads. .A positive transfer 
feature that absolutely prevents 
mistakes, and oval legs for lightness 
and strength, are two more points 
worthy of honorable mention. 


UNION CALIPER CO. 


For the sake of your valued tool 


ORANGE : 5 = MASS. trade, get our prices. 
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Bishops Greyhound’ 


That name sells Saws—don't forget that. The quality of the steel 
used in this saw and the workmanship are superior to that found in any 
other make. 


And when it comes right down to speed and easy-cutting, the 
““Greyhound” will win out every time. 


We are sure the “Greyhound” will suit the most expert saw users 
in your town. We authorize you to Guarantee every Bishop's 
‘““Greyhound”’ as follows: To cut faster and run easier in all kinds of 
wood and hold its sharpness and set longer than any other saw. 


If a 30 days’ trial does not prove our Guarantee, we will refund the 
money to you on every unsatisfactory saw sold to your customers. 


Made in both Straight and Skew Back in all stand- 
ard lengths from 18 to 30 inches. Send for New Catalog 
and Trade-prices. 


EASE 











Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 





TRADE MARK. 
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Sell Them 
by the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Fostner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim. 
The entire surface is at work all the time; 
no jagged ends, every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. 


THE PROGRESSIVE MANUFACTURING CO. 
TORRINGTON, CONN., U. S. A. 





NOAA Ac 









Sets of 9, 11, 17 bits are 
furnished in compact cases 
for the convenience of the 
user. 








NO 








































| 


HHUA 


HEAR 


TART 





NTT HUET 
Hil TET HAVRLTU 





MTNVRTNCNANCROARA 





HINO 








July 15, 1915 HARDWARE AGE 17 

















“Any Part of a Socket 
Wrench You Need, Sir” 


—and with that you turn triumphantly to your Walden-Worcester Cabinet. 
In two shakes of a lamb’s tail you pick out the part he names. 

It may be an extra socket he’s after. It may be a universal joint. Or an 
extension bar. Or a ratchet handle in any one of three sizes. 

Anyway, you have it, whatever the part; and you have it in a hurry. 

The addition of a Walden-Worcester Cabinet should, by all means, be your 
next step toward modernizing your store fixtures and speeding up your store 
service. 

A word from you will bring prices and full particulars. 


WALDEN MFG. CO., Worcester, Mass. 


80 Commercial Street 
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The Unfailing The Unfailing 
C-CLAMPS SEA LAMPS 
for for 





machine service marine service 








Will benefit you—for they mean service 
The Williams’ line offers a selection to fit your every need 
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“Vulcan” Strap Clamp 
Six Classes 





“Vulcan” Machinists’ “Agrippa’”’ —_— Light Service Clamp. *“VYulcan’”’ Tool 
Clamp. Capacities Service Clamp. Capacities 9”-12” Makers’ Clamp 
1144”-41%4” Capacities 5%”-18” Capacities o”-4" 
Exhibitors at Panama-Pacific Exposition J. H. WILLIAMS & CO. Western Office and Warehouse: 
Block 18, Machinery Palace. “The Wrench People’ 32C So. Clinton St. 


Your call will please us. 57 Richards St., Brooklyn, N. Y. City Chicago, Ill. 
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WHEELING CORRUGATING COMPANY 


Crescent, Wheeling, Virginia 


Manufacturers of Oil and Gasoline Cans and No-Drip Brands 


Also Shipping and Storage Cans 





Sizes range from 1 to 5 gallons. All ‘‘Wheeling’’ Oil and Gasoline Cans are galvanized throughout—Bodies and 
Tops—except the Crescent Line, which has Tin Tops. 


All Oil Cans, except Shipping and Storage Cans, are Red Banded at Tops and Bottoms or otherwise painted 
and labeled with varnished lithographed labels. Gasoline Cans are Bright Red, Stenciled in Black, so that 
no mistake may occur. Practically any special fittings or accessories desired will be furnished, but the regular 
line is so complete that we seldom have requests for specials. 


First-class material is used in every part and work- Seams are all turned by machine and are therefore 
manship is high class throughout. properly folded and securely locked. 

Each can is tested for the slightest leakage and our Assorted stocks at all Warehouses and full stocks at 
guarantee against ‘‘leakers’’ is bona fide. Factory. 


Net Prices quoted upon request. Write the nearest office to you. 


WHEELING CORRUGATING COMPANY, WarEuiNe W.Va. 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 


Also Sales Offices:—Dallas, Tex.; Detroit, Mich.; Minneapolis, Minn.; Portsmouth, Ohio; 
Richmond, Va. 





a 








There is a 
demand for 


Steel 
Garages 


and other 


small buildin3s 


Let us quote you on the sheets and angles from which 
you can erect parages, corn-cribs, silos, chicken houses, im- 
plement sheds and other fire-resisting structures for both 
your city and country trade. 


INLAND Steel 
Roofing & Siding 


have peculiar merit—and just now we have an interestin’, proposition 
to make to dealers and metal workers on heavy painted sheets. 








Write for particulars. 


INLAND STEEL COMPANY 


First National Bank Bid¢., Chicago 
Works Indiana Harbor, Ind. and Chicago Heights, Ill. 
Branch Offices- SLLOUIS-ST.PAUL- MILWAUKEE- DENVER-DALLAS 
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MACHINE 
SCREWS 


STOVE BOLTS 
RIVETS BURRS 








WOOD SCREWS 
TIRE BOLTS 





Largest Stock and Greatest Assortment 


American Screw Co. 
PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 
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Weare manufacturers— 
that is our business. Quality 
is our aim. Wecarry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 






Write for price lists and_ discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 
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The Letter Box Bought 


by Particular Home Owners 























UILDERS and home owners alike have come to realize that 
“a little thing like a letterbox” can help to make or mar the 
fine dwelling. 


There is an air of refinement about an In-Vu Letter Box that 
seems to “fit right in” with every type of home, frame or brick— 
a mighty important consideration. 


Both sides and front are heavy plate glass. The front door 
swings out for the removal of mail on patented spring hinges. 
A clasp on top holds newspapers securely. Metal parts won’t 
rust. 
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We will finish the wood and metal attachments to match any 
special type of door fixtures. 


Write for booklet and discount details. 


The In-Vu Mfg. Company 


Rochester New York 






























Make Them Pay 


Many a merchant has been forced to borrow money and 

even go out of business because he could not get his custo- 

mers to pay their bills. There are hundreds of ways to 

make them come across and Mr. Frank Farrington tells 

about a number of them in his new book entitled 
“Store Management Complete.’’ 








Every reader of hardware and retail literature knows Frank Farring- 
ton’s style. It runs along in an easy flow, with common sense facts 
and conclusions presented from a standpoint of practical knowledge, 
and always with that touch of human nature which marks the writer 
of extensive experience. And with all, the book is analytical. For 
example in the first chapter, ‘‘The Man Himself,’’ you learn what a 
merchant is; the most desirable personality; mental and physical quali- 
fications; how to be a merchant; overwork and its disadvantages; pos- 
sibilities of development; proper examples; the right line of growth; 
success-making qualities. 














The other chapters cover in equally as thorough manner— Where to Start, Store Management, The Buy- 
ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Expenses, 
The Credit Business, What to Sell, Premium Giving. 252 pages, illustrated. Cloth bound, $1.00. 


HARDWARE AGE BOOK DEPARTMENT 


239 WEST THIRTY-NINTH STREET, NEW YORK 
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They're Saying Nice 
Things About You 



















Py ? It’s a habit with buyers of Red Rib Tandem 
; . Hangers—and a mighty good habit, too—this 
% business of “saying nice things about you.’ 
And as the grape-nuts people say, “There’s 
a reason.” 
: Red Rib Tandem Hangers are substantially 
& built with frame and links of best malleable 
3 iron and hasp of steel, cold-rolled steel axles 
% and hanger wheels of good grey iron. 
They are roller bearing; smooth 





running and silent. 






Now let us tell you our inter- 
esting story about handsome profits 
with a handsome hanger line. 






Safety Door 
Hanger Co. 


Ashland - - Qhio 









22 









—— 


IE 





HOMO 


Mi 


HARDWARE AGE 


July 15, 1915 
AAA NAMA TE 














Our Sink Strainer enameled all over is easily kept clean and free 
from odors. It has no grooves or crevices to catch the filth common to 
all sinks. It fits snugly in the corner and does not mar the sink enamel. 


Don’t Breed Flies 





Flies can’t breed in Vollrath Sink Strainer. 


We recommend a trial for your summer trade—THEY SELL. 


New York 


THE VOLLRATH COMPANY 
SHEBOYGAN, WIS. | 


Chicago 
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Bear These Points In Mind 


Real Solid Aluminum Ware offers certain definite sell- 
ing points, which furnish the most direct route to the 
buyer’s pocketbook. The following partial list is for 
your convenience in stating specific facts. 


Metal is 99.93% pure aluminum. Won't chip, chalk, 
crack, peel, blister, or corrode. Conducts heat quickly 


and retains heat longer than other wares. Contains 


no injurious substances and will not combine to form 
any. Light in weight and easy to clean. Seamless 
and jointless. 


We can make these rather abruptly stated points 
decidedly more interesting by mail. 


Buckeye Aluminum Co. 
Wooster, Ohio 
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Washes sad ii at Ones 


a 
O you know what the Maytag method 
Pe rag Leite ee oe put i ] es 
of combining washing and wringing in 


one operation means to the. busy and 
particular housewife? It means a saving in 
time; it means clean clothes—always. There 
is no need of holding the wash above oily 
mechanism to prevent soiling. An always 
ready operating handle controls both washer 
and wringer—starts it—stops it—runs it in 
one direction or another at will. The clothes 
are washed and wrung with one motion. This 
is one feature that will expand into many a 
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“Maytag” Power = 


Electric Washer 


WITH SWINGING WRINGER 


FAL T RH 
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Maytag sale. 
Ask about our quick release wringer. 


You will find the simple and sturdy construction 
and unique placement of the power mechanism 
another most appreciable selling point. We are 
going to ask permission to send Maytag particulars. 
We want to tell you all about our guarantee and 
our 30 Days’ Free Trial Offer. May we? 
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The Maytag Company 


= STATION “A” NEWTON, IOWA 
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Show those -critical women customers of 
yours what the Voss Platform Washer looks 
like. Invite them into your store and make 
them see the conveniences and exclusive feat- 
ures this Washer offers. They will be quick 
to see and appreciate what it will do. 


Display One in 
your window By our system the washing travels 


straight from one end of the machine to the 
other and the wringer goes with it, or from 
wash tub to clothes basket without a lost 
motion or an extra step. 


- Please remember that every machine is 
guaranteed against defective workmanship 
and material. If you want prices and infor- 
mation ask for them—but do it today. 


Voss Bros. Mfg. Co. 


Davenport, Iowa 
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HIGH QUALITY MAKES 
CYCLONE Fences g Gates 
WAUKEGAN, ILLINGS Te 
SUtest sellel> 


~ 


Everyone is now greatly interested in the “CLEAN-UP” Movement. Cyclone Sanitary 
Fence is everywhere supplanting the unsanitary board fence which harbors disease and fly- 
breeding conditions in backyards and alleys. A display of 


WAUKEGAN-CY CLONE 
ORNAMENTAL FENCE AND GATES 


will increase your sales 50% because it always attracts 
attention and appeals to property Owners who appre- 
ciate the sanitary improvement, beauty and strength in 
WAUKEGAN-CYCLONE fence construction. Built of 
heavily galvanized, full gauge No. 9 wire pickets in 
various designs—no half gauge wire used. Easy to 
erect, cheaper than wood. 

Upon request we will send you a Large Handsomely 
Lithographed Window Display Sign and special sug- 
gestions for making an attractive window display. This 


will attract wide attention and bring buyers into your 
store. 

Show your farmer friends our New Victor Farm Gate. 
It’s a trade clincher. Automatic double latch; rigid 
frame lock; double raising device; heavy high-carbon 
tubular steel frame; No. 9 wire fabric; trussed center- 
bar support; and other features make the Victor the 
gate that your farmer customers will buy at sight. 

We will circularize your trade and give you other 
effective selling helps. Our prices to dealers are right. 
Ask us for illustrated catalog, prices and terms. 


CYCLONE FENCE CO.,Waukegan, II. 


ATE RAISED To ALLOW 
SMALL STOCK TO PASS UNDER 











MYERS ELECTRIC HOUSE tht 


FOR OPEN OR PNEUMATIC TANK SERVICE 


A modern equipment for city or suburban homes. 
An outfit that will supply any household with 
water, without labor or attention. 


































Here is a compact, complete Outfit that is a mighty 
convenient one for residences or other service. It occupies 
small space and can be installed in the cellar or basement 
entirely out of the way. It has sufficient capacity to fur- 
nish any household with an abundant and uniform water 
supply at all times. 


Myers Electric House Pumps are designed for operation 
by a small motor, and are adapted for shallow well or cis- 
tern service, and will force water into open 
or pneumatic pressure tanks. Pump and 
motor are mounted on one base, greatly 
simplifying installation. Space required is f 
16 x 20 inches for pump. A 1-6 or 1-4 
horse power motor will operate this pump 
satisfactorily. Connection can be made 
direct from electric light wire if desired. 


Myers Electric House Pumps are 
furnished with or without Automatic 
Pressure Controller. When the Auto- 
matic Controller is ee — mo- 


tor is controlled entirely by t $ 








COMPRESSED 
ATR 





pressure in the tank and is ae 
tomatically started or stopped 
when the pressure reaches a 
certain point or becomes too 
low. An ordinary switch can 
also be used. This can be lo- 
cated at any convenient point 
and can be started or stopped 
when necessary. 


Let us send you additional in- 
formation about these pumps 
that operate so silently and fur- 
nish such an excellent water 
supply. Late circulars, now 
ready, show all styles; also a 
complete line of Hydro-Pneu- 
matic Pumps—small, medium or 
large capacity—for hand or pow- 
er operation. Write 
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ASHLAND PUMP AND 
HAY TOOL WORKS 


BRO., ASHLAND, OHIO 
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Horse-Shoe Brand 
Wringers 


Warranted as to quality 
Warranted to give satisfaction 








Warranted as to price 





Plain 
Bearings 
and 
Steel Ball 
Bearings 


Enclosed 
Cog 
Wheels 





Plain Bearings Steel Ball Bearings Size of Rolls 
No. 340B No. 360B 10x $ c 
No. 3415 No. 361E 11x1% inches 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American W ringer Co. 


NEW YORK CITY, U.S.A 

















| 
DEXTER “DOUBLE-TUB” 


TWO POWER WASHERS IN ONE 


This machine has complete power washing gear- 
ing in two tubs and a reversible power wringer 
that swings to operate in any desired position. 


It takes less room than the ordinary “single- 
tub” bench washer—costs but a trifle more—will 
do over twice as much work in a given time. 


It will pay bigger profits and increase your sales. 
You can clean up power washer competition with 
this machine. Write today for catalog and ex- 
clusive agency proposition. 


THE DEXTER CO., Fairfield, lowa 


Warehouses at Toledo, Peoria and San Francisco 
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Time to Order 
FREEZERS 


«z= Whether you stock the LIGHT- 
= NING, GEM or BLIZZARD, you 
get a Freezer that has made good 
for more than a quarter of a 
century—one that has won its 
way into the hearts of the house- 
keepers by service that satisfies 
—backed by quality that creates 
confidence in both merchant and 
manufacturer—one that’s well 
advertised and in demand—one 
that brings trade and helps you 
keep it. 
BE SURE to INCLUDE the 
LIGHTNING ICE CHIPPER No. |. 

















You can sell one germ: 
with every Freez- 
er. It chips a block 
ef ice into small 
uniform pieces in 
a jiffy, just right 
to pack closely around the can and 
shorten the time of freezing. So much 
easier to make Ice Cream. They help 
the sale of Freezers. 


Your jobber can supply you 


NORTH BROS. MFG. CO. 


PHILADELPHIA, PA. 








EAGLE MOP 
WRINGERS 


bear the reputation of 
being the BEST and 
will under all circum- 
stances give best re- 
sults and absolute pro- 
tection. Not with 
boasting pride, but with 
a feeling of satisfac- 
tien, we again point to 
our record—I5 years, 
before a criticizing public, and not a dissatisfied 
<net It is the privilege of truth to make itself 
own 


The Eagle Mop Wringer 


original 3 roller Mop Wringer. 


Merits of Quality brought © out imitators and 
An imitation is never as as th therefore 
be sure it is the “EAG : heen 5 There 


will be more EAGLE MOP WRINGER sold this year 
than ever. Get your share. 


The Eagle Woodenware Mfg. Co. 
HAMILTON Sole Manufacturers OHIO 
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Study These Ideal Sad Iron Conditions 


IDEAL 


On top of them all— 








Why 


ist. IT IS NOT A 
NEEDLE - POINT 
IRON, 

2nd. It produces bet- 
ter combustion than 
any other iron made. 


8rd. It is the sim- 
plest iron made. 


4th. It is the most 
attractive iron made. 


5th. It will last six 
to ten times longer 
than any needle-point 
iron on earth. 


6th. We sell it 
through dealers only. 


7th. We guarantee it 
to give satisfaction. 


8th. But four years 
old, yet 100,000 more- 
than-satisfied users. 


9th. It is the iron 
that will stand your 
test. 


10th. poussatety safe 
and reliable. child 
ean operate it. 


1ith. The iron is 
always clean. Can be 
used anywhere. 


12th. Write us for 
prices or ask your 
jobber. 


There are One Million worn-out needle-point sad irons in scrap pile 


NEW FEATURE 


An absolutely = metal cap on tank—no Yams of any kind 


sed—the only one of its kind 


The Ideal Sad Iron Mfg. Co. 


Cleveland, Ohio 


Made in Canada by 
The Taylor-Forbes Co., Guelph, Ont. 








Parker's 





National "29" Box Mill 


A Mill that is just right for home use. Very 
handy—sets squarely on table or any flat sur- 


face. 
degree of fineness. 
spice 


and Discounts. 


A ‘good Mill at a moderate price. 
strong and serviceable. 
are made in many styles. 


Easily adjusted to grind coffee to any 


Also very popular for 


Made 
Parker Coffee Mills 
Send for Catalog 


The Chas. Parker Company 


New York Salesrooms 
32 Warren St. 


Factories 


Meriden, Conn. 
























































ATLAS 
10-Cent Fly Swatter 


“Swat the Fly” crusades are spreading. The com- 
ing season will see the greatest demand for Fly 


Atlas 

















Swatters ever known. Be prepared. Stock 
Fly Swatters. 
styles—one to retail for 
the other for 10 cts. 
made of the best wire 


We make two 


5 cts., 


Both are 


cloth 


with a copper finished handle. 


The t10o-ct. Swatter shown 
has an extra long handle— 
Io’ ts. It is very neatly and 


securely bound with soft 


green 


felt—cannot mar the finest fur- 


niture. 


Especially adapted for 


parlor or drawing room. use. 
We have made it extra strong 
and. flexible—will outlast any 


now on the market. 
The 5-ct. 


Swatter, the best 


ever made to sell at a Nickel, 
has a triangular fold permit- 


ting insertion of your 
desired—a clever idea. 


Naw is the time to 
stock orders. We'll 


ad if 


place 
gladly 


quote Prices and Terms. 


Atlas Mfg. Co. 


New Haven 


Conn. 








The New 


Boston Rubber Chair Tip 


SprinGriP 
Trade Mark 





Patented 


Send for Catalogue 


Brass Washer 





The Rubber Tip with 
the Brass Washer 
and Nall Moulded In 
Same. 





The Tip and Its Parts 


Spring 
Socket 


4 


ODE 


Manufacturers of Rubber Specialties 


THE ELASTIC TIP CO. 


370 ATLANTIC AVENUE 


Brass Nall 





eek 
* 





BOSTON, MASS. 
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All Standard Finishes 
Poultry Netting Meshes and Widths 


That holds its 
shape because 
woven of hard 
drawn. steel 
wires which 
give great 
strength and 
durability to the 





—_- 


Which means that 
were able and more 
than willing to take 
care of any size rush 
order for hex. net- 
tings. 


But for your own 


tabric. Vern: sake don’t wait for 
EXCELSIOR Seen” , rush orders. 
~S You're liable to be 
BRAND AL AGE 9 swamped in mid- 
Galvanized After un fis) __ Stream. 
Weaving dee Even fast freight 
\ may be too slow to 
W i S T E 3 N satisfy some finicky 
BRAND customer. 
Have the goods 
easitomapagp: oe stock. Insist that your 
atin jobber supply our 


lines. He can. 


Made in U.S.A. 


ALL STANDARD 
SIZES IN STOCK 





Wright Wire Company Ludlow-Saylor 
WORCESTER, MASS. Wire Co. 
St. Louis Mo. 


Boston New York Philadelphia Chicago San Francisco 
































Whoever Heard 
of Skates with 
Talking Points? 


Well, you're going to hear con- 
° ° ° . 
siderable about skates with talking 
points from now on. 








More practical working 
models— 


—more models that really can be operated 
when completed—is one of the features 
that make the 1915 American Model 
Builder the best “buy” ever offered the pub- 
lic in a mechanical toy. 

Send us a postal, saying, “I’m interested,” 
and we will place the complete facts before 
you. 


Conron Extension Ice Skates 
offer you any amount of good talk- 
able arguments. 


A unique adjustable feature 
makes the sole plate capable of ex- 
tension along the runner to accom- 
modate all lengths of feet. 





Write us today and let us tell 
our story in full. 


The Conron-McNeal Co. 


Kokomo Indiana 
Sal I HNNASNUUOUUULSTOEONOOLLAEASUOOOOUUYSOVONEOOOTTHESSOOOOOUGLSOOGOOOUUOOARSOROOOOUATESOOPOOASEHROSOOORTAASEDED POU STHNOSOOD THRASH AEP PSHE PO 


“THE FIMERICAIN— 
}. MODEL BUILDER | 











The American Mechanical Toy Co. 


DAYTON, OHIO 


oro rrr re emi nn mn mmm nnn nnn 
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“EL-WEL-CO.-TI” 


(electric welded cow tie) 


Is the best cow tie on the market 
—is superior in weld, appear- 
ance and strength—and is guar- 
anteed not to break. Made in 
Ohio Pattern, two _ toggles, 
straight link, any length. 

Note the difference between our 


toggles and those offered as “‘just 
as good.” 


Made full size to gauge—if 
marked 2/0 or 3/0, you may be 
sure that’s what they are. You 
will not get a size smaller as in 
some other makes. 


Sold by all jobbers, but for 
your own protection insist on 


“EL-WEL-CO-TI’; refuse to 
accept substitutes. 


STANDARD CHAIN CO. 


Pittsburgh 

















What if We Do 
Charge a Bit More! 


The fact that a Bartlett All Steel 

Scythe sells for a little more than 

the unknown kind is no drawback. 

Indeed, the extra price is an unbeatable 

argument in our favor because that extra 
price is justified. 


We build Bartlett All Steel Scythes 
wonderfully strong by a special temper- 
ing and hardening process, using high- 
grade tool-steel exclusively. 





The blade is so thoroughly good that 
it can be sharpened until it is entirely 
used. 


We will unconditionally guarantee 
every Bartlett All Steel Scythe you sell. 


Bartlett All Steel 
Scythe Co. 


GENEVA. NEW TORK 











For Pumping 


Gasoline! 


AUTOMOBILE OWNERS 





will find this to be a safe and econom- 
ical pump for transferring gasoline 
from tank toauto. This plunger pump 
has a capacity of 4-gallons per minute. 
Brass Cylinder; safety locking device; 
Brass Cock. 


CLDEMHN 
Pumps 





Are made in other styles for use in 
public and private garages. Good de- 
mand for pumps of this type. 


If interested in pumping outfits for 
any ‘requirements, secure our litera- 
ture FIRST. 













Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 






















Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special desigr 
construction and adapta- 


The Deming Company 
Salem, Ohio 


Henion & Hubbell, Chicago 
Harris Pump & Supply Co., Pittsburgh 











bility. 











MAY E> 








PUMP & PLANTER CO. 






~ALWe , iLL. 






































July 15, 1915 








oo 


That Little Square 
Thing at the Top 
of the Reel 


is a new Safety Device with which every reel 
of De Haven’s Roldsafe Box Strapping is 
now supplied. 

It prevents accidents and waste in the ship- 
ping room by maintaining a tight coil, with 
no projecting ends. 

It serves as an automatic Reel Guide and 
Brake; it economizes on strapping. Patented 
june 29th, 1915. 


THE DE HAVEN MFG. CO. 
BROOKLYN, N. Y. 
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McKINNEY 
Safety Hasps 


will put a stop to petty thieving and 
prowling around sheds, coops, garages, 
stables, etc. The screws are all con- 
cealed so that to open the door Mr. Thief 
must literally tear the hasp from the 
door, and that’s going to take too much 
of his time. 


Are you selling these practical safety 
hasps? Better order a stock—they’re 
packed one hasp, with the necessary 
screws, in a neat paper box ready to give 
to your customer. 


McKinney Mfg.Co. 


1401 Metropolitan St., PITTSBURGH, PA. 











ST athe Nee 
“ALBA” Ay Ser Vl jia——- “STAR” 








Defy Competition 
ON SASH CORD 









Our prices enable you to 
do so and each sale makes 
such a favorable impression 
on the purchaser that our 
Sash Cords are trade win- 
ners of the highest order. 

Our “ALBA” and “STAR” 
brands of sash cord are not 
cheaply made—they are 
really “better than need 










be.” The _ exceptionally 
low prices at which they 


sell is the result of years of 
ESTES MILLS manufacturing experience 


and careful shop economy. 
FALL RIVER Get interested NOW and 
MASS. write for prices. 






















Screen Door Sets 


© OAR 
Oe 2. 





Made in Two Sizes 
24g and 3 Inch 








Packed Complete with Screws 
One Set to the Box 


Finished in Japan, Dull Brass 
or Old Copper 


MORGAN SPRING COMPANY 
No. 1 Bond Street . 
WORCESTER, MASS. 


Fre re Spe 8 TR . 
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No. | /0 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
Canton, Ohio 














Some of our customers have doubled their 
orders for 


ALLEN’ 


SOLE LEATHER 


STRIP 


and tell us even then they fear being oversold. 
They state thisis unusual. It perhaps is unusual; 
but it also is consistent, for “‘Allen’s Strip” is 


An Unusual Strip 





Send forsample and name of nearest jobber. 


N. R. ALLEN’S SONS CO. 


Department A, KENOSHA, WIS. 








When better sole leather strips CAN 
be made ALLEN’S will make them. 

































PorTSMOUTH [RON 


Like 2 Stone Wall to Rust&Grrosion * @ae 


Tool 





Right now, ask for prices on 
Ohio Metal Painted Sheets 
and Roofings, and compare 
our quotations with prices 
on galvanized steel—use 
Ohio Metal Painted Sheets 
and Roofings and side-step 
the prohibitive price of gal- 


vanized without losing qual- 


‘ty and wear. 


WHITAKER - GLESSNER CO. 


Portsmouth Works 


PORTSMOUTH 
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Box. 


CARTON ASSORTED RIVETS 





Packed in CARTONS, Assorted 
Lengths 50 and 100 Rivets to 
12 Boxes to Carton 


THITTTTY 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


~JUDSON L. THOMSON MFG. CO., Waltham, Mass. 


Chicago Branch: 316 North Michigan Ave. 


Tubular Rivets and Bifurcated Rivet 


NNT A 
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*=HICAC 
SPINE BUTTS 


DISTINCTION 


The Chicago “Relax” Spring Hinge has distinctive features which impress 
your customers and create the demand. 


The spring action release allows the door to be placed open at any desired 
position and automatically re-engages when the door is closed. 


Chicago Spring Butt Company 
CHICAGO NEW YORK 














Send for Catalogue H-29 \ee/ 


























“Get to 
Know Us” 


and learn what Good 
Profits there are in han- 
dling 


CARY LINES 


Cary’s Universal Box Strap 


is the only strap on the market that can be absolutely 
depended upon to run true to width and gauge,’ which 
merits no other box strapping in existence possesses. 
Every reel equipped with our metal reel frame’ ready 
to hang up, and packed 20 reels in a case. 


300 Feet to Each Reel The Standard for Quality 
OUR MOTTO—“Efficiency, Unparalleled Service’’ 





cpRY S PATEN r 
: xe 
VERS 4) BOX stat 


YG 
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CARY’S “KRIS-KROS” BOX FASTENER 


and many other styles carried in stock for 
prompt shipment. 


CARY’S SUPERIOR 
SAW EDGE 
CORRUGATED 
FASTENERS 


WRITE FOR FULL PARTICULARS. 
it Will Pay You. 


CARY MANUFACTURING CO. 
Manhattan Bridge Terminal BROOKLYN, N.Y. 





“VICTOR” 


Coat and Hat Hooks» 


ARE GOOD HOOKS 


be of soa serene ee : 
Typ poianssy saat $3200 3 
Se eet i 


eae 


ope etre’ ge ot 
-gauadeo? 


oH 1H OW 10 


BOLIIA ss te ~ 


wet | 


cio 





Try the “‘Victor."" Packed one dozen in 
a box. Your sales will increase. 
Bright Wire Goods. 

Brass Screw and Cup Hooks. 

Hicks Belt Hooks. 


E. Jenckes Manufacturing Co. 
WORCESTER, MASSACHUSETTS 


SELLING AGENTS: 


JOHN H. GRAHAM & CO. 
113 Chambers Street New York City 














SAND PAPER FLINT PAPER EMERY CLOTH 


iN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER 


Ba Ff 
see 
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“When set up legs lock all parts securely 


Economic Folding Steel Horses 


Made in All Sizes 


Substitution of Metal for Wood Is the Latest In Horses 
Strong Rigid bi 


Durable 


Practical for All Uses 

Folding feature a saving in transportation and room. 
They are indestructible and reduce fire hazard. 
Easily set up or folded. 





Wood top can be attached when desired. Send for 
sample prices and literature of full line. We make 
a specialty of everything in steel equipment. 


ECONOMIC STEEL RACK CO., Jamaica Plain, Mass. 














HELLER’ 


PIVOT DOOR CABINE 













pIsPLAY ALW 


showing the largest assortment 


W. C. HELLER CO. 








SEND FOR CATALOG No. 24 


MONTPELIER - ~ - OHIO 





S 


TS 


of 
Hardware, Shelving, Fixtures, etc., in 


the United States. 





Brass Bound 


PRICE 
CARDS 


Time Savers — Energy 
Savers— Money Savers 


There are nine styles, all with 
heavy cardboard body, linen bond 
facing and brass edging for pro- 
tection. 10 per cent. discount on 
orders for 2 doz. cards—Send for 
descriptive circular showing rul- 
ing and use of cards. 


Hardware Age Book Dept. 
239 W. Thirty-ninth Street, New York 




























WIEBUSCH & ‘HILGER, Ltd. 


Selling Agents 








ROSE WIDE HEEL No. 221 


WRITE FOR CATALOGUE H 
to either 


Wm. Rose & Bros. 


Who sells your customers 
their ROSE Wide Heels? 


The handy Rose Wide Heel 
is superseding narrower brick 
trowels. | 

As never before, advantage 
lies with the superior make be- 
cause greater width makes any 
forging but the most accurate 


Sharon Hill. Pa. feel awkward to a skilled man. 


110 Lafayette St. 


New York City 


For this reason the store of the 
hour is the store with a ROSE. 
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STYLE 900 


Has two bearing joints 
no matter which end of 
hinge is uppermost, 
doubling the strength 
and durability. The best 
and handsomest screen 
door hinge ever pro- 


BOMMER SCREEN DOOR HINGES ARE THE BEST 


Wrought Metal 


Don’t wait until the flies are here—put in your stock of screen door hinges now—handle the right sort. 
Bommer’s are the best quality and finish and sel] on sight. 








duced. 








Both styles also packed in sets with 
hook and eye and pull. 


Bommer Brothers, Mfrs., Brooklyn, N. Y. 













STYLE 960 


The door can be de- 
tached from the casing 
without unscrewing. Has 
enclosed oil - tempered 
steel coil-spring, is well 
made and will give good 
service. 














Samson and Bulldog 
Weldless 


Wire 











Hot 


Galvanized 


Rust- 
Proof 
Chain 





Write 











for 
Price, Most 
Every 
Catalog Size in 
A 
and Samples rise 





The Cleveland 
Galvanizing Works Co. 


Cleveland, Ohio 



















on the job. 


endurance test. 


hen unt- 
hitched, it was 
not a lifeless, 





— ‘ alt % _ , as ug. = 
—— - wornout hinge 


as anyone would expect, but was still working quietly and 
performing the duties of a first-class floor hinge. 

1,560,000 times was enough for us, and should convince 
you that the Shelby Chief is the cheapest floor hinge on the 
market if quality and efficiency are considered. 

Sell your customers the Shelby Chief. We stand back of 
every genuine Shelby Chief sold. Ask for catalog and prices. 


THE SHELBY SPRING HINGE CO. 


SHELBY, OHIO 


































ACME 


Embossed Box 
Strapping 


has double the strength of 
strapping sheared from 
sheet. 

ACME Strapping is put up in 
continuous lengths of 300 ft., 
20 coils to the case, each coil 
mounted on a holder. Have 
ACME Strapping in stock 
when your customer calls for it. 

ACME CORRUGATED FASTENERS 

BOX STRAPS STEEL DOOR MATS 











WRITE NOW FOR CATALOG. 


ACME STEEL GOODS CO. 


2834-2840 ARCHER AVENUE......... CHICAGO, ILL. 
151 Lafayette Street........ccccccccees New York City 
Pee Cie Ue cece cccedcuceicstsckecnwanes bens Atlanta 
310 California Street............... San Francisco, Cal. 
Bis. Bie GS  GOuicc ccc nscesshtesnonsian Los Angeles 


J. E. Beauchamp, Canadian Representative, Montreal 








one at a time can pass through a door swung by a Shelby Chief double- 
acting, ball-bearing surface floor hinge, and the Shelby Chief will still be 


The above statement has been proven by an unusual and most severe 
The Chief was loaded with a heavy door, hitched to a machine which shot 


it back and forth 1380 times per hour. This racking pace was kept up until 
it had swung the door 1,560,000 times. 







1,560,000 People 



















ALIGH 














EG EG. wisn 
ADJUSTMENT bese 
CONSTRUCTION OF. 
ALIGNMENT PLATES 












Sectional View 
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BLACK DIAMOND HLE WORKS 


ESTABLISHED 1863 


Twelve Medals of 
Award at 
INTERNATIONAL 
Expositions 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY 


Owned and Operated by Nicholson File Co. 





INCORPORATED 1895 


Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 


Philadelphia, Pa. 

















ONE DAY’S TRIAL OF A 


Grant Noiseless 
Riveting Machine 
; resulted in an order 


being placed for 12 
more machines. 





A few reasons why: 


(1) Noiseless Opera- 


tion. 


(2) Spin Well Polished 
Rivet Heads. 


(3) Avoid Broken Cast- 
ings. 


(4) Do Not Mar Sur- 
face in Riveting. 


(5) Rivet Tight or 
Loose as Desired. 


(6) Entire Riveting 
Operation Takes 
Only One Second. 


For the sake of quality, 
output and cost reduc- 
tion send for catalog. 





The Grant Mfg. 
and Machine Co. 


Bridgeport 
Conn. 














es: 


Hammer 
Clamps and Oilers 




















The Hammer Screw 
Clamp built like an 
I-beam, solid, quick- 
adjusting. The Ham- 
mer Iron Oiler—ex- 
tra strong, big mouth, 
reinforced spring 
bottom. 

We also make Mal- 
leable Iron Adjust- 
able Clamps, ‘Engine 
Torches, Hand and 
Hanging Lamps, and 
Malleable Iron Cast- 
ings. Get prices. 


ania, oe aml 


HAMMER & CO. 


Branford, 
Conn., 
U.S. A. 





























BOYNEEDA SICKLE? 


LITTLE GIANTS 40c. 


JUNIOR 30c. 


NORTH WAYNE TOOL CO. 


FORD BUILDING 
1915 Catalog for Dealers 





DETROIT, MICHIGAN 






SENT 
PARCEL 
POST 
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SARGENT 





Cylinder 
Day and Night 
Latches 








The Sargent Push-Button Stop gives Double Security 








Simple 


| Positive 


Press the Button 





to dead-lock the bolt or 


hold it back as desired Pull the Button 


to release the bolt 





















The Push-Button Stop used only Jimmy Bolt. The Latch Bolt is 
in Sargent Cylinder Day and fully protected and when the 


Night Latches is simple, — door is closed cannot be forced 
tive and sure. There is no pos- 
back from outside. 


sibility of its being jarred out of 


place by the forcible closing of Self Lncbiien 


the door and so getting out of Sargent Cylinder 
order. Day and Night Latches are 


locked automatically by the 
closing of the door and cannot 
then be opened from the out- 
by the proper 


The Latch Bolt is made with long 
projection to provide for any 
shrinkage that may occur in the 
door, thus assuring. security side except 
under such conditions. key. 


You can recommend to your customers for safety, security, 
strength, appearance, this complete line of Latches. 


Sargent © Company 


Manufacturers 


New Haven, Conn. 





New York Boston Chicago 
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Free To You, Mr. Retail Clerk 








A Standard Grade Remington-UMC Pump Gun (List $27) or 
Autoloading Shotgun (List $35) 


For the BEST ‘‘Speed Shell’’ Advertisement 


‘‘BEST’’ means: 1. Number of Selling Points Covered. 2. Clearness of Argument. 
‘3. Neatness of Manuscript. 


OU are selling Remington-UMC Arrow and Nitro Club Steel Lined Speed Shells 
over your counter every day, directly to the shooter. You have special reasons 
for recommending the Speed Shells, and you know why sportsmen buy them in 
preference to others. Our Advertising Department wants the benefit of your expe- 
rience—your viewpoint from your side of the counter. Just write your ‘‘talk’’ such 
as you would use in selling “Speed Shells” to a customer in your store. That’s 


what we want. ; 
THE CONDITIONS ARE SIMPLE 
31. Contest open to all retail clerks. Proprietors who are also clerks are 
eligible. 
2. Address your advertisement to the consumer—make it short enough 
to display nicely in the space left for type in the plate below—not 
over 200 words. 
3. Mail your advertisement before August 15 to address at bottom 
of this page. 
Contest will be decided by the Editor of the ‘‘Publicity for the Retailer’’ Department of HARD- 
WARE AGE, New York City. Decision will be announced in this publication early in September. 
We reserve the right to print any or all advertisements submitted. 


HERE IS THE ILLUSTRATION—WRITE YOUR OWN COPY 


























<< ee 


ment 







Send all your advertisements to Advertising Depart 


REMINGTON ARMS-UNION METALLIC CARTRIDGE CO. 


Woolworth Bldg., (233 Broadway) New York City 
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INSTRUCTING 
THE NEW 
SHOOTER 







~ WHAT THE 


yO a gut Beginners’ Day 


SHOOT 


MEANS TO DEALERS 


N EVERY part of the country, mem- 
bers of trap shooting clubs are enthusi- 
astically working to make Beginners’ 

Day Shoot the event of the season. 





WE ARE working with these organ- beginners are given by us to enthuse 
izations and arousing interest in this the members and as inducements to 
novel affair by advertising in the big- new shooters to win recognition at 
circulation dailies, magazines and the traps. Our traveling force are 
sporting publications. Handsome pushing this Beginners ’ Day Shoot to 
trophies for beginners making highest make this event a genuine and perma- 
scores and for “the one hundred clubs nent advantage to the dealers in the 
reporting the largest attendance of salesman’s territory. 


GIVE THE SHOOT A BOOST 


The significance of Beginners’ Day and the sales possibilities suggested are worthy of 
your heartiest support and activity. Put the situation before your salesmen and set 
the pace yourself by talking Beginners’ Day to every man or woman coming into your 
store. Ask the secret: ary of the local club or write today to us for date of Beginners’ 


| Jay Shoot. 


Make A Window Display 


of guns, shells, shooters’ supplies, sporting goods and other mer- 
chandise required by the beginners. Advertise your store as the 
trapshooters’ headquarters. Get the tide of trade flowing your 
way. 


EVERY DAY A SHOOTING DAY 


Do not forget the permanent feature beginners are powder-burners and 
of Beginners’ Day. It is only a_ they keep shotguns busy. Every idle 
starter—the new shooter is so fasci- gun is a handicap on your sporting 
nated with the target-smashing game goods department. Hustle for new 
that he is going to be a frequent per- shooters and put your store on the 
former at the shooting club. These shooting map. 





All “Set” for Beginners’ Day Shoot 


Do your part to make the plans of local sportsmen successful. You are sure 
to be the gainer, so why not boost the event? Get together and work together 
to make Beginners’ Day Shoot the cause for increased sales in all departments 
of your store. 


FOR FURTHER INFORMATION ABOUT 
BEGINNERS’ DAY SEND INQUIRIES 
TO SPORTING POWDER DIVISION 


DU PONT POWDER CO. 





BEGINNERS’ 
DAY TROPHY 


Wilmington : - EOOUOVENO: ss saa nace ae 
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General Catalog 15 


The cover is lithographed in four colors 


Have you received your copy? 


IF NOT, WRITE US AT ONCE 


Oar New Catalogue (268 pages) is full of valuable information 
for buyers of Sheet Metal products 


July 15, 1915 
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JM AUTOMOE 


' One Service 





| One Firm 


assurance of 
the most wget 
; ies mat~ 
accessorie 

automobile at gle company: 





A three-fold 








Get the Car Owner’s Order 
for one of these Clocks 


No car’s equipment is complete with- 
out a clock, but a great many car 
owners have done without this con- 
venience simply because a good clock 
always meant a fancy price. The 


JM AUTO CLOCK 


is a quality clock, popularly priced. It 
is tastefully designed and finished in 
black and nickel, black and brass or all 
black. 


The movement is sturdily built and 
mounted on extra strong pinions to 
withstand the jar and vibration of 
the car. 


Winding and setting keys, as well as 
attaching screws, are completely con- 
cealed and the movement locks auto- 
matically in outer case, which is dirt, 
dust and moisture-proof. 


The J-M Auto Clock runs eight days 
without rewinding. It never requires 
attention, and it does keep perfect time. 


Obtainable in two mountings, dash as 
illustrated or flush-in-dash. Dial, 3% 
inches, finished in either white or black 
with plain easily-read figures. 


You can easily sell a large quantity of 
these clocks at this exceptional price. 
Liberal discounts to dealers. Write 
for our proposition today. 


O ne Guar antee 


satisi¢ 
plete line O 





HARDWARE AGE 


E 


COVER 
THE CONTINENT 









| 





isfaction 


— 








JoxNs : 
ANVILLE 
SERVICE 









S 

















LONG HORN 


\f 


The horn that warns. 
Finest materials used 
in construction. Model 
“1°? hand horn (illus- 


trated), $5. 
for 


teed 


(,uaran- 
all time. 


Other models for elec- 


tric operation. 


Prices, 


$5 to $12.50. 





ohns-M anville 


= 


Shock Absorber 





Sure. 
Ntion 


A real shock 
ab SO rberf, 


Ww 





ent and east 
ely attached. 
~ Money back 
if not all that 
e claim. 
Price pet 
pair, $15. 
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Quick Sales and 
Sure Profits 


Every day more car 
owners are realizing the 
truth of the phrase, “A 
Repair in Time Saves 
the Tire.” 


J-M Narco Tire-Cut 
Filler prevents little @@ 
cuts from becoming big, (6 
making a repair so per- i 
fect that no road abuse “~*~ _.. 
can destroy it. It is popularly known 
as ‘““The Motorist’s Self-Vulcanizer.”’ 


J-M NARCO 
TIRE-CUT FILLER 


combines in one the efficiency of the 
best cement, cut-filler and mastic. It 
is non-shrinking and non-deteriorating 
and sets over night, literally welding 
itself to the walls of the cut and the 
loosened tread. Supplied in collapsible 
tubes with tapering spouts for easy 
application. Two sizes, 50c. and $1.00. 


Other J-M NARCO Products 
J-M Tirenew 


Gives tires a new protecting coat of 

white or gray rubber, preventing decay 

and making tires look new. 

J-M NARCO Rubber Reviver and 
Refinisher 


Renews and thoroughly waterproofs all 
kinds of auto tops—Pantasote, Mohair, 
Fabric, or Rubber. Not a varnish but 
a liquid rubber compound. 


Write nearest Branch at once for our 
proposition to the trade. 





3259 3160 
Akr Bo Col b Ka Cit Minneapolis Philadelphia Se. Paul Toledo 
Albany Buffalo re ome ome wy hon “4 Sownshn Pittsburgh Salt Lake City — 
Atlanta Chicago Dayton Louisville New Orleans Portian San Francisco ¥ 
Baltimore Cincinnati Denver Memphis New York Rochester Seattle oungstoewn 
Birmingham Cleveland Detroit Milwaukee ( ha St. Louis Syracuse 











THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED Toronto Montreal Winnipeg Vancouver 











40 


HARDWARE AGE 


July 15, 1915 


















Sleeth 
Steel 
Flexible 
Mats 


two mats 1n one. 








Get full information—it will pay you. 


WAYNE MEBFG. CO., 354 Mulberry Street, Newark, N. J. 


Four-Fold 
at the 
Joints 


Sleeth Mats are made of best galvanized material, in any and all shapes and 
sizes tor every requirement. 
They form perfect scrapers, and can be reversed after long service—making 


Flexibility of construction—the ability to conform to uneven spots—is attained 
at no loss of strength, by means of our four-fold construction at the joints. 

They are sure sellers wherever the old-fashioned germ-harboring jute, brush 
or rubber mat is in general use. 












































Every disadvantage or defect a 
Mitre Box might possibly have was 
overcome by our expert tool- 
designers before this Mitre Box was 
put on the market. That’s why you 
can feel certain that it will back you 
up on all these features that you 
can show your customer: 

EVERY angle so carefully tested 
there’s not a hair-breadth’s varia- 
tion, making certain accurate fit- 
tings on all mitred joints. Saw 
supports may be instantly locked at 


a 


New York Office: 28 Warren Street 


Don’t fail to visit our exhibit in Block 26, Avenue D, Manufacturers’ Building, while at the 
Panama-Pacific Exposition 


A Mitre Box Full of Sales-Making Points 


either a positive or an intermediate 
angle. Graduated arc and index show 
where to set the saw for any cut. 
Gauges may be set to stop the 
saw at any depth desired. Length 
gauge provides for sawing dupli- 
cate lengths with one adjustment. 
Simple automatic device holds saw 
guides when raised to highest point, 
and releases instantly. Slotted sup- 
port always immediately beneath 
the saw and holds the work to pre- 
vent splintering at the end of the cut. 


MILLERS FALLS 


LANCDON ACME MITRE BOX IMPROVED 


You certainly should 
carry this Mitre Box in 
stock and also Millers 
Falls Bit: Brace 772, 
Breast Drill 200, Exten- 
sion Bit Holder 6, Hack 
Saw 1027 and Bench Drill 
210—all of which have 
time and labor saving 
features that will help 
you build up the most de- 
sirable kind of a_ tool 
trade in your neighbor- 
hood. Send for complete 
catalog. 


Millers Falls Co. 
Millers Falls, Mass. 
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Mr Dealer! 


Ma 


—which sell Dietzgen Tapes 

















SIMPLIFIED READING 


—read at a glance—the foot mark always precedes the inch mark. 


BLACK FINISH 


—gives fine contrast to bright etched divisions and numbers. 
Keeps your stock clean and presentable. 


TOP GRADUATIONS 


—divisions on top of ribbon. Convenient for quick reading. 


FOLDING HANDLES 


—simple and strong mechanism. Does away with bothersome adjustments) 


BUILT FOR LONG LIFE AND ROUGH SERVICE 


—cases metal lined, substantially built. 








EUGENE DIETZGEN CO. 


Manufacturers 


Measuring Tapes Surveying Instruments 
Drawing Materials 


Chicago New York San Francisco 
New Orleans Toronto Pittsburgh 
Philadelphia 

















THE LAW SAYS 
“You MUST Protect Yourself At Night” 





Practically every State Highway Law reads similar to this: 

“Every vehicle on wheels whether stationary or im motion, 
while upon any public street, avenue, highway, or bridge, shall 
have lights attached from one hour after sunset to one hour 
before sunrise, etc., etc.” ES 

REMEMBER that these laws apply to every Village, Town 
and City. 


Dietz Driving Lamps 


are therefore an absolute necessity. They not only comply with 
all requirements of the law but afford absolute safety to the 
traveler. The larger sized lamps like the “Octo” and “Union 
give a remarkably bright light and will illuminate the roadway 
for a considerable distance on the darkest night. All are 
equipped with a large ruby rear danger signal. 





DIETZ “UNION” Dietz Driving Lamps are ready sellers and return excellent 
DRIVING LAMP profits. | 

Your Jobber will be pleased to enter your order for an assort- 
ment. Eight styles to select from. 








R. E. DIETZ COMPANY NEW YORK, U.S. A. 


LARGEST MAKERS OF LANTERNS IN THE WORLD 
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Aladdin Double-lipped 
Sauce Pan—pours from 
either side. Large bead, 
heavy gauge, extra strong 
handle base, and correct 
handle shape are easy fea- 
tures to demonstrate and 
sell. 





Get This Free Sample 


OU can’t be sure you’re handling the easiest selling 

aluminum utensil line until you’ve compared Aladdin 

Aluminum with the kind you’re keeping now. Get 
this free sample—it’s one of our regular stock numbers— 
compare it point by point with anything you have on your 
shelves. 


Display this free Aladdin Sauce Pan right now, while house- 
wives are buying their preserving utensils. Let them compare 
its weight, strength and convenience with the price—and 
with other makes. The women who have used other alumi- 
num are the quickest to buy Aladdin. 


Show your customer our catalog—she will see that every piece in the 
big Aladdin line has the same exclusive advantages. ‘Take her order 
and see how 





now for preserving utensils—well make quick shipment 
easy it is to sell Aladdin ware. 


Aladdin Aluminum is heavy ware—made to compete in price with the 
very best—made considerably better in points that appeal to the experi- 
enced housekeeper. And you'll be pleased with the way it sells and 
the margin it gives you. 


Don’t wait for our salesmen. Send a 
postal to Department “A” for this free 
sample—this offer is not good after August 
15th, 1915—we'll send our catalog (184 
pos ie discount sheet and consumer lit- 
erature. Also full information about our 
store cards, advertising material, etc.—all 
free to Aladdin dealers. 


Cleveland 
Metal Products 
Company 

CLEVELAND, OHIO <li ete 











This Trade Mark and 
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It Will Help You in Selling the 
“Show Me” Buyer 


You know him—the “show me 
buyer.” The man who won't take 
anything for granted, who won't 
listen to any sales talk unless the 
article is in his hand, unless he can 
examine every part and see how it 
works under actual operating con- 
ditions. ‘There are many of him. In 
fact most of us are built that way. 






So we made this silent salesman to 
help you sell “Big 4” Hangers. And 
it does. For no one who wants a 
hanger and who sees the “Big 4” in 
action will go out of your store empty 


handed. 


You get this trade booster and the 
biggest share of the hanger business 
in your territory by writing. So 
write now. 


National Mfg. Co. 


STERLING, ILL. 


View of “Big 4” 
Hanger Showing 
Flexible Feature 


Braced Rail 
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GOLDCAMP’S WINDOWS 


Well-Known Ironton, Ohio, Hardware Store Stimulates Thoughts and 
Desires by Unusual Window Displays 
By “THE ASSISTANT MANAGER” 
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Uncle Sam offers sterling advice in a window of Goldcamp Brothers & Co., where a page of HARDWARE AGE 
was used effectively 


gold mine out of their hardware business in 
Ironton, Ohio, because they recognize oppor- 
tunity even in disguise. 

H. B. Goldcamp recently wrote me a_letter. It 
was two short pages in length and a mile deep. He 
enclosed the three pictures which will be used in 
this story. His letter started as follows: 

“Dear Assistant Manager: 

“Find inclosed a picture of our patriotic display 
to commemorate the Fourth of July, which I 
thought maybe you could use. On one end of 
picture you will notice at the foot of flagstaff the 
‘Long May It Wave’ picture you published re- 
cently. The Continental drummers appear to be 
drumming for the flag raising, and on the other 
side of picture is shown ‘Uncle Sam’ pointing to the 
flag and sign which is self-explanatory.” 

That sign of Goldcamp Brothers & Co. is a live 
one: Recognize the Flag! 

Start a Business Boom! 

Keep American Labor Busy by Buying Goods 
“Made in America!” ; 

Old Uncle Sam with his hat cocked at an angle 


(J cata mine BROTHERS & CO. have made a 


of independence, and his pipe bespeaking peace and 
contentment, is indeed the commercial cock of the 
walk to-day. We cannot do better than to follow 
Goldcamp’s lead and use our windows to further 
impress on the public the popular idea that in 
peace there is plenty, and that our prosperity is in 
the hands of the consumer. Right now the people 
like to be advised that their merchants are boost- 
ing home made goods. Right now loyalty to Amer- 
ican manufacturers acted on and advertised by any 
of us meets a reception not unlike that accorded to 
a Fourth of July parade. | 

Right now I’m going to venture a guess. It’s a 
good bet that close friends of these Goldcamp 
Brothers drop formalities and call at least one of 
them Goldie. These windows sort of put us all in 
the spirit of close friendship, so here goes. Goldie 
had the biggest cracker in Ironton. His show card 
states this fact and adds that it is not to eat, but 
to inform you that it pays to buy your hardware 
at the Center Street hardware store. 

Around it is a display that demonstrates three 
things. First, that a small window space doesn’t 
necessarily mean small opportunity. 
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Sampling a dish of frozen heaven in Goldcamp’s White Mountain window 


Second, that every holiday is directly connected 
with this progressive store, and, third, that when 
the boys in this store read HARDWARE AGE they 
read it with both eyes open for things they can use 
in their business. They don’t merely remark 
“that’s fine,” but back their remark up by prompt 
action. That’s the difference between dreamers 
and doers. 


From Low Ebb to High Tide on Ice Cream 


The Goldcamps don’t believe in dishes of ice 
cream of the size that made famous the time hon- 


ored church social. Goldie’s idea of a dish of 
cream comes much nearer the idea of the village 
kids. In the Goldcamps’ little window they re- 
cently displayed a dish of ice cream in the back- 
ground that certainly appeals to me. Two kiddies 
are shown just in front of this mammoth dish of 
frozen heaven sampling it, and the rest of the win- 
dow shows plainly that the key to such a delightful 
situation is a White Mountain freezer. You can 
almost taste that window. It’s a vivid contrast to 
the boiling weather outside and customers with 
wilted collars felt their enthusiasm come from low 
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Goldcamp’s memorial window claimed Lincoln, Grant and Lee and impressed upon the citizens of Ironton, 


Ohio, the deep significance of Memorial Day, 1915. 
audience in silent, deep, reverent thought 


Like a benediction this display held its 
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ebb to high tide as they rubbered. Goldcamps have 
four windows. They are each 12 feet wide, one is 
3 feet deep, another 4 feet deep, and the others 
5 and 6 feet deep. These windows work, not on 
union schedule, but about 16 hours a day, and as 
we take a second glance at this White Mountain 
window we are apt to think the hotter the day the 
harder they work. Those four windows are some 
little sales force. 


An Exceptional Memorial Day Display 


“I change the windows often and find it pays to 
keep them talking,” is another paragraph in the 
letter in front of me. That was a needless state- 
ment. The pictures tell their own story. Label 
these windows ‘‘Made in Germany” and a monocled 
Englishman would brand them “ripping.” You can 
see that these windows work in clean clothes, just 
as plainly as you can detect the difference between 
a thoroughbred and a crow bait. 

Goldcamp’s Memorial Day window is one of the 
most artistic hardware displays HARDWARE AGE 
has ever published. It is dignified, thrilling, sor- 
rowful, and joyful. The picture of Lincoln gives it 
dignity. The wave of Old Glory above the advanc- 


Attractive Window Display of 
Lubricants 


fogs attractive window display shown in the 
accompanying illustration was made by the 
Hearsey-Willis Company, Indianapolis. In the 
window photograph cards of over a score of prom- 
inent racing drivers appeared. Ribbons extending 
from these cards to a central card in the back- 
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ing army furnishes the thrill..The old soldiers and 
the knowledge of what they suffered in both the 
North and South causes us to bow our heads in 
sorrow, and the Union so vividly impressed by the 
picture of those wonderful leaders Grant and Lee 
fills us with joy. The knowledge that these great 
Americans are to-day shown side by side in a 
northern hardware store shows an appreciation of 
the sterling, manly qualities, and is but a demon- 
stration of the fact that “in memory” we claim 
them all. 

None of us can look on this display at this time 
without a feeling that Memorial Day has a deeper 
significance this year. With the world at war we 
may well thank God for the peace, harmony, and 
happiness that prevails in our great Republic. 

This window display is the kind that holds its 
audience. The feelings I have so roughly described 
are its effect upon me, and I am just a sample of 
the average citizen. I know we agree that the time 
and effort necessary to produce Goldcamp’s win- 
dows was well spent. Their window displays indi- 
cate health, wealth, and wisdom. Here’s hoping 
Ironton will always have a Goldcamp in the hard- 
ware business! 


ground served to unite the window in a unique way 
and to focus attention upon the name of Dixon’s 
motor graphite. In turn, ribbons extended from 
this card to eight other display cards at the ex- 
treme top of the window to indicate that Dixon’s 
motor graphite is the basic lubricant of the other 
eight Dixon lubricants. 

In the background another score of faces equally 
familiar to racing fans help to emphasize the sign 
above them that “They all use it.” 
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A well-arranged show window featuring Dixon’s lubricants 














ORDERS Vs. PROMISES 






How I Learned the Difference Before I Crowed 
By EARL D. EDDY 


order—first on the promise and then on. the 

order itself? Many salesmen do it and suc- 
cessfully delude, not only themselves, but the Boss 
as well. First, they get a red-hot promise of an 
order from a customer, and they write in a glowing 
report of the big order they are bound to get— 
sometimes they come into the sales manager’s office 
and pass out the heated atmosphere until the ‘‘Old 
Man” can see the order before his eyes. Then they 
have another round of pleasure and congratulation 
when the real order comes along—if it materializes. 

I had the system down pat and pulled the stunt 
off regularly for years. But later I changed houses 
and ran into a Boss who had some modern ideas, 
and when I started to pull off my hurrah story 
about the order I was going to get I got yanked up 
with a sharp turn—and it woke me up. The new 
Boss gave me to understand that there was just 
one kind of noise that sounded good to him, and 
that was the REAL order. He gently told me that 
I couldn’t have credit for the same thing twice and 
that the only thing I was going to get credit for 
was the ORDER—that promises didn’t pay salaries 
or commissions or bring about promotions. Just 
one thing counted with him, and that was spelled 
O-R-D-E-R-S. 

Rarely, after that, did I make proud boast of 
what I was “going to do’—I did it and THEN 
crowed, and if there were any commendatory re- 
marks coming to me I got ’em fairly and squarely 
on results. 

Merely stirring up a lot of dust won’t do. Many 
a mistaken salesman believes he’s accomplishing 
large results because he aches from the efforts he’s 
making. He pats himself on the back and calls 
your particular attention to the strenuous efforts 
he is making to procure orders, and assures you 
that just ’round the corner the orders are waiting 
—like the pot of gold at the end of the rainbow. 


D> you ever try to cash in twice on the same 


Energy Properly Directed Pays Dividends 


Such energy, properly directed, pays dividends to 
the salesman and to the house, but blind plugging 
and boastful assertions of future success never 
brought anybody anything but the cannery for the 
culprit and loss to the house. There are, unfortu- 
nately, lots of such salesmen in business—fellows 
packed full of enthusiasm and energy and over- 
flowing with determination—salesmen who _ use 
their legs and tongues all the time; but, somehow 
or other, they don’t get the orders. They don’t 
THINK! Don’t ever lose sight of the fact that the 
rarest ability in business is the ability to think. 
Most men hate to think—tthe effort is too great. 

Most houses hire salesmen to sell goods—to get 
orders. They don’t hire them to be professional 
good fellows, to go about from town to town like 
the minstrel of old, entertaining customers for an 
hour or two with the latest stories or to express 
opinions on whether the tariff on steel should be 
removed or Teddy accept another term. They hire 
them to sell goods. 

Neither do they employ men to display their art 
as clever conversationalists and, like the side-show 
spieler, describing the importance of the house and 
the wonderful features of its brands. It is, of 


course, necessary to tell about what you have to 
sell, but that is not the chief consideration, by any 
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means. Yet there are many who fall into the mis- 
take of taking themselves as heralds of the glad 
new day that has come and of which their par- 
ticular house is the particular sun—but as they 
run on in their day dream and ecstasy of enthu- 
siasm they accept at full value the sweet promises 
of the fellow who promises, merely to rid himself 
of a nuisance—and these flimsy promises are fre- 
quently taken at the full value of real orders and 
salary checks based upon them. It’s wrong—such 
a system. Base your record on the real orders 
themselves—not upon air that has been heated. 
Then your real success will come. 

When discussing this subject I am reminded of 
the words of the poet: 

“Hope springs eternal in the human breast: 
Man never is, but always to be, blest.” 

That poet must have had some salesmen to look 
after. Anyway, he must have known some of the 
sort I am talking about. Always about to develop 
a wonderful business, they are the true optimists 
of the profession—to-morrow is always one day 
farther away or “the far pasture looks greenest”— 
to-day, or their own territory, always has some- 
thing wrong. 

Beware of Promises 


Procrastination and salesmanship are enemies. 
The salesman who is content to take a large prom- 
ise for future business, in place of the small order 
to-day, may constantly be supported with the hope 
that springs eternal, but the commission or salary 
check will not show any startling expansion. A 
safe rule to follow in business-getting is to beware 
of promises—that are only promises. A good many 
merchants who do not wish to be talked into buy- 
ing and who, on the other hand, do not wish to 
affront or disappoint the salesman seek to get rid 
of him by assurances that they are heartily inter- 
ested in his proposition, and will be only too pleased 
to place an order “a little later.” They say it so 
sincerely that many salesmen are as contented to 
accept this evasion as they would be to close a deal 
on the spot. 3 

NOW is the time to take the order—to-morrow 
you may be dead. “Bye and bye” and “next time 
you call” have outlived their usefulness when the 
real salesman comes along. Stories of the big 
order just around the corner are losing their weight 
with the Boss, too—pay checks are more and more 
based upon the real orders instead of the promise 
of the order—the genuine is taking the place of the 
counterfeit—and the “hot air’ salesman is getting 
his where the girl got the beads. 


Red Book Directory of Hardware 
Jobbers 


QO C. INGALLS, Columbus, Ohio, has published 
¢ the 1915 edition of the Red Book directory of 
jobbers of hardware, general merchandise, crock- 
ery, glassware, notions and woodenware. This di- 
rectory contains 66 pages. It includes a key to 
financial rating and a key showing the different 
lines stocked by the firms listed in the book. It is 
bound with a red paper cover. O. C. Ingalls also 
issues Red Book publications listing wholesale 
grocers, wholesale druggists and confectioners and 
a commercial law list. 
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One of the cuts used in the Poe Hardware & Supply Company’s publicity campaign 


INDIVIDUALITY IN YOUR 
ADVERTISING 


South Carolina Firm Believes Frequent Changes Are Necessary 
By FRED W. GRAHAM 


GREENVILLE, S. C. 

To the Editor: 

“We are enclosing an article on ‘How We Im- 
proved Our Advertising.’ 

“Four out of five of the hardware stores get into 
a rut along this line and we believe that some of 
our fellow hardware dealers will appreciate look- 
ing over our changes. 














FOR YOUR CHILD’S SAKE—BUY A PAIR OF 


Winslow Skates 


They make Rosy Cheeks and bring Good Health 
“Phone Us.”— 


PHONE 192 
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‘“Letus Help 
you Clean 
your Front 
and Back 
Yard.” 


A good Rake, 
Wheel Barrow. 
Lawn Mower, 
Garbage Can, 
Yard Broom 
Floral Set 
Will help solve the problem 


Make your yard spick and span by phoning 


PHONE 14. ’ 


00k. HARDW 


‘PHONE 19% 


A SUPPLY co 

















“You will also notice that we have placed the 
raven on our envelope, and even the most ignorant 
negro the minute he sees ‘Poe’s Raven’ knows 
what to associate it with. 

‘“‘T have noticed a wonderful change in HARDWARE 
AGE in the past several years, and you have added 
departments which are of great help to the hard- 
ware dealers. 




















ra a Poultry Wire, 
“=F; : Garden Wire, 
i Garden Tools, 
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Potato Hooks 
Garden Hose, Lawn Mowers 
And Everything to Help Make Your Home 
More Beautiful. 


ESQ Sippives 


DEAD! 


WHO? 


MR. FLY! 


KILLED BY POE’S 
RAVEN. 


HOW ? 


WITH A SOLID CAR 
LOAD OF 


Fly Screen 
WIRE. 


PHONE 192 
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Four of the advertisements used by the Poe Hardware & Supply Company 
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“We read the paper regularly, and personally 
I have received a great deal of benefit from the 
knowledge gained. 

“Trusting the year 1915 bears much in store for 
you, and that in your rambles you may solve many 
problems for your friends throughout the country. 

“Yours very truly, | 
“FRED W. GRAHAM. 

“Poe Hardware & Supply Company.” 

“The Livest Hardware Store in Greenville, S. C.” 

Mr. Graham’s story is as follows: 


ITH the average hardware store advertise- 

ment there is usually too much sameness. 

If you happen to pick up the daily paper, 

and look over the hardware store advertisements 

you will find that three out of five of them are 
practically the same. 

For several years we followed in the beaten path, 
and then we decided that we would add a little 
touch of individuality to our publicity, and the first 
step was the adoption of the “Raven.” The name 
of the firm is the Poe Hardware & Supply Company. 
The Raven Border was our first change. People 
noticed the difference, commented, and even at the 
county fairs the writer was hailed by numbers of 
his country friends as ‘‘Poe’s Raven.” 

After using this border for three or four months, 
we changed and adopted a store signature, which is 
the firm name, on a square. We used this signa- 
ture for several months. People would stop us on 
the street and ask questions, and comment on the 
change. 

Men twenty and thirty miles in the country 
watched our space, and sometimes weeks after, hap- 
pened to be in the store, and mentioned certain 
advertisements that had appealed to them. 

In about three months we changed again and this 
time the raven was standing on a coat of arms, 
which was resting on a square. On the coat of 
arms there was a pair of scissors, a hammer, a 
wrench and the words Diamond Tires. 

A college professor happened to be in the store, 
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The raven border 











and mentioned the fact that he had been noticing 
our advertising for several months, and was very 
much struck with the raven and the shield. 

After using this cut for several months, we 
secured a new one, which is very appropriate. We 
have a large concrete bridge in our city which con- 
nects the East and West Ends. Our new cut repre- 
sents this bridge with our name over the arches. 
Looking through the arches you will notice a rail- 
way train, a cotton mill, and a steamship, with the 
words “THE GATEWAY TO THE LIVEST 
HARDWARE STORE IN GREENVILLE, S. C.,” 
underneath. An automobile is crossing the bridge, 
and the words, “DIAMOND SQUEEGEE TIRES” 
are beneath the automobile. 

This last cut has attracted a great deal of at- 
tention, and people watch our space regularly. 

We have heard so many people comment favorably 
that we intend to use a new store signature every 
few months. 


; (It: ARD WARE € Suppiyco 


publicity 





Benjamin 8. Alder Company Ap- 
pointed Representative 


4 gs Olmsted-F lint Company, leather belting man- 

ufacturer of Cambridge, Mass., has appointed 
the Benjamin S. Alder Company, 37 Warren Street, 
New York City, to act as its representative for the 
metropolitan district of Greater New York, includ- 
ing the export trade. 

A large stock will be carried in New York City 
to take care of the trade’s immediate requirements 
and the factory, on account of its facilities and lo- 
cation, is in a position to make prompt deliveries on 
quantity orders. 


Coming Hardware Conventions 


CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 


INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 


WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morgantown, W. Va. 


TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point. 


NEW YORK RETAIL HARDWARE ASSOCIATION CON- 


VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse. 
OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 


TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 














RENTED 


FOR A SONG 


A Telephone Conversation Between the Assistant Manager and a 
Member of the Hardware Fraternity 


a ELLO, CENTRAL, give me two swallows, 
H a nightingale, a brace of robins and a 
whippoorwill. No! My wire’s. not 

crossed. Don’t give me the busy signal, Central, 
or connect me with the Infirmary, but if you’re too 
busy to hear what has happened to your old wall 
telephone box just put me on the wire with the 
Hardware Fraternity and I’ll unload to a bunch 
that are out for health, happiness and a bank roll. 
“Good! Hello, Hardware! Say, just tell me— 
are you using a desk ’phone or one of those old 
wooden boys on the wall that pulls you to your feet 
every time you sell a package of tacks over the 





phone? A desk phone—common black—yes—I was 
sure of it. Well, say—what do you suppose the 
manufacturers have done with their stock of oak 
wall type telephone boxes? Haven’t any idea? Well, 
how do bird houses sound to you? Yes, bird houses! 
Yes—Yes — just plain B-I-R-D — sparrow — yes 
S-P-A-R-R-O-W houses. They use the awning? 
Yes, I know they do, but wrens, martins, blue birds 
and any songster in Christendom would break his 
lease to house his family in one of these boxes. 
It’s like quitting a flat for a bungalow without any 
of the inconveniences of a commuter. 


‘“‘Who’s doing it? Yes—sure—I know them. It’s 











The new bird houses made by the 
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Garford Mfg. Company, Elyria, Ohio, from out-of-date telephone boxes, 


are an addition to any landscape 
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the Garford Mfg. Company, of Elyria, Ohio. They 
used to make telephone boxes faster than Sears, 
Roebuck make customers in your town. Yep—I 
know that’s some speed, but they did it just the 
same and when the fickle American business man 
switched his affections from golden oak to a slender 
ebony-hued desk affair the Garford people were 
caught holding the sack or, rather the box. They 
always aimed to keep a good stock on hand and 
when this change came about they had stock with 
a vengeance, and they’ve had it ever since. Every 
new man who coupled up with the big Elyria con- 
cern was ushered to the warerooms and tiptoed 
past long piles of telephone boxes and informed in 
a stage whisper, No-o-o—not a stage box—this isn’t 
a theater—I said a stage W-H-I-S-P-E-R. Don’t 
yell my whispers? All right, I won’t, but these 
men were led out to a young commercial grave yard 
and told in whispers that the old man was married 
to the idea that those telephone boxes were not dead 
ones. They gathered dust until a sneeze in the 
stock room would start a miniature sand storm 
and seriously threatened a dust-to-dust act before 
one of the boys who hasn’t robbed a bird’s nest for 
forty years took one home, altered it slightly, and 
nailed it to an elm tree in his yard. A feathered 
family moved in before night and those birds’ song 
at daylight settled the problem. 

“There’s a country-wide movement to save the 
song birds and one of the best things you can 
advise your customers to do is to buy a few bird 
houses and fix up a place where the birds can make 
permanent headquarters. 

“Do they cost much? I should say not! The 
birds can get one for a song and they don’t cost you 
much more. The retail prices are extremely reason- 
able, and the boxes have proved to be live sellers. 

“Know any one who is selling them? Sure I do— 
The Kinney & Levan Company of Cleveland, Ohio, 
recently filled a window with them and did a bird 
house business that looked as busy as an incubator 
on hatching day. 

“You’ll try them out? Good Boy! I knew your 
wires were scratched. And say—before I hang up 
I want to make a confession. I’ve been using an old 
wall box ’phone and I’ve stood on first one leg and 
then on t’other until I feel like a stork. Stork! 
you know. That one-legged, long-beaked bird that 


delivers babies.—Does Garford make stork houses? 


Wreed 


No. ee price $2.00; No. 3—Swiss chalet, price $1.50; No. 2—Bungalow, price 





From left to right: 
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You’ve got me—maybe they do. The line’s pretty 


complete. 
“Good-by—What’s that chirp-chirp stuff about? 








Bee the New and 
Fascinating Game 
of BREVET Played |— 
| on the Court of {[-~ } 
our West Room. 





Provide 

Bird Houses 
for Your 
~ Home 












Camp 


Sportsmanlike love for our lit- 
tle song and insectiyorous birds 
should prompt. vou to erect 
suitable bird houses about 
your home and cause you to go 
one step further in encouraging 
this splendid movement by tak- 
ing some: small houses and hut- 
lets to your camp. 
Specially priced at $1, the stuc- 
co finish wren house flus- 
‘frated is. attractive cnough for 
| 


SN EY eR rene ete enna etnlipatee 








any home. grounds and inex- | 
pensive enough. to put up near 
your camp. 
Our immense line of hird houses | 
offers a wide choice of styles 
and sizes at priees from 3c ta | 
_ B75 each. | 
| 


The Kinney & Levan Co. 


| 1375-85 Euclid Ave. 
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The advertisement of the Kinney & Levan Company 


You’re just saying thanks in bird? All right, old 
chap. Now just imagine you’ve got your toes 
hooked around a hardwood peg and are on your 
way into a telephone bird bungalow with a nice 
ripe worm for the youngsters and your chirp, chirp 
will change to trills and warbles. 

“So long, old man—Yep, it’s Elyria, Ohio.” 


50; No. 1— Shanty type, price $1. 00 





Company Holds Outing 


fier seventy-fifth birthday of the Carpenter- 

Morton Company of Boston was celebrated 
June 12 at the Riverside Recreation Grounds by 
about 170 officials and employees of the company 
and their friends, the latter including men promi- 
nent in the paint trade of New England. 

All participated in a dancing party, the intermis- 
sion being enlivened by fancy dancing and musical 
numbers. 

The afternoon was devoted to sports. A baseball 
game between the married men and the single men 
was won by the latter, 9 to 8. 


The summary of the events is as follows: 

Wheelbarrow race, won by Miss M. Augusta Lord; 
100-yard dash, special, won by Harold Vose; stand- 
ing broad jump, won by Joseph N. Baker; 100- 
yard dash for women, won by Miss Beatrice H. 
Shea; potato race, won by Miss Helen M. Smith; 
running high jump, won by Joseph N. Baker; hop 
and skip for girls, won by Miss Mariorie Morton; 
hop and skip for boys, won by Robert Tewksbury; 
shotput, won by Silvanus Smith; relay race, won 
by office department (Fierman, Levangle, Hoye, 
Greene) ; 100-yard dash for men, won by Francis 
Kennedy; fiftv-yard dash for women, won by Miss 
Beatrice M., Shea. 














July 15, 1915 53 











=. 
° 


“ Rey: as 
ia. .4. Voterist \Gif is th Motorist AGif fi th Motorist 


“-* 


‘ 


s 
me mae 
e* ete 


oS WAWs¢ Motorist AGift 44 
\Gift Ar che Motorist re ee att F- 


\ Gift ~ _ 


egperetnd eM MOTOR 
ae og = 

Se Souther Wathen © ration DRIVES 
degre kon tape, 

















An attractive display of “Sparton” horns made by the Chemi Company, Richmond, Va. 


Virginia Firm Makes Attractive tration. This display was recently made by the 
hemi Company, Richmond, Va. This company 


: Horn D isplay also has branches in Norfolk and Charlotte, N. C. 
A’ ERY attractive display of “Sparton” warning The photograph was taken at the store located at 
signals is shown in the accompanying illus- 629 East Main Street, Richmond, Va. 
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Window display made by O. T. Curtis for the Vale Trading Company, Vale, Ohio. The pergola background 
and the stairs at the sides form an artistic setting for the well arranged tools 
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Copyright, 1915, by Star Company. Reprinted by permission of International News Service 


N the cartoon above are shown two young 
men who believe that they deserve more 
salary and have come in to tell their employer 
so. To one of them he gives the uSual letter 
of recommendation—to somebody else. To the 
other young man the boss hands out a raise 
and keeps him on the job. 


Bot? young men are about the same age 
and started to work at the same time, but 


You a Letter’’ 


FIM 


AND- L WISH 
To HAVE A 
TALK WITH You 
A BIT ge 
WATER 
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the one who gets the letter of recommendation 
thought more of the things outside of the office, 
while the other is on the job all the time, alert 
to what goes on INSIDE the office. That is 
why his employer does not care to lose him. 


sewed be one of the bunch to whom the 
boss will say: “Sorry to have to let you 

go, but I'll give you a good letter’—to some- 

body else. Pa. %. 
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SOME THINGS SALESMEN SHOULD 


KNOW 


Salesman Getting $15 a Week Must Sell at Least $3900 Worth of 
Goods or His Employer Will Be Better Off Without Him 
By FRANK FARRINGTON 


F course the things a salesman should know 

() are what make up salesmanship and there 

is scarcely a limit to their number. There 

are, however, some items of more importance than 

others, and they can easily be stored up in the 

mind where they will be available when needed in 
selling. 

When a man takes a position as a retail sales- 
man he may set out to learn the fundamental prin- 
ciples, the basic methods of salesmanship; or he 
may try to get along, selling a profitable amount 
of goods by slick, tricky, questionable means. Or 
he may fail to sell enough to retain his position. 

The men who adopt questionable means of sales- 
manship are not the men of whose ways we ap- 
prove. Their ways are not our ways. But the man 
who goes after the right sort of knowledge about 
selling is a man we can commend, and he is a 
man who will appreciate any hints on right selling 
that can be placed within his reach. 

One of the things a salesman must acknowledge 
the first thing is that it is necessary for the store 
to make money on his work. This means that at- 
tention must be paid to little things; to small sales 
as well as to large, to minor economies as well as to 
greater savings. A salesman is valuable to his em- 
ployer not only for his ability to make sales, but 
also for his ability to help run the business econom- 
ically. The selling force in a store can help elim- 
inate waste, and the manager must depend to some 
extent on what the salesmen say and do about 
economies. Unless an employee pays attention to 
such matters while he is a salesman he will know 
nothing about them when he tries to run a store 
of his own. 

The only way for a salesman to learn to handle 
the trade so that he will one day become a success- 
ful manager himself is to feel that his employer’s 
business is his own, to take the mental attitude of 
being at work in his own store. When an employee 
feels the same interest in his work and in doing it 
well that his employer feels in having him do it 
well, I am not afraid to predict success for him. 


Dead Stock a Bugbear 


One of the greatest bugbears of merchandising 
is the accumulation of dead stock. In a good many 
stores the reason for the increasing load of un- 
salable goods is the disposition of the salespeople 
to do the easy thing. There are certain lines that 
are as staple as wheat. You know they will sell. 
They do not have to be pushed. Then there are 
other lines that need hard work to make them move. 
If you are an easy-way salesman you take a cus- 
tomer in hand and you show him what he has asked 
to see and you let him buy whatever he seems in- 
clined to buy without being actually sold. He 
chooses the goods that fit his inclination or his 
pocketbook without regard to whether they fit his 
real needs or not, or whether they are the best 
value for the money, or the most economical pur- 
chase. 

The result of this kind of selling is that the 
better goods, the goods that are worth more money, 
stay on the shelves from season to season while 
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the cheaper lines come and go, and in the end these 
unsold items become regarded as dead stock. The 
reason they are apparently dead is that nobody 
has been asked to buy them. As a matter of fact 
this so-called dead stock, or much of it at least, 
may be perfectly good and salable right now if 
any one would make the effort to move it. 

Bear in mind that you are engaged to work for 
the advantage of the business, not merely for so 
many dollars per month. This means that you 
should watch the stock and keep all of it moving 
instead of merely giving a little push now and then 
to the part that moves easiest. 

One reason why dead stock accumulates is be- 
cause the salesmen do not look at the stock except 
when a customer comes in to buy. There may be 
somewhere in stock just the article that farmer’s 
wife was asking for this morning, but because the 
salesman did not know it, she was told there was 
nothing of the kind in the store ,and this was just 
because the boss was not around and the salesman 
did not know where the goods were kept. If a sales- 
man is not well informed about the stock, more 
than that, if he does not go prying and investi- 
gating the odd and out-of-the-way corners now and 
then, he cannot expect to keep informed as to what 
is in stock in the way of goods little in demand. 
He will sell the things he comes to first and the 
rest will lie back there out of sight and become 
dead stock. 


One Price to Every One 


So large a proportion of merchants have nowa- 
days one price to every one on each item in stock 
that it scarcely seems worth while to caution a 
salesman against cutting prices. Still every once 
in a while I am surprised to find a man shading 
a price on this or that staple item to hold a cus- 
tomer, forgetting that while he may hold the cus- 
tomer of the moment, he is very likely to lose 
the one who bought yesterday at a higher price. 
I believe the salesman himself should never take 
the responsibility of cutting a price. If his em- 
ployer authorizes it or wishes it, that is another 
thing. But no matter how anxious the salesman 
may be to sell and no matter if he does get a com- 
mission on his sales, he should make it his own 
personal principle to treat all alike in the matter 
of prices as well as in the matter of courtesy and 
accommodation. 

There are some young business men who fre- 
quently say in reply to queries, “I don’t know.” 
When a customer asks you something and receives 
an “I don’t know” reply, that customer at once 
thinks less of the store and less of you as a sales- 
man. Of course you cannot know everything, no 
matter how hard you study or how fast you learn. 
But it is not necessary to admit ignorance in just 
so many words. If a buyer asks something about 
the goods that you cannot at the moment answer 
properly because you are unfortunate or careless 
enough not to know, instead of admitting the lack 
of knowledge and letting it go at that, find out 
right away from some one else who does know and 
thus avoid being regarded as an indifferent sales- 
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man, and avoid letting the customer get a wrong 
impression about the piece of goods in question. 

How do you measure up beside your fellow sales- 
men? Sometimes you wonder how the boss com- 
pares you in his mind with the other fellows. You 
may be sure he has a pretty good idea of your 
actual value to him and it is a value that is re- 
duced to dollars and cents. Has he advanced the 
pay of some of the others while yours has re- 
mained the same? When he goes away for a few 
days does he call on you to assume certain re- 
sponsibilities? When he has a particular order to 
be filled is it turned over to you and nothing more 
said about it, just as if he knew that putting it 
in your hands would be the same as doing it him- 
self? When a fussy customer comes in, one with 
plenty of money to spend, is it always some other 
salesman who is given charge of that person, or 
do they call you? It is certainly worth knowing 
how the boss regards your work and you can find 
out by keeping your eyes open. 


Don’t Bother a Customer with Too Many Questions 


When a customer comes in to look, don’t ask him 
too many questions about what he wants. After 
finding out the direction of his needs, take the mat- 
ter in your own hands and show him what you 
think he might best buy. Get him to handling and 
examining the goods. Keep him interested by keep- 
ing him doing something with the goods if possible. 
Hold his attention so that he must listen to what 
you have to say. Of course you cannot avoid the 
buyer wanting to see something different and of 
course you want him pleased with his purchase. 
On this account it is necessary for you to under- 
stand his needs and when you do understand them 
you will realize better than he that the thing he 
wants to buy is not the thing that will please him 
best when in use. Study the customer and find out 
what he or she ought to have and then do your 
best to keep attention to it. 

Selling goods to a customer is creating in that 
customer a desire to own them. Sit down in the 
corner somewhere and think over the things you 
said to your last customer and consider whether 
those were the things that would have the greatest 
tendency to make the customer want what you were 
trying to sell. Did you ask a hundred questions, 
trying to pin him down to a definite statement of 
a desire for a certain article, or did you let him ask 
some questions, answering them properly and ad- 
vancing also the answers to some questions he did 
not have to ask? It is by thinking over the way 
you have handled a customer that enables you to 
discover the mistakes you made in your method. 

Learn that all your customers are different 
though all must be treated alike in degree; and 
learn that though all are different, yet there are 
certain rules of action that apply to all. 


Study Human Nature 


You must not drive any customer. Men of all 
ages and stages, and women as well, object to being 
driven, but almost any one can be lead. To be able 
to lead a man you must possess some ability to 
study character and characteristics. Learn to know 
something of a man’s peculiarities by the way he 
comes into the store, by the way he addresses you, 
by his appearance, by his clothing, by his face. 
Some men are easily led. They fall right in behind 
any procession. They agree with any suggestion 
or idea you may express, and they believe it all at 
the moment, but they agree just as readily with the 
next man and his very different ideas. Some men 
are the other extreme and must be handled with 
gloves. It requires but a little conversation with 
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a person on the buying subject to discover the trend 
of his or her mental nature. ‘‘The proper study of 
mankind is man,” and the most important study in 
learning salesmanship is men. 

It is desirable that the salesman know the pe- 
culiarities of every regular or occasional customer 
of the store and it will pay you to learn the pecu- 
liarities of as many of your fellow townspeople as 
possible though they are not and never have been 
customers in your store. Some day they may come 
in and the man who is ready for the emergency 
gains the great success. It is said that Daniel 
Webster’s reply to a compliment upon his readi- 
ness with extemporaneous speeches was, in effect, 
that he had never made an extemporaneous speech. 
In other words, he always foresaw the contingency 
and was prepared for it. As a salesman it is pos- 
sible for you to be ready for almost any conceivable 
emergency in selling. Study people. Your business 
is all going to be done with people. Know as many 
of them as you can and know them as well as you 
can. 

In leading the people to whom you want to sell, 
you should remember that in every person’s mind 
there is a department of reasoning to which it will 
be natural to submit your proposition. If your 
offer of a sale has to go before the reasoning board 
of this person’s mind, it may be turned down even 
though the purchase would be a wise thing. This 
reasoning board may advise its owner incorrectly 
because of not being properly informed upon the 
subject in hand. 

It is your business as a salesman to get a de- 
cision without having your proposition submitted 
to this board of technicalities. You are after the 
customer’s natural inclinations. His natural in- 
clination is to buy the thing he wants, and if your 
suggestive influence is strong enough to get a de- 
cision from him before he puts the matter up to the 
reasoning department, you will make the sale with 
the least possible difficulty. Keep the desire to buy 
before the customer by presenting a constant rep- 
resentation of the advantage and satisfaction of 
ownership. 

To show how a clever salesman may make sales 
by getting past the man’s reasoning department, let 
me quote an incident related by a writer on sales- 
manship. . He says, “I saw two little Italian boys 
selling pineapples on the street, getting 7 cents 
each for them singly, and selling three for a quar- 
ter. By their activity and their mental alertness 
in handling their prospective customers they were 
making sale after sale at three for a quarter to 
men whose intelligence was, of course, great enough 
to understand the kink in the proposition if they 
had stopped to bring into play their reasoning 
power.” 


Scorn Tricks 


This was a mere trick, of course, and nothing 
ought to be farther from the right kind of sales- 
manship than trickiness, but it illustrates what sug- 
gestive salesmanship can do. 

The salesman is or should be perfectly familiar 
with his stock and environment. His customer, 
perhaps unconsciously, is influenced by surround- 
ings perhaps more or less strange and unfamiliar 
and is not in a position to think and act as quickly 
as the salesman. This gives the seller an advan- 
tage over the buyer though he should never use this 
advantage to the detriment of the latter. To take 
advantage of the customer, to sell when and where 
the sale will not prove satisfactory, is never good 
salesmanship, no matter how much the net profit 
of the deal may be. 

One very important thing for a salesman to learn 
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is how to treat the customer who does not buy. 
We all have visited stores to inspect goods we did 
not care to buy then and have come away feeling 
that when we did get ready to buy, that would be 
the last place we would go. We were made to feel 
that in not buying we were acting meanly. 

It is a strange thing, but these imitation sales- 
men who seem to care nothing whether they make 
a sale or not, judging from the way they sometimes 
act, will show a spirit as soon as the customer de- 
cides not to buy, that would indicate that a failure 
to sell was the one great disappointment of their 
lives, and that failure to buy is the unpardonable 
sin. 

Why should not a customer come in to look half 
a dozen times before buying? Is not the object 
of all the expenditure of the national advertisers 
to get people sufficiently interested to talk of buy- 
ing and to consider buying even though not yet 
quite ready to buy? 

It is an important part of salesmanship to be a 
good loser, to be cheerful about letting the cus- 
tomer go without buying. Persistency is impor- 
tant and every effort should be made to sell, that 
is, every effort that can be made without offending 
the customer. But when persistency is carried too 
far and when refusal to buy develops a frown and 
a grouch in the salesman, that is a sad mistake. 

The more things a salesman knows about the 
business the more he will be worth to his employer 
and to himself. One thing he surely ought to know 
and that is how much he is costing his employer, 
how much of the profits of the business he takes up. 
Or taking it the other way, I should say he ought 
to know how much his sales ought to total to pay 
his salary. If the business pays a gross profit of 
20 per cent on its sales, the man getting $15 a 
week, or $780 a year, must sell $3,900 before there 
is anything for his employer, and if we reduce the 
profit to the net his sales must be even more. Thus 
it is easy to see that the salesman must bestir 
himself or his employer will be just as well off 
without him. 





Praise for Convention Report 


DALLAS, TEXAS, July 3, 1915. 
To the Editor: 

I have just finished looking through July 1 
issue of HARDWARE AGE, and want to say that 
you have certainly done yourself proud with the 
account of the National Convention. The way 
you got up this report and the photographs will 
mean much in creating interest among all dealers 
throughout the country in the National Hard- 
ware Convention, and if this is continued I ex- 
pect to see the time when the National Retail 
Hardware Convention crowd will be counted by 
the thousands instead of hundreds, as it is now. 
Good work! 

Yours very truly; 
HENRY MARTI, Secretary, 
Texas Hardware and Implements Association. 











THE F. R. MuRRAY COMPANY, LTD., Vancouver, B. C., 
commission merchant and wholesale distributor of 
hardware, has moved its office, warehouse and sample 
room to 117 Pender Street, West. The new location 
is central, in the wholesale and financial section of the 
city. The company will have three times the amount 
of its present space, and will also have large windows 
for demonstrating purposes. The business was estab- 
lished a little over two years ago, and its steady 
progress has made its removal necessary. It is dis- 
tributor in British Columbia for a large number of 
Canadian, American and English houses. 





Fair Play 


GECRETARY ALTNOW of the Oregon Hardware 

and Implement Dealers’ Association, has sent to 
the members the strong letter on co-operation which 
follows: 


In my last letter I asked for expressions from 
dealers, in reference to the co-operation of jobbers 
given to the dealers, to help them to meet mail order 
house competition. A number of very complimentary 
replies have been received, on the “Cash With Order 
Plan,” however, there should be more. 

Do not be deceived by the acts of jobbers when they 
quote you cash with order prices on credit terms with 
the usual cash discount. This is never done voluntarily 
and is done for no other purpose than to defeat this or 
any other plan which may enable you to purchase your 
goods at the lowest possible price. 

Their failure to offer to co-operate with the associa- 
tion and their actions hardly bear out the statements 
made at our last convention that they would “cheer- 
fully co-operate with the dealers to accomplish this 
purpose.” It is needless to say, that you did not re- 
ceive these prices until after the “Cash With Order 
Plan” was inaugurated. 

I hope every dealer will be honest and give credit to 
the jobbers who were sincere in their motive, after 
being requested by the association to co-operate, they 
came out open and above board, on their own motion, 
offering a plan of co-operation with the association and 
dealers. 

Some dealers have expressed themselves as failing 
to see how some jobbers can claim any credit of co- 
operation, after they were forced to make concessions. 
If cash accompanies orders it stands to reason that 
these orders should receive a better price than goods 
purchased on credit terms. 

Shape your business to buy for cash and make as 
many of your purchases by mail as possible. This will 
reduce the cost of doing business. Salesmen from the 
same house, making several calls a month, are unneces- 
sary and expensive to you. These frequent calls in- 
crease the price of your goods. The purchase of goods 
by mail from jobbers and manufacturers is in the air. 
It is the coming method. Encourage it and boost it 
along, you will find it a good thing. 

Look well after the collection of your accounts. Don’t 
be afraid to ask for your money. It is yours and you 
are entitled to it. 

Again I wish to remind the dealers that it is very 
poor taste to disclose confidential information received 
from your jobber. He stands ready to assist you at all 
times. He is a true helpmate in your business and 
dealers should show their appreciation by returning 
the favor. True and loyal co-operation from both will 
prove mutual. Each should have a well defined policy, 
and adhere to it strictly—not vacillating and elastic. 
Be a leader and never follow. 

A dealer objects to returning a jobber’s catalog and 
confidential price sheets. Catalogs and price sheets are 
loaned to the dealers by the jobbers, and when asked to 
be returned the yequest should be complied with 
promptly. 





Finds Hardware Age ajText Book 


RoME, N. Y. 
To the Editor: 

I am a new man in the hardware business and 
find HARDWARE AGE a textbook as well as a mag- 
azine of pleasant reading. 

Sincerely, 
PERRY A. MILLER. 














THE CANADA UNIVERSAL Nut Lock LtTp., Toronto, 
Ontario, has been incorporated to manufacture nut 
locks, hardware specialties and machinery; $100,000. 
The incorporators are: John M. Robinson, James 
Boothe, John D. Bissett and Theodore H. Peine. 
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THE INFLUENCE OF WINDOW 
DISPLAYS 


Any Line Suitable—Simplicity to Be Preferred 
By H. W. GOELLER 
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A display of harness, saddles, bridles, whips, buggy dusters, harness pads, etc., that could be made with small 
cost. Goods of this kind are so rarely displayed in hardware store windows that they prove very attractive and 
profitable 


— and more hardware dealers each. year are 
realizing the importance of their show win- 
dows. They are realizing that there is good value 
in window advertising, that far exceeds its added 
cost for draperies, fixtures, etc., which the trimmer 
may find necessary to use. For the benefit derived 
it is the best advertisement a store can have, de- 
notes prosperity, wide-awake store management, 
and has a strong influence on the passing public. 

Some merchants may say it costs too much, while 
others will say—‘“I have no one who can do this 
work.” Mr. Merchant, let me say this: Any one 
of your salesmen, with a few instructions, and with 
assistance from the other salesmen can arrange 
a very neat display, and sometimes the simple 
displays are better “trade-pullers” than the .more 
elaborate ones. First of all, do not overcrowd your 
windows, as an overcrowded display is hard for 
the public to select an article from. I have found 
in my twelve years’ experience, as a trimmer and 
advertising man, that the neat and simple displays, 
using one line of goods, neatly arranged, using a 
neat show card, which has a short and to-the-point 
description of the line you are displaying, ave by 
far the best trade producers. However, an elab- 
orate display occasionally has its effect on the pub- 
lic, and personally, I believe, it will pay the mer- 
chant to arrange a display of this kind, even though 
it may mean added expenditures, as the important 
part of window advertising is to keep the public 
watching for your display, and wondering what 
Mr. Jones will have on display next week. 

Now that inventories are about over and we have 
some leisure time to look around we no doubt can 
find enough slow selling articles which did not sell 
during the past year to make a window display. 
These articles may be obsolete in another year or 
two, if left on the shelf, and eventually; will have 
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to be thrown away. I might venture to say that 
there is not one hardware dealer but what can find 
after inventory enough slow selling articles to make 
a display. Have one of your salesmen get out these 
articles, clean and neatly arrange them in your 
show window, put a card reading ‘‘Special Sale for 
a certain day the coming week.” You will be sur- 
prised at the result obtained. 

The accompanying photograph shows a display 
of harness, saddles, bridles, whips, buggy dusters, 
harness pads, etc. This display was arranged by 
the writer at a very small cost, showed very 
good results, and was much appreciated, owing 
to the fact that a display of this kind is very rarely 
seen by the public. These goods were neatly ar- 
ranged, and not overcrowded, making it easy for 
the public to observe at a glance each and every 
article displayed. 


The Basis of Business 


OME two years ago J. P. Morgan testified that to 

him character was the bottom fact in business; 
that he trusted a man and dealt with him primarily on 
that basis. This aroused a great deal of carping com- 
ment, but it always seemed plain to us that Morgan 
knew what he was saying. And now we find the “Wall 
Street Journal” predicting the coming of a great re- 
ligious revival as one result of the European war, and 
insisting that this possibility is of infinite concern to 
business men. The “Journal” believes that nine-tenths 
of the evils from which business suffers can be ended 
by religious feeling, though beyond the reach of law. 
Religious faith is a “better remedy and a better prom- 
ise for future business managed under the best stand- 
ards of honor and humanity than anything Congress 
can enact or the Department of Justice can enforce.” 
This is the final truth about our trade and industry, 
and it is most clearly seen and surely held by those 
who know most about business.—Collier’s. 





















WASHINGTON NEWS 


Pareel Post Deficit—Federal Trade Commission to Travel—An Extra 
Session May Be Called 


By W. L. CROUNSE 


WASHINGTON, July 12, 1915. 


IT by bit the truth about the parcel post is 
B coming out. In spite of the grotesque efforts 

of the postal authorities to cover up the facts, 
it can only be a short time before concealment will 
be no longer possible and the taxpayers will have 
a pretty clear idea of what this gigantic humbug is 
costing them. The exact figures can never be 
known, but ample proof will be forthcoming that 
the parcel post and its greedy big brother the rural 
free delivery are responsible for the rapidly in- 
creasing postal deficits, and stand stubbornly in the 
way of the realization of the enterprising business 
man’s dream, penny postage. 

Postmaster General Burleson has just made the 
formal announcement that official figures' for the 
first three-quarters of the fiscal year ended June 
30, 1915, show an excess of expenditures over re- 
ceipts of $8,008,034. In reply to an inquiry a high 
official of the department states that the last quar- 
ter “will bring the deficit up to about $12,000,000; 
possibly the shortage may be $1,000,000 more.” The 
Postmaster General himself states that had the de- 
partment used the full amount it was authorized by 
Congress to spend, “the deficit for the year would 
have approximated $25,000,000!” 


Decrease in Revenue Relatively Small 


The fiscal year ended June 30, 1914, showed a 
surplus of about $3,000,000, the parcel post not hav- 
ing fairly gotten into its stride.. The deficit for the 
fiscal year 1915, according to the Postmaster Gen- 
eral, is “directly attributable to the European war, 
which interrupted the normal growth of postal reve- 
nues.” -At the same time he submits figures show- 
ing that the total decrease in revenues for the first 
half of 1915 was only $456,150, and he states that 
during the latter half of the year there was a rapid 
return to normal revenue figures which, of course, 
makes it a perfectly fair assumption that the de- 
crease in revenues for the second half of the fiscal 
year was at least no greater than for the first half 
and that the aggregate for the full year did not ex- 
ceed $1,000,000. 

By what preposterous form of statistical juggling 
can the Postmaster General hope to convince the 
taxpayers that a $12,000,000 deficit is directly at- 
tributable to the European war because of the ex- 
tent to which it interrupted the normal growth of 
postal revenues, when in the same breath he admits 
that this alleged interruption has cost the depart- 
ment less than $1,000,000? 

Any office boy who knows a decimal point from 
a cold chisel can point out the fallacy in these 
official figures. First-class postal and money order 
receipts have declined slightly during the past year, 
but, of course, there has been no increase in the 
cost of handling these two items of the postal serv- 
ice; in fact, there has probably been a small de- 
crease. The burglar on the premises is the parcel 
post, which the Postmaster General says has stead- 
ily increased in volume notwithstanding war condi- 
tions. In other words, the postal revenues have 


been looted to handle thousands of tons of mail- 
order merchandise at less than cost. 
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It’s the simplest kind of a proposition. A letter 
carrier, by putting on a bit more steam, will handle 
an increase of 50 per cent in his letter mail with 
no increase in cost to the Government. Add 10 per 
cent to the parcel post, however, and immediately a 
skyrocket increase in expense is recorded to pay for 
additional carriers, automobiles, horses, wagons, 
warehouse space, etc., etc. First class mail comes 
in ounces, parcel post in tons, and the big deficit 
now reluctantly admitted by the Postmaster Gen- 
eral is exactly what might have been expected. 


Mail Deliveries Cut to Pay for Parcel Post 


Who pays the freight? Well, the business men 
of Washington, D. C., are prepared to contribute 
a little testimony on this point. In the statement 
just issued the Postmaster General, after describ- 
ing the efforts he has made to reduce the postal 
deficit to a minimum, makes this interesting declar- 
ation: 

“Notwithstanding these economies, there is not a 
community or section of the country, to the best of 
my knowledge, which has just complaint of less 
efficient service or of curtailment of its mail facili- 
ties. On the contrary, much new service has been 
installed and numerous provisions made for en- 
larged or quicker means of dispatch and delivery 
of mails.” 

On the same day that Mr. Burleson’s statement 
was given out the Washington newspapers published 
an official announcement of the recommendations 
of the Economic Investigating Commission of the 
Post Office Department calling for a reduction of 
forty-seven Washington mail carriers, with a cor- 
responding cut in the number of deliveries in the 
business section of the city from five to four, and in 
other sections from three to two. It was also rec- 
ommended that collections be “reduced materially.” 
Similar recommendations were made as to other 
cities, of which more anon. 

A short time ago Postmaster Praeger of the 
Washington office, who has devoted a great deal of 
time and considerable sums of public money to the 
free advertising of farmers who wish to sell butter 
and eggs by mail to Washington consumers, notified 
a large number of carriers engaged in collecting 
mail to show cause in writing why their salaries 
should not be substantially reduced. 

While the business men of Washington are rue- 
fully contemplating the slashing of their mail facili- 
ties and the government-aided competition of farm- 
ers and other foreign producers and dealers, the 
Postmaster General blithely informs them that 
“notwithstanding the falling off in other mails, the 
parcel post has continued to grow, and is now in 
every respect a better, as it is a larger, service than 
it was a year ago!” 


Cold Facts From ‘an Expert 


An excoriating criticism of the parcel post ap- 
pears in the current issue of that dignified and re- 
liable publication, The North American Review, 
contributed by Henry A. Castle, for many years 
auditor of the Post Office Department, for five years 
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postmaster at St. Paul, Minn., and the leading au- 
thority on the postal service in the United States 
to-day. Read what Mr. Castle says regarding what 
he calls “our latest and largest ventures on the 
stormy socialistic seas.” 

“Vociferous proclamation,” he says, “is made in 
official quarters that the postal bank and the parcel 
post are a splendid success. But there is no exist- 
ing method of computation by which the profit or 
loss on any postal branch can be approximately as- 
certained, although, even by the crude and ineffi- 
cient methods available it has been officially shown 
that every feature of the service, except the first 
class mail, is and always has been a money loser.” 
Paying his respects to the parcel post, Mr. Castle 
says: 

“The parcel post, on the English basis of postage 
rates, is the avowed aim of its promoters, the great 
mail order houses. This would involve the assump- 
tion by the Post Office of all the express business of 
the country at two cents a pound for all distances; 
the duplication by the Government of the present 
costly plants of the express companies in all cities; 
the employment of swarms of additional workmen, 
and, on the basis of the volume of traffic predicted 
by its advocates, an annual postal deficit of $127,- 
000,000. That this scheme is the objective point 
toward which the department’s suggestions lead, is 
shown by the introduction of bills at every session 
of Congress which provide for parcels with flat 
rates of postage, over 12 ounces up to one pound, 
5 cents; for each additional pound or fraction 
thereof, 2 cents. 

“And the end of these things is chaos! They are 
all, in their progressive series of productive but 
poisonous suggestions, manifestations of the same 
evil—State socialism. They are all incidents and ac- 
companiments of the same potential calamity—the 
policy of public ownership.” : 

But what are the retail merchants going to do 
about it? 


Trade Commission to Travel 


The Federal Trade Commission is about to take 
a big “swing around the circle” for the purpose of 
gathering data concerning the desirability and prac- 
ticability of legislation permitting export trade 
combinations; also to confer with a large number 
of business men who have filed complaints with the 
commission. Chicago will be the first stop in the 
itinerary, and hearings will be held in that city 
July 19 and 20. The commission will then go to 
Detroit, where a conference will take place July 21; 
thence to Cincinnati July 22, and to Indianapolis 
July 23. The commission will return to Chicago on 
July 26 and will devote a week to hearings, after 
which Minneapolis and St. Paul will be visited on 
the way to the Pacific Coast, where hearings will 
be held in Spokane, Tacoma, Seattle, Portland, San 
Francisco, Los Angeles and San Diego. 

An important feature of the conferences on do- 
mestic trade problems will include the activities of 
voluntary trade associations, some of which have 
been sharply criticized by the old Bureau of Cor- 
porations in recently published reports, especially 
in those relating to associations in the lumber and 
farm implement industries. The officers of these 
associations want to know how far they can go in 
the protection of their members. The big mail or- 
der houses are anxious to find out whether anti- 
trust limitations can be put upon the work of the 
associations. 

Anyone desiring to be heard by the commission 
should promptly notify Chairman Joseph E. Davies. 
A complete itinerary of the trip will be published 
in a few days. 








Hardware Age 


Big Deficit Foreshadcws Bond Issue 


The new fiscal year is less than two weeks old, 
but a big deficit has already been piled up notwith- 
standing the prediction of the Treasury officials 
that the individual and corporation income taxes 
would enable the department to show a surplus on 
this date. The cash balance has been dwindling at 
the rate of a million a day and a bond issue is a 
certainty unless Congress speedily comes to the res- 
cue. 

Outlook for Extra Session 


Domestic sugar interests are organizing a move- 
ment having for its object the summoning of Con- 
gress a month or two before the usual date in De- 
cember for the purpose of repealing the provision 
of the Underwood-Simmons tariff act which places 


-sugar on the free list May 1, 1916. The Louisiana 


delegations in the Senate and House are the prime 
movers in this project and are working in conjunc- 
tion with the principal organizations of both cane 
and beet sugar producers. 

The experience of the past two years has demon- 
strated beyond question that the price of sugar 
bears little or no relation to the duty, but is much 
more sensitively affected by the size of the annual 
crop, the general prosperity of consumers, etc. It 
has been conclusively shown, however, that the Gov- 
ernment must exhaust every possible means of col- 
lecting revenue to meet current expenses and that 
it can ill afford to lose the $60,000,000 annually pro- 
duced by the sugar duty. It is the best opinion here 
that Congress will re-enact the war revenue law, 
which otherwise stands repealed Jan. 1, 1916, and 
at the same time will repeal the free sugar provi- 
sion of the Underwood-Simmons law. 

The difficulty of getting this legislation through 
both houses before Jan. 1, if Congress does not meet 
until the usual date in December, is a strong argu- 
ment in favor of beginning the session in October, 
and Senator Broussard of Louisiana, who is man- 
aging the sugar men’s campaign, predicts that Con- 
gress will be summoned to meet in September. This 
is improbable, but many experienced observers look 
for a special session beginning early in October and 
running continuously into the regular session. 


Cleveland Association Objects to 
Retailing of Manufacturers 


A MOVEMENT against the carrying on of retail 

hardware business by large manufacturing 
plants has been started by the Cleveland Hardware 
Association, Cleveland, Ohio. A number of the 
large manufacturing concerns of the city have re- 
cently established stores in their factories, in which 
groceries, hardware and other products are sold to 
employees. By the use of their strong financial 
standing and by buying some products in large lots 
the manufacturers are able to buy at low prices, 
and as they sell the goods at slightly above cost, 
adding sufficient to the cost to cover the bare ex- 
pense of conducting the stores, they are able to un- 
dersell the regular retail merchants, who must sell 
their goods at prices sufficient to pay a profit as 
well as taking care of such items as rent, delivery 
cost, etc. 

While the competition of these factory stores is 
largely with the retail groceries they are making 
inroads on the retail hardware trade. The welfare 
committee of the hardware men’s association has 
the matter in charge and at the monthly meeting 
of the association, July 9, reported that it had made 
satisfactory progress in its work. 














The Obstacle to Peace 


HAT if it should turn out at last that the reason 

the war did not end long ago is the same as that 

which prolonged the famous fight between Rafferty and 
O’Hanlon. ’Twas many years ago, but ’tis still good. 

Rafferty and O’Hanlon had been spoiling for this 

fight for a long time, and when they came to it at last 

it was agreed that it should be whatever the Irish is for 


a@ Vloutrance—no quarter given or expected. As 
Rafferty put it: 

“We'll fight till one of us says ‘Sufficient’!” 

So they went to it, and ’twas some fight. They tell 


of it now to the great grandchildren. They were both 
at the end of their endurance, feebly slapping and 
pushing, when Rafferty gasped out: 

“Sufficient!” 

“For the love of St. Patrick!” whispered O’Hanlon, 
“I’ve been tryin’ to think of that word for an hour.”— 


Exchange. 
A SUNDAY SCHOOL teacher was quizzing her class 
of boys on the strength of their desire for right- 

eousness. 

“All those who wish to go to Heaven,” she said, 
“please stand.” 

All got to their feet but one small boy. 

“Why, Johnny,” exclaimed the shocked teacher, “do 
you mean to say that you don’t want to go to heaven?” 

“No, ma’am,” replied Johnny promptly. “Not if that 
bunch is going.” —E xchange. 


Not His Bunch 


Truly Feminine 


é¢7 ADIES,” announced the president of an after- 
noon bridge club, “ladies, it has been moved and 
seconded that there shall be no conversation at the card 
tables. What shall we do with the motion?” 
“I suggest,” said a sprightly little blonde, “I sug- 
gest that we discuss it while we play.”—Exchange. 


Not a Mechanic 


EW FOREMAN—“‘What are ye doin’ there, Raf- 
ferty?” 
Rafferty—“I’m oilin’ the wheelbarrow.” 
New Foreman.—‘Well, l’ave it alone. I’ll do it my- 
self. What do you know about machinery?”—E£x- 
change. 


Truth at Last 


¢¢QUTTING up with your sick friend again, eh?” 
“Exactly, my dear.” 
“Now tell me the truth, is that friend really sick?” 
“He’s sick this time, all right. He held an ace-full 
against my four sixes.”—Houston Post. 


Variety 
UTO-CRATIC CUSTOMER—‘Now what have you 
in the shape of auto-mo-bile tires?” 
Facetious Clerk—“We have funeral wreaths, air 
cushions, life preservers and doughnuts. What would 
you like?”—E xchange. 


When a man looks down on us, we can’t help hoping 
he will get dizzy and fall off.—E xchange. 
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Earmarks 
EXANDER POWELL, war correspondent and 


L 
A lecturer, said at a tea in New York: 

“The English volunteer troops are splendid. You 
can tell by certain earmarks where they come from. 
You can tell the miners of the Midlands, the mill 
hands of Manchester, the bookkeepers of London, the— 
- “How do you tell them?” a young lady asked. 

“Well,” said Mr. Powell, “it’s easy enough to tell, for 
example, the bookkeepers. Every time the bookkeepers 
are commanded to stand at ease they try to put their 
rifles behind their ears.”—E«change. 


Optimistic 
RS. MURPHY—“Oi hear yer brother-in-law, Pat 
Keegan, is pretty bad off.” 
Mrs. Casey—“Shure, he’s good for a year yit.” 
Mrs. Murphy—“As long as thot?” 
Mrs. Casey—“Yes; he’s had four different doctors, 
and each one av thim give three months to live.”—Puck. 


Consoling 


¢¢T\OCTOR,” said the sick man, “the other physicians 
who have been in consultation over my case 
seem to differ from you in diagnosis.” 
“T know they do,” replied the doctor, who had great 
confidence in himself, “but the autopsy will show who 
was right.”—E«change. 


Just a Shower 


HE HOST—“It’s beginning to rain! you’d better 


stay to dinner.” 
The Guest—“O. thanks very much; but it’s not bad 


enough for that.”—Yale Record. 


A Rare Offer 


PEAKING of blood-thirst—as who is not?—the 

Orpheum Theater program, Denver, carries this 

ad: “Don’t Kill Your Wife. Let the Western Colum- 
bia Laundry Do the Work.”—New York Tribune. 


An, Accomplished Woman 


ISTRESS—“Look here, Susan, I can write my 
name in the dust upon this table.” 
Susan—“Ah, mum, there’s nothing like eddication, is 
there, mum?”—E xchange. 


A Racer 
éé OW fast is your car, Jimson?” asked Harkaway. 
“Well,” said Jimson, “it keeps about six 
months ahead of my income generally.”—Harper’s 
Weekly. 


Mystery 


“What did Rastus git married for?” 
“Lawd only knows, chile. He keeps right on work- 
in’.”—Boston Transcript. 


Candor 
R°. SALE—Cheap, on account of discontinuing the 
fresh-meat business, two nice horses.—Elgin (JIl.) 
News. 
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postmaster at St. Paul, Minn., and the leading au- 
thority on the postal service in the United States 
to-day. Read what Mr. Castle says regarding what 
he calls “our latest and largest ventures on the 
stormy socialistic seas.” 

“Vociferous proclamation,” he says, “is made in 
official quarters that the postal bank and the parcel 
post are a splendid success. But there is no exist- 
ing method of computation by which the profit or 
loss on any postal branch can be approximately as- 
certained, although, even by the crude and ineffi- 
cient methods available it has been officially shown 
that every feature of the service, except the first 
class mail, is and always has been a money loser.” 
Paying his respects to the parcel post, Mr. Castle 
says: 

“The parcel post, on the English basis of postage 
rates, is the avowed aim of its promoters, the great 
mail order houses. This would involve the assump- 
tion by the Post Office of all the express business of 
the country at two cents a pound for all distances; 
the duplication by the Government of the present 
costly plants of the express companies in all cities; 
the employment of swarms of additional workmen, 
and, on the basis of the volume of traffic predicted 
by its advocates, an annual postal deficit of $127,- 
000,000. That this scheme is the objective point 
toward which the department’s suggestions lead, is 
shown by the introduction of bills at every session 
of Congress which provide for parcels with flat 
rates of postage, over 12 ounces up to one pound, 
5 cents; for each additional pound or fraction 
thereof, 2 cents. 

“And the end of these things is chaos! They are 
all, in their progressive series of productive but 
poisonous suggestions, manifestations of the same 
evil—State socialism. They are all incidents and ac- 
companiments of the same potential calamity—the 
policy of public ownership.” | 

But what are the retail merchants going to do 
about it? 


Trade Commission to Travel 


The Federal Trade Commission is about to take 
a big “swing around the circle” for the purpose of 
gathering data concerning the desirability and prac- 
ticability of legislation permitting export trade 
combinations; also to confer with a large number 
of business men who have filed complaints with the 
commission. Chicago will be the first stop in the 
itinerary, and hearings will be held in that city 
July 19 and 20. The commission will then go to 
Detroit, where a conference will take place July 21; 
thence to Cincinnati July 22, and to Indianapolis 
July 23. The commission will return to Chicago on 
July 26 and will devote a week to hearings, after 
which Minneapolis and St. Paul will be visited on 
the way to the Pacific Coast, where hearings will 
be held in Spokane, Tacoma, Seattle, Portland, San 
Francisco, Los Angeles and San Diego. 

An important feature of the conferences on do- 
mestic trade problems will include the activities of 
voluntary trade associations, some of which have 
been sharply criticized by the old Bureau of Cor- 
porations in recently published reports, especially 
in those relating to associations in the lumber and 
farm implement industries. The officers of these 
associations want to know how far they can go in 
the protection of their members. The big mail or- 
der houses are anxious to find out whether anti- 
trust limitations can be put upon the work of the 
associations. 

Anyone desiring to be heard by the commission 
should promptly notify Chairman Joseph E. Davies. 
A complete itinerary of the trip will be published 
in a few days. 






















Hardware Age 


Big Deficit Foreshadcws Bond Issue 


The new fiscal year is less than two weeks old, 
but a big deficit has already been piled up notwith- 
standing the prediction of the Treasury officials 
that the individual and corporation income taxes 
would enable the department to show a surplus on 
this date. The cash balance has been dwindling at 
the rate of a million a day and a bond issue is a 
certainty unless Congress speedily comes to the res- 
cue. 


Outlook for Extra Session 


Domestic sugar interests are organizing a move- 
ment having for its object the summoning of Con- 
gress a month or two before the usual date in De- 
cember for the purpose of repealing the provision 
of the Underwood-Simmons tariff act which places 


-sugar on the free list May 1, 1916. The Louisiana 


delegations in the Senate and House are the prime 
movers in this project and are working in conjunc- 
tion with the principal organizations of both cane 
and beet sugar producers. 

The experience of the past two years has demon- 
strated beyond question that the price of sugar 
bears little or no relation to the duty, but is much 
more sensitively affected by the size of the annual 
crop, the general prosperity of consumers, etc. It 
has been conclusively shown, however, that the Gov- 
ernment must exhaust every possible means of col- 
lecting revenue to meet current expenses and that 
it can ill afford to lose the $60,000,000 annually pro- 
duced by the sugar duty. It is the best opinion here 
that Congress will re-enact the war revenue law, 
which otherwise stands repealed Jan. 1, 1916, and 
at the samé time will repeal the free sugar provi- 
sion of the Underwood-Simmons law. 

The difficulty of getting this legislation through 
both houses before Jan. 1, if Congress does not meet 
until the usual date in December, is a strong argu- 
ment in favor of beginning the session in October, 
and Senator Broussard of Louisiana, who is man- 
aging the sugar men’s campaign, predicts that Con- 
gress will be summoned to meet in September. This 
is improbable, but many experienced observers look 
for a special session beginning early in October and 
running continuously into the regular session. 


Cleveland Association Objects to 
Retailing of Manufacturers 


A MOVEMENT against the carrying on of retail 

hardware business by large manufacturing 
plants has been started by the Cleveland Hardware 
Association, Cleveland, Ohio. A number of the 
large manufacturing concerns of the city have re- 
cently established stores in their factories, in which 
groceries, hardware and other products are sold to 
employees. By the use of their strong financial 
standing and by buying some products in large lots 
the manufacturers are able to buy at low prices, 
and as they sell the goods at slightly above cost, 
adding sufficient to the cost to cover the bare ex- 
pense of conducting the stores, they are able to un- 
dersell the regular retail merchants, who must sell 
their goods at prices sufficient to pay a profit as 
well as taking care of such items as rent, delivery 
cost, etc. 

While the competition of these factory stores is 
largely with the retail groceries they are making 
inroads on the retail hardware trade. The welfare 
committee of the hardware men’s association has 
the matter in charge and at the monthly meeting 
of the association, July 9, reported that it had made 
satisfactory progress in its work. 

















The Obstacle to Peace 


HAT if it should turn out at last that the reason 

the war did not end long ago is the same as that 

which prolonged the famous fight between Rafferty and 
O’Hanlon. ’Twas many years ago, but ’tis still good. 

Rafferty and O’Hanlon had been spoiling for this 

fight for a long time, and when they came to it at last 

it was agreed that it should be whatever the Irish is for 


a@ Vloutrance—no quarter given or expected. As 
Rafferty put it: 

“We’ll fight till one of us says ‘Sufficient’!” 

So they went to it, and ’twas some fight. They tell 


of it now to the great grandchildren. They were both 
at the end of their endurance, feebly slapping and 
pushing, when Rafferty gasped out: 

“Sufficient!” 

“For the love of St. Patrick!” whispered O’Hanlon, 
“T’ve been tryin’ to think of that word for an hour.”— 
Exchange. 


Not His Bunch 


A SUNDAY SCHOOL teacher was quizzing her class 

of boys on the strength of their desire for right- 
eousness. 

“All those who wish to go to Heaven,” she said, 
“please stand.” 

All got to their feet but one small boy. 

“Why, Johnny,” exclaimed the shocked teacher, “do 
you mean to say that you don’t want to go to heaven?” 

“No, ma’am,” replied Johnny promptly. “Not if that 
bunch is going.” —Exchange. 


Truly Feminine 


é¢7 ADIES,” announced the president of an after- 
noon bridge club, “ladies, it has been moved and 
seconded that there shall be no conversation at the card 
tables. What shall we do with the motion?” 
“I suggest,” said a sprightly little blonde, “I sug- 
gest that we discuss it while we play.”—Exchange. 


Not a Mechanic 


EW FOREMAN—“What are ye doin’ there, Raf- 
ferty?” 
Rafferty—“I’m oilin’ the wheelbarrow.” 
New Foreman.—‘Well, l’ave it alone. I’ll do it my- 
self. What do you know about machinery?”’—Exr- 
change. 


Truth at Last 


é¢QUTTING up with your sick friend again, eh?” 
“Exactly, my dear.” 
“Now tell me the truth, is that friend really sick?” 
“He’s sick this time, all right. He held an ace-full 
against my four sixes.”—Houston Post. 


Variety 


UTO-CRATIC CUSTOMER—“Now what have you 
in the shape of auto-mo-bile tires?” 
Facetious Clerk—“We have funeral wreaths, air 
cushions, life preservers and doughnuts. What would 
you like?”—Exchange. 


When a man looks down on us, we can’t help hoping 
he will get dizzy and fall off.—Ezxchange. 
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Earmarks 


| agg ver cnmcatage POWELL, war correspondent and 
lecturer, said at a tea in New York: 

“The English volunteer troops are splendid. You 
can tell by certain earmarks where they come from. 
You can tell the miners of the Midlands, the mill 
hands of Manchester, the bookkeepers of London, the— 
- “How do you tell them?” a young lady asked. 

“Well,” said Mr. Powell, “it’s easy enough to tell, for 
example, the bookkeepers. Every time the bookkeepers 
are commanded to stand at ease they try to put their 
rifles behind their ears.”—E «change. 


Optimistic 
RS. MURPHY—“Oi hear yer brother-in-law, Pat 
Keegan, is pretty bad off.” 
Mrs. Casey—‘“Shure, he’s good for a year yit.” 
Mrs. Murphy—‘“As long as thot?” 
Mrs. Casey—“Yes; he’s had four different doctors, 
and each one av thim give three months to live.”—Puck. 


Consoling 


¢¢T)\OCTOR,” said the sick man, “the other physicians 
who have been in consultation over my case 
seem to differ from you in diagnosis.” 
“I know they do,” replied the doctor, who had great 
confidence in himself, “but the autopsy will show who 
was right.”—E«change. 


Just a Shower 
HE HOST—“It’s beginning to rain! you’d better 
stay to dinner.” 
The Guest—“O. thanks very much; but it’s not bad 
enough for that.”—Yale Record. 


A Rare Offer 
PEAKING of blood-thirst—as who is not?—the 
Orpheum Theater program, Denver, carries this 
ad: “Don’t Kill Your Wife. Let the Western Colum- 
bia Laundry Do the Work.”—New York Tribune. 


Ap Accomplished Woman 
ISTRESS—“Look here, Susan, I can write my 
name in the dust upon this table.” 
Susan—“Ah, mum, there’s nothing like eddication, is 
there, mum?”—Exchange. 


A Racer 
¢é¢TJOW fast is your car, Jimson?” asked Harkaway. 
“Well,” said Jimson, “it keeps about six 
months ahead of my income generally.”—Harper’s 
Weekly. 


Mystery 


“What did Rastus git married for?” 
“Lawd only knows, chile. He keeps right on work- 
in’.”—Boston Transcript. 


Candor 
OR SALE—Cheap, on account of discontinuing the 
fresh-meat business, two nice horses.—Elgin (JIl.) 
News. 
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The Cummins Amendment 
Muddle 


HE Interstate Commerce Commission 
will give further consideration to the 
rulings recently made concerning the 

declarations of travelers respecting the 
value of their baggage, whether it be per- 
sonal belongings or drummers’ samples, as 
required by the so-called Cummins amend- 
ment to the interstate commerce act. It is 
probable that in due course a decision will 
be rendered amplifying if not modifying 
former rulings and clarifying the entire situ- 
ation, which has become a hopeless muddle. 


At the time the Cummins amendment took 
effect Commissioner Clark, who has had 
much experience in practical railroad affairs, 
gave the correspondent of HARDWARE AGE 
an authoritative interpretation of the 
amendment as applied to baggage declara- 
tions. He especially emphasized the ab- 
surdity of stories then current in the daily 
press to the effect that travelers who were 
unable to state to a single penny the exact 
value of the contents of their trunks would 
be subjected to severe penalties, includ- 
ing fine and imprisonment. Mr. Clark’s 
statement has been widely copied, but in 
some quarters it has been misconstrued into 
meaning that the Cummins amendment was 
a dead letter. Of course, what Mr. Clark 
meant was that no penalties could be as- 
sessed for statements made in good faith, 
even though they might be proved to be 
slightly erroneous as the result of a formal 
appraisement, if one should be made. 


A fortnight after Mr. Clark’s statement 
was made the full commission again took 
the matter up and after a conference a de- 
cidedly ambiguous circular letter was sent 
out in reply to many inquiries. In this letter 
it was stated that the commission had “de- 
cided that the Cummins amendment is but 
an amendment to the act to regulate com- 
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merce which must be read in connection 
with the other provisions of the act, and ex- 
pressed the opinion that where carriers’ 
tariffs provide for declaration of value upon 
baggage or other shipments, it is the duty 
of the person presenting the property for 
transportation to declare the true value 
thereof, in order that the carrier’s lawful 
charges may be properly determined and as- 
sessed. 


Secretary McGinty estimates that no less 
than 10,000 communications have reached 
the commission as the result of this circular 
letter, the majority being in the nature of 
protests against the apparent requirement 
that travelers must state the value of their 
baggage in excess of $100, even though they 
are willing to accept that amount from the 
railroad in full settlement in the event that 
the baggage is lost. So great has been this 
volume of protest that the commission will 
give further consideration to the matter and 
may modify, or at least clarify, the ruling 
of June 14 so that he who runs may read. 
In the meantime, no one need fear prosecu- 
tion through failure to state the exact value © 
of his baggage. To be on the safe side, how- 
ever, every traveler should endeavor to ap- 
proximate it with a reasonable degree of 
care. 


The Aftermath of War 


ROPHECIES of the ultimate results of 
the European war upon our financial 
and commercial life may be interest- 


_ing mental exercises, but in general they have 
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scarcely any more practical benefit, since 
they deal with new and untried situations 
without precedent. This is especially true 
as regards the direct results when the war 
is finally concluded. Whether we shall have 
a flood of emigration or only a scanty rill— 
whether labor will be abundant and cheap, 
or scarce and high, whether foreign compe- 
tition will be severe or practically non- 
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existent — these are matters concerning 
which arguments are fairly balanced. But 
of some results we may be reasonably sure, 
so far as they relate to those logical hap- 
penings in our country which we expect as 
the indirect effects of this titanic conflict. 
For in some ways we have turned over a 
new leaf and left the old past definitely be- 
hind us. 


We shall never again be dependent in com- 
mercial or financial matters upon Europe in 
such fashion as we were in the past. The 
utter collapse of that fancied and boasted 
superiority of the ways of European civiliza- 
tion has opened our eyes to the sham and 
futility of much that went along with it. 


As in music, art, literature and even fash- 
ion, we shall depend more upon our own in- 
spiration, and less upon old world traditions ; 
so in financial and commercial matters we 
shall henceforth lenders rather than bor- 
rowers be. Whether it be a question of dye- 
stuffs, or scissors, or old style razors, or 
enameled ware, we shall make our own goods 
and their ingredients, for time will show 
that we will not only copy but improve upon 
those whose excellence was regarded as un- 
approachable. 


We have always successfully matched 
American ingenuity and apprehension 
against European patient study and econ- 
omy. These must necessarily change to that 
degree the nature of our exports and im- 
ports so that in the line of manufactures we 
shall be more and more self-contained as to 
necessities, and our imports will more and 
more tend to things of luxury. For some 
time at least the tariff will be largely a mat- 
ter of academic discussion rather than of 
practical interest. After that, we _ shall 
stand securely enough on our feet to take 
care of ourselves. Not only will the articles 
once imported lose their hold because of the 
lapse of time and the supply from domestic 
sources, but likewise because we shall be 
more definitely and distinctly American than 
ever before and will demand the things that 
are in accord and touch with this feeling. 
The spell of Europe’s charm is gone for all 
time, for we have seen the clay feet of the 
idol, and more than ever we shall look to 
ourselves, and not across the water, in all 
the affairs of life. | 








In all things we shall likewise have a true 
sense as to the place “in the sun” that be- 
longs to us, not because of boastfulness or 
arrogance, but solely because of accomplish- 
ment. 


In the hardware world there was before 
the war but a small fraction that came from 
abroad. There will be much less for all time 
to come when the war is over. 


And along with this will go that quicken- 
ing of invention which necessarily comes 
from the necessities of the case, and which 
seeks to so far surpass the European product 
as to make it both unnecessary and unwel- 
come to us. If the slogan “America for the 
Americans” grows in intensity it will mean, 
not the narrowness of provincialism, but the 
impetus of full and complete development 
of national life and opportunity. 


Apparently in paradoxical contrast to this 
spirit, yet as a direct result of it, will be the 
equal realization that we are not sufficient 
unto ourselves alone, since the war has too 
clearly shown our commercial and financial 
interdependence upon all the world. This 
will especially come home to us when we 
finally come to pay our full share of the 
price of this great cataclysm. Especially in 
business dealings with the Latin-American 
countries must we be up and doing. Up to 
the beginning of the war it was largely a 
matter of sentiment, but now we begin to 
perceive clearly the difficulties of the situ- 
ation. That we shall slowly make headway 
is likely enough, and it will mean a broaden- 
ing scope and increased opportunities to our 
domestic business. Our trade among our- 
selves will always be our principal concern, 
but not to the same extent as formerly. In- 
evitably we shall adapt ourselves in ways 
and methods to the needs and desires of our 
new found customers abroad. Not only will 
we add the hue of cosmopolitanism to our 
hitherto somewhat provincial dealings, but 
likewise an additional source of output and 
revenue as an anchor to windward in times 
of domestic stress and dullness. 


Because of these things, the prosperity 
that awaits us in the not far distant future 
will be of different type than we have ever 
known before. One whose far-reaching sig- 
nificance and import will surpass all previous 
experience. 
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PUBLICITY FOR THE RETAILER 


A Real Summer Comfort Ad—Auto Accessories Well Presented 


It Has the Summer Atmosphere 


No. 1 (4 cols. x 10 in.).—Here’s a wide-awake 
merchant who has turned to good account our sug- 
gestions for summer comfort publicity. The Graves 
Hardware Company of Springfield, Mass., the firm 
sending us this ad, has here an announcement that 
fits exactly the buying mood of the moment. The 
heading is well calculated to arrest the summer 
reader, where other interest heads might fail. And 
the opening talk is an excellent follow-up; its first 
sentence finds a ready response in the mind of 
every one who isn’t on his vacation. The second 
and third sentences put forth the thoughts that the 
hardware man must pound away on if he would 
have his store known as the “summer store.” Upon 
looking over this ad, it will soon become apparent 


that a nicety of judgment is exemplified by the arti- 
cles listed. They are diversified; all have the com- 
fort and convenience appeal; and several cater to 
summer pleasure, pure and simple. Thus the ad 
is alive with interest to every reader. The couch 
hammock panel, for example, is something to 
arouse a lively interest in any one who appreciates 
solid summer comfort. Such a happy discrimina- 
tion in the selection of articles for the summer com- 
fort ad is one of the chief factors in building 
strength of appeal. The ad is handled very well, 
considering it from a typographical standpoint. 
Type faces harmonize, panels balance, and enough 
copy has been used to “gray” the ad so that the dis- 
play blacks stand out prominently. Cuts are well 
placed and emphasis has been placed on the 
thermos bottle and ice cream freezer panels by the 
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Thermos Bottles 


Once a luxury—now so low priced as to be an absolute 
necessity if comfort is to play a part in the summer's pro- 
gram. Not only can you keep liquids cold for three days 
but with the new Thermos Jars, ice cream and solid 
foods may be kept cold, too, for almost as long. 


Thermos Carafes | Thermos. Cases 


Not only ideal for summer| Complete outfits and for 
but useful always in chamber | single bottles in leather or 
@ or/sickroom. imitation leather. For auto- 
New Prices, . .$3.50 to $6.00 | mobile or picnic use. 


A Thermos Bottle Will Make Your Summer Enjoyment More 
E Complete. ' 
a 

For That Lawn 


A few things for the 
man who must take 
part of his enjoyment 
in work. 
Garden Hose 


An especially good 5-8 
inch molded hose, 


worth 6c - 
etn 12¢ 
other grades ranging from 























Couch Hammocks 

A real Couch Hammock will give 
HOSE REEL—lik 

-you a whole lot of enjoyment nght holds 190 feet of hose ~All, $1.50 


Several 
Bec to 18e foot. 


aeeee 


now—and for a long time to come. 
Illustrated is the last thing in Ham- 

mock construction. Made of heavy 

duck with extra fine mattress—steel 

springy — — and with a head that 

Ta to any 

anita senator: $10. 00 | eB: 
We have other good Couch Ham- — 

mocks for ...... $6.50 and $9.00 

And dozens of attractive patterns i Lawn Sprinklers 

the regular a durable that water your lawn and not your 

neighbor's. Some sprinkle square— 


some round—some in a half 
P orch Screens but there is one that will just suit your 
—_ you to - ee ae purpose. 
rom seeing in. Handseme a urable. . 
6 feet 8 feet 10 feet 25c to $2.50 
75 $3.75 «2 | It is policy to come here first f 
75 $5.25 $6.50 and garden tools. aps 











Electric 
‘Lawn Mower 


9-inch wheels, four 16- ’ 
inch blades.. A big value, $5.00 


, 








NECESSITIES 
FOR SUMMER COMFORT 


Just now the .uppermost thought with most of us is how to get the greatest amount of comfort out of these hot 
'days—and the hotter ones that arecoming. In this big hardware store you will find hundreds of summer comfort makers. 
Wecan’t tell you about all of them—just about the largest and most important. 


"little later the only resource will be to 


‘Set of three... ; ...81.75 | fectly. Made to fit — one or two 
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For New Perfection 
Oil Stoves 


Fly Prevention 
The time to keep out flies is now—a 


swat em. 


SCREEN DOORS—made in regular } 
door ‘sizes—complete with fixtures, ; Ti 
$1.25, $1.75, $2.25 “et . = 
WINDOW SCREENS, adjustable, i eA 3 
wood or steel frames, 12 to 30 inches ——_ 
Dt tcctuvesveseveatet Ze to Sc 


Screen Door Sets, 2Se to $1.75 
Spring Catches, 15e, 20c, 25c 
And everything you need for fixing 
screens. 





on know Rates en wd bya 
that its name implies— ection in 
An Electric Iron hese jungtice-~pectaction fn ot 





stoves. 
A true economy—in fuel and in labor. fuel—and all the heat where you need 
A real comfort maker. it.. Cooks like a ranoe—but keeps your 
THERMAX—made by Landers, Fri home cool and aang 


and Clark, 5-year guarantee, $2.4 No. 1 No. No. 3 
HOTPOINT—formerly $3.50. $3.00 | $5.50 $7.50 $10.00 


ASBESTOS IRONS—Always a cool With a Daylhght Oven—the kind 
handle, keeps hot a: with glass door—you can bake per- 





Gas I ith: t burners. ........ $1.75 to $8.50 
wn ube. oe GAS nag mena —— k _ 
and prices from the little Hot-Plate 
Croquet Sets at 2he to the very — three-burner 
—- pular summer sport can be | Plate at.. .. 83. 


co ba or very little outlay. Four and 7 ‘TUBING—Metal ‘bound, 
t mallet sets. $1.25 to $2.50 


* Ice Cream Freezers 


You'll eat a lot of ice cream this summer— 
you'll eat better ice cream at less cost if ” 
make it yourself. It’s easily done wi 

WHITE MOUNTAIN FREEZER | 
The old reliable—the easiest running—the 
longest lasting. 


‘g1Ss) 9235 9835 68S 


6 8 ats. 
$4.00 25 


Alaska—an excellent machine at a little lower price. 











1 qt. 2 qts. 3 qts. 4 qts. 6 ats. & qts. 
$1.50 $1.85 $223 $2.45 $3.87 $4.29 















hardier 55 A 2 DWARE CO. 


Seat MAIN ST%™ 


ae Cream Scoops and Dippers, Ice Shavers, Ice Picks, Drink Mixers. > 








Special This Week 
Solid Alcohol Stove, complete with 


stew pan and can of fuel, 5c 











No. 1—Fits exactly the buying mood of the moment 


64 














July 15, 1915 


{5000 MILES 


Guarantee on Mohawk “Quality” 
Tires 


Mohawk tires are hand-made, pure Sea Island fabric, 23-thread to the square 
inch, each thread made up of 11 fibers. Each fiber is 4 inches long, giving the 
best possible fabric. 

The rubber is not decomposed by the use of adulterants and composition, the | 
body being practically immune to a sharp edge of a rock or knife, on account 
of its “life.” 

Pure gum friction, vulcanized to the fabric, insures a long and useful service 
in every Mohawk tire. 

* Our guarantee is fair. 


3500 MILES 


Imperial Tires 


The Imperial tires are standard-priced, and are giving our customers the best 
possible tire service for the money. a further inducement to those who are 
not acquainted with our large and varied stock of tires and automobile accesso- 
ries, we quote reduced prices on Imperial Tires: 








We make our own adjustments. 








Smooth Casings 


30x3, Standard price $9.00; our price .............. . $ 8.10 
30x3%, Standard price $11.60; our price ........... 
32x3'%, Standard price $13.35; our price ....:....... $12.02 
33x4, Standard price $19.05; our price .............. $17.15 
34x4, Standard price $19.40; our price ........ re $17.46 
36x4, Standard price $20.50; our price ........ 











Gray Inner Tubes 


30x3, Standard price $2.35; 

Our price, $2.12 
30x314, Standard price $2.70; 

Our price, $2.43 
32x34, Standard price $2.80; 

Our price, $2.52 


33x4, Standard price $3.90; 

Our price, $3.51 
34x4, Standard price $4.00; 

Our price $3.60 
36x4, Standard price $4.20; 


Our price, $3.70 





Just received another large shipment of tires. Our stock is fresh— 


Our Prices Are Right. 








Do You Carry an Extra Tire? 


You realize, of course, that an extra tire will 
less protected from the light. 
Jewel] tire covers will more than pay for themseives i 
more than that, add to the better appearance of your automobi! 
Made of rubber-coated canvass, with spiral springs, which holds t 


place. 


. : . . 
I 5¢ ‘ ¢ ~¢ , 
Gceteriorate Wren Mot in use, une 





For Demountable Rims 
SOuBYe ....<...2+0. U8 
nn cos wa oe ce Ae $1.70 
er 











A Few Accessories 


Gargovie Mobiloils, a grade for every motor. Your auto is on the chart of 

recommendation. A, B, C, E, and Arctic. 

Electric bulbs for 
head and tail lights 

Laprobes 

Canned heat special- 
ties and appliances 

Thermds bottles 

Refrigerator baskets - 


Spark plugs for all 
makes 


Cementless patches 
Inside shoes 
Hook-on boots 
No-stretch boots. 
Red Seal batteries 
Weed chains 
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Canvas Buckets, $1.00 . 


No. 2—The weight of the appeal is thrown on tires and 
tubes 








—_ 
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Emporia, Kan. 











Hartford, Kan. 


simple expedient of enclosing them with a rule 
and giving them 2-column space. The copy in this 
ad is worthy of a close inspection; it is written in 
a light, airy style, if one may so characterize copy, 
and it seems to blend perfectly with the spirit of 
the summer appeal. No long-winded descriptions 
are indulged in, and every line of it keeps pounding 
on the desirability of the article from the stand- 
point of comfort and convenience. In summer, this 
appeal goes a whole lot further than careful de- 
scription. Sufficient information, however, is given 
in each case and the text could be, by no means, 
turned general in nature. We would like to see 
some other summer ads along this line. Send ’em 
in while you think of it. 
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Good Stuff for the Motorist 


No. 2 (3 cols. x 17% in.).—The Haynes Hard- 
ware Company of Emporia and Hartford, Kan., 
sends us this ad which is as clean-cut an accessory 
ad as one could desire to see. The weight of the 
appeal is thrown on tires and tubes. The two main 
panels are well handled as regards difference in 
quality appeal, but to our mind it was a mistake not 
to have quoted prices on the Mohawk casings. 
There was nothing to fear as regards a price com- 
parison because of the difference in the guarantees. 
Unless the prices were higher than any other tire 
in the 5000-mile guarantee class, much was lost by 
omitting them. A comparison between the prices 
of 3500-mile tires and the 5000-mile kind invariably 
points to the higher grade tire as the better all- 
around buy, and wherever price is not absolutely the 
guiding thought, sales on the better tires are 
boosted by price comparisons. The tire cover panel 
is in a logical position and we are very sure sales 
on this article kept close behind the tire sales. The 
accessory panel proper is a good reminder post- 
script. 

Playing Up the Premium 


No. 3 (3 cols. x 5 in.).—This ad was run sep- 
arately—it did not appear in conjunction with the 
Malleable range ad. In this method of placing the 
ad lies a great deal of its strength. The entire 
aluminum set is featured as it would be if it were 
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‘This Set of Aluminum Ware given with every Malleable 
Range sold this week 


H. G. Beatty & Co. 


No. 3—A very good method of featuring a premium 





to be sold at the standard prices. The ad carries 
sufficient interest to arouse a desire for the ware 
independent of the range, and when it is realized 
that the entire set is a premium, little time will be 
lost in looking up the range ad for the details of 
the offer. A very good method of featuring a pre- 
mium—arousing interest in the premium itself and 
forcing attention on the main ad, containing the 
premium offer. Sent us by H. G. Beatty & Co., 
Clinton, IIl. 


THE THERMOID RUBBER COMPANY, Trenton, N. J., 
manufacturer of Thermoid hydraulic compressed brake 
lining and “Nassau” tires, announces that J. E. Duf- 
field, who has for several years been manager of the 
company’s Chicago branch office, has resigned and will 
be succeeded by Joseph H. Liston, formerly of the De- 
troit office of the company. 


E. St. ELMo LEWIS, vice-president and general man- 
ager of the Art Metal Construction Company, Inc., of 
Jamestown, N. Y., and a well-known writer, has been 
elected president of the recently organized Jamestown 
(N. Y.) Board of Commerce. 
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Trade Conditions and Iron, Steel and Hardware Prices 





Recent advances in steel prices are being 
well held. ; 

The advance prices on wire products pro- 
mulgated in the American Steel & Wire 
Company’s circular of June 30 have been 
adopted generally by other manufacturers, 
and the market is fairly firm on the new 
basis. 

Crop prospects are exceptionally good, and 





MARKET SUMMARY FOR THE BUSY READER 


the prospect for the growing cotton crop is 
that it will be raised at a very much lower 
cost because of economies compelled by the 
experiences of last year. 

Money is considerably easier and accounts 
are being liquidated in a much more satisfac- 
tory manner than has long prevailed. 

The Cleveland district reports an im- 
provement in conditions in the hardware 
trade. 
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Office of HARDWARE AGE, 
Pittsburgh, July 12, 1915. 
HERE are no signs of its being a dull summer in 
the steel trade. On the contrary, the increased 
activity that developed in June is being well main- 
tained in July. The steel mills have been operating at 
fully 80 per cent of capacity and are constantly in- 
creasing their output, so that it seems probable a rate 
of 90 per cent will be reached before the end of next 
month. The blast furnace report of The Iron Age last 
week shows that the steel interests are producing 
within 7 per cent as much pig iron as they did when 
at the maximum rate ever attained, in April, 1913, so 
that a moderate further increase in production would 
put production at a new high record rate. It is pre- 
dicted that in a short time some of the steel interests 
will have to buy some pig iron from merchant fur- 
naces to supplement their own production, and this 
would help the merchant pig-iron market, which is cer- 
tainly in need of help as pig-iron prices are practi- 
cally no higher than they were at the beginning of 
the year. 

Recent advances in steel prices are being well held. 
At the close of June the large steel mills withdrew 
their quotation of 1.20c. on bars, plates and shapes for 
early shipment and have since been quoting on the 
basis of 1.25c. This figure is well maintained in the 
case of bars and shapes. Plates, which were being cut 
by some small mills to the extent of $1 te $2 a ton 
early in June, are now firm at 1.20c. to 1.25c. 

The advanced prices on wire products promulgated 
in the American Steel & Wire Company’s circular of 
June 30 have since been adopted quite generally by 
other manufacturers, and the market is fairly firm on 
the new basis. The old prices of 1.40c. on plain wire 
and $1.60 on wire nails, which were being cut to 
some extent in May and June, are reaffirmed, while the 
old prices on barb wire are advanced $2 a ton, making 
painted barb wire 1.70c. and galvanized ktarb wire 
2.50c. The extra for galvanized wire nails, 1 in. and 
longer, is advanced from $1.50 to $1.75, on account of 
the high cost of spelter. 

The stiffening in wire prices at the season of the 
year when wire products are usually soft and the wire 
mills are but indifferently engaged, is a reflection alto- 
gether of the heavy demand for export purposes. The 
wire mills are at this time almost as busy as they 
usually are at the height of the spring or fall season. 

The second advance of the year in nuts and bolts 
was made July 1 and the new prices are expected to be 
held without much difficulty. Buyers had specified 
quite freely in June, at the old prices, and the makers 
are comfortably filled for from four to six weeks with- 
out any new business. 


Wire Naiits.—Domestic demand for wire nails is 
fair for the season, while the export demand continues 
rather heavy. The wire nail departments of the mills 
are not fully engaged, but the wire mills have such a 
good business in wire rods, plain wire and painted and 
galvanized barb wire that they are relatively indiffer- 
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ent as .to nails. The advance to $1.60 announced at 
the beginning of the month is expected to be well held, 
jobbers having lately been given protection at the old 
price of $1.55 on specifications to be filed in the next 
60 days. 


_We quote on new orders: Wire nails, $1.60, base; galva- 
nized nails, 1 in. and longer, $1.75 extra, or $3.35, base, plus 
the regular nail card extras. 

Retailers f.o.b. Pittsburgh carload lots $1.60. Retailers 
f.o.b. Pittsburgh less than carloads, $1.70. 


CuT NAILS.—No advance has been made in cut nails 
following the recent advance in wire nails, but as de- 
mand has improved considerably, an advance in the 
near future is not altogether improbable. 


We quote cut nails $1.55 per keg in carloads and larger lots 
to jobbers; carloads to retailers, $1.60 f.o.b. Pittsburgh, 
terms sixty days, or 2 per cent off for cash in ten days, 
freight added to point of delivery. 


BARB WIRE.—There is no let up in the foreign de- 
mand for barb wire and nearly all the wire mills are 
constantly booking fresh tonnages, practically as fast 
as they can arrange for manufacture and shipment. 
Domestic demand is fair for the season and the barb 
wire departments of the wire mills are assured of 
practically full operation for months to come. The 
recent advance in barb wire puts prices $2 a ton 
higher than they were in the spring and makes painted 
barb wire $2 a ton above wire nails, the two products 
having steel at the same base price since May 1, 1909. 


Plain annealed wire is $1.40; galvanized barb wire and 
fence staples, $2.50; painted barb wire, $1.70, all f.o.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 69 per cent off in carload lots, 68 per 
cent on 1000-rod lots, and 67 per cent on small lots, f.o.b. 
Pittsburgh. 


FENCE WIRE.—There is a fair demand from the do- 
mestic trade and a continuance of the relatively heavy 
demand for export purposes. The mills are not anxious 
to sell galvanized wire, even at the recently advanced 
extra of 80c. per 100 lb. and are disposed to encourage 
the use of plain wire for fencing. 

Prices are as follows: Annealed fence wire in carload lots 


to jobbers, $1.40 base; galvanized, $2.20, with the usual ad- 
vances charged to jobbers for small lots from store. 


TIN PLATE.—The heavy export demand for tin plate 
that developed recently is increasing rather than de- 
creasing, and the majority of the large mills are now 
taking part in this business, whereas until very lately 
the American Sheet & Tin Plate Company received 
nearly all the export orders. This interest has lately 
taken two orders for oil plates for export, 100,000 and 
50,000 boxes respectively, for early delivery, and some 
shipments are now being made from stock. The mills 
are operating at an average rate of about 95 per cent 
of capacity, the majority being in practically full oper- 
ation. 

We quote 100-lb. coke plates at $3.10 to $3.25 per base box, 
depending on the order. 


We quote 100-lb. terne plates at $3.15 per base box, f.o.b. 
Pittsburgh. 
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SHEETS.—There is a slight improvement in demand 
for galvanized sheets, as stocks in jobbers’ hands are 
now very nearly depleted, and there is not much more 
tonnage due buyers on old contracts made with the 
mills. Prices are somewhat irregular, the mills shad- 
ing the base price more or less when it comes to heavy 
gages, but maintaining full prices on the light gages. 
Black sheets are in fairly good demand and prices 
would probably be advancing at this time were it not 
that there is more capacity available than usual, owing 
to light operations in galvanizing departments. Blue 
annealed sheets show a slight advancing tendency and 
it is said that practically as much business is now be- 
ing booked at 1.35c. as at 1.30c. Makers’ prices for 
mill shipment on sheets of U. S. Standard gage, in car- 
load and larger lots, on which jobbers charge the usual 
advance for small lots from store, are as follows, f.o.b. 
Pittsburgh, terms thirty days net, or 2 per cent cash 
discount in ten days from date of invoice: 


Blue Annealed Sheets 
Cents per Ib. 


I OO a Se Sh a i a ee ee 1.25 to 1.30 
I a a kt a a ire 1.30 to 1.35 
EE OM re eee eae 1.35 to 1.40 
ee” Se Las ee be eee be ee eae ae 1.45 to 1.50 
ee ee eee 1.55 to 1.60 
Box Annealed Sheets, Cold Rolled 

Cents per Ib. 
ES: Peery kd ar 1.40 to 1.45 
i il Ti Se a ea a re ae 1.40 to 1.45 
I > I ge a ea le es ee ea 1.45 to 1.50 
I I gs a Na hs ai eg eile oe el a ae 1.50 to 1.55 
Ee SS rr ne 1.55 to 1.60 
EE RO eer ns re re eee 1.60 to 1.65 
OR Oe Pee re eee 1.65 to 1.70 
NY ne oe ST ies ie oe ees ae 1.70 to 1.75 
I A le oe aoe ale pial eee eee a 1.75 to 1.80 
MD iain ta fd bik Nese ane aie aes a ee a 1.80 to 1.85 
I MES ont SOS dois Oe ww tare a ke oe ae ae ate ek ede 1.90 to 1.95 

Galvanized Sheets of Black Sheet Gage 

Cents per Ib. 
ae I I a ag a ei a ie inl Dies 3.50 to 4.00 
RR Ee a ee er 
(0 DS ee ee ere ee 
ern 
I I A ih i al a ins ine) pa ha 3.85 to 4.35 
ES ree eet ee 4.05 to 4.55 
a: en en. On <4» «<x ow em eee ee bane 4.20 to 4.70 
ik a as oe i kd bok a a i 4.35 to 4.85 
ne oh 6 oe a ihe Ce Meta a hea ieee 4.50 to 5.00 
i Se er ae One ey ee oe 4.60 to 5.10 
ee Oe ood od wale + & oleh oda ee ee ee eee 4.75 to 5.25 


SHEETS BY WEIGHT 
Gages, cents per Ib. 


CORRUGATED ROOFING 


Painting: 29 25 to 28 19 to 24 12to18 
Regular, or oiling........ a= er 0.15 0.10 0.05 
Graphite, regular ......... a 0.25 0.15 0.10 

Forming: 

2, 2%, 3 and 5 in. corru- 

tate aaa LS gl et da ale 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 ene 
54 to 1% in. corrugated... 0.10 0.10 0.19 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

.  — See eae 0.15 0.15 ; 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 ;, 
3/16 im: GRIMpOR ... cece 0.20 0.20 0.20 : 
Weatherboard siding ..... .... 0.25 0.25 : 
eC ae thee ke aawe 0.25 0.25 y 
Rock face brick and stone 

ee ee aul 0.25 0.25 
Roll and cap roofing with 

caps and cleats......... 0.25 0.25 
Roofing valley, 12 in., and 

SE ee er ee 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated).... .... 0.65 0.65 0.65 


IRON AND STEEL Bars.—The regular merchant steel 
bar mills are fully engaged and have specifications on 
hand for at least four weeks’ rolling. In addition two 
rail mills at Youngstown and Edgar Thomson are 
rolling large rounds for shrapnel. Demand for iron 
bars continues rather light. 

We quote steel bars at 1.25c. for third quarter. We quote 


common iron bars at 1.25c. to 1.30c., and test iron bars at 
1.35c., f.0.b. Pittsburgh. 


NuTs, BOLTS AND Rivets.—The advanced prices on 
nuts and bolts put out by the leading makers under 
date of July 8 are being well maintained. The pro- 
ducers were in receipt of heavy specifications in June 
and are more comfortably fixed for operation than for 
many months. Discounts to the large trade are as 
follows: 

U. 8S. 8S. Cold Punched Blank and Tapped, Cham- 
fered, Trimmed and Reamed 


SS Oe: Oe Ce, BR, 6 occ hase snnen 7.8c. per Ib. off 
i or: ee. Ss, NERS co oe pa dwecwed 7.1c. per Ib. off 
Square, All SIRES ... cc cccccccccccce oO POF ID. OF 


Seni-Finished Tapped 
eS Se eS ee 85-10-10-5 off 
ae Sees RO, PE nc wher ctecctoevens $5-10-5 off 
Black Bulk Riwets 
7/16 x 61%, smaller and shorter......... 80-10-5 off 


Package Rivets 1000 Pcs. 


Black, metallic tinned and tin plated... .75-10-10 off 


Discounts on bolts adopted June 30 are as follows: 


Common carriage bolts, % x 6, S. & S. rolled, 75-10-10; cut, 
10-5; larger or longer, 75-5. Machine bolts, h. p. nuts, % 
S. & S. rolled, 75-2/10-5; cut, 75-2/10; larger or longer, 
>». Machine bolts with C. P. C. & T. nuts, % x 4,8. &&., 
5-10; larger or longer, 75. Bolts without nuts, 6 in. and 
shorter extra 10 per cent; longer lengths, extra 5 per cent. 
G. P. coach screws, 75-2/10-5. Nuts, blank or tapped, h. p. 
square, 6.20; hexagon, 7.00. C. P. C. & T. square, 5.60; hex. 
54 in. and up, 7.10; smaller, 7.8. 


5- 
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WROUGHT PipeE.—Demand for merchant steel pipe 
continues good and is practically up to the standard 
for normal times. The pipe mills are not very well 
engaged, however, as demand for oil country goods is 
only about one-third normal and cannot improve until 
the large-stocks of oil are reduced and there is an in- 
centive to new development work. Bookings by the 
mills in standard steel pipe thus far this month are 
fully up to the June rate. The following are the job- 
bers’ carload discounts on the Pittsburgh basing card 
in effect from June 17, 1915, all full weight: 


Butt Weld 





Steel ; | Iron 
Inches Black Galv. | Inches Black Galv. 
%, % and &... 72 40% | &% and &....... 64 31 
 secen eke wees 76 5) ae 64 31 
> SFM Si canvd wee 79 2, ar ee eee 68 41 
% to 21, 71 46 

Lap Weld 
De. pecae ad ee Oe es 76 54% | a eae 55 30 
Bae OW Becca dcews 78 561% BS. oo 66 41 
7 to 12 76 1) el  Serereeree eee ee 67 43 
) ie aC See 621%, 54% Dae Get ei sewaae s 69 46 
SP os ddvarnebeei 60 54% CF eae 69 46 
ff | eae 67 46 
Reamed and Drifted 

B OO @ BUGs. +e: 77 551% 1 to 1%, butt..... 69 44 
eS 74 RS er. 69 44 
21% to 6, lap.... 76 a eee ae 53 28 
° | Bae SP Osc eswnees 64 39 
&* Sper 65 41 
| 2% to 4, lap...... 67 44 

Butt Weld, extra strong, plain ends 
1%, Y%and %. 67 43% nd 6eckdeas we aes 61 37 
ott thes data i ae 72 52% us iakdulew ee Oat 66 45 
a. Se 76 56% Go Fo Saar 70 47 
2 Di cte eS ewes 77 57 sf 8) eae 71 48 

Lap Weld, extra strong, plain ends 
TLS: as ae hn lipetin wae 73 51% | ope Pama 65 42 
2% ff ae 75 53% neo Kes i'd ee 67 43 
Can Oe Wes oe cous 74 Sea | Ste OD 6. ccccceces 69 46 
8 2 Fee 68 46 ee. f errr 68 45 
ff 2) See 63 41 Beé& 4 Rees 61 40 
Be 2s: errr 56 35 

Butt Weld, double extra strong, plain ends 
a aman baw owed 62 42% PE ee Pe ee 56 34 
8 8 aS 65 45% i Se A eee aes 59 37 
% £ . are 67 471% iD ee ee a we eet 61 39 
Lap Weld, double extra strong, plain ends 

en ee ae 63° 43% a eee 57 34 
2% to 4 65 45%  & US eee 59 39 
aS eee 64 44% Se “9 Sees os 58 38 
2 Sa 58 3614 OD. i aiid on warns 51 29 


To the large jobbing trade an additional 5 per cent is 


allowed over the above discounts. 


The discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on black, and three (3) points on galvanized. 


above 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, in effect from 
June 15, 1915, are as follows: 


Lap Welded Steel Standard Charcoal Iron 

1% amd 2 IM... cccvcccues 1% and eS rrr ey 51 
bates aoiednapaiead! 3 Oh. 4 a ae 48 
2144 and 2 ee 67 2% and 2% in......... 55 
. Oee eee Ms w 0 6 hs wowed 72 ee Se Br wis cs oS oi 59 
3%, and 4% in.......... 73 Bae. GG GUO. BB.cciccccds 61 
S Meee © Miccececacvowse 66 5 an Scdwesk sens oes 55 
ST Gi Be’ Sie ss swiecdcosees 63 





Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 10 per cent net extra. 
2 in. and larger, over 22 ft., 10 per cent net extra. 


_ 

















Office of HARDWARE AGE, 
New York, July 9, 1915. 
RADE in some sections of the country is running 
along on a rather more liberal basis. There are 
numerous merchants and buyers who are becoming 
apprehensive that goods are likely to be scarcer with 
the natural accompaniment of higher prices. 

Orders are better from representative houses in for 
instance Cleveland, Detroit, Chicago, Milwaukee, and 
trade generally throughout the Central West and North- 
west, which is alluded to as good, with merchants 
placing excellent orders in anticipation of a satisfactory 
business in the fall. 

One old and well-known wholesale house whose trade 
is well distributed, but most largely in the Central West, 
South and Southwest, is credibly reported to be buying 
like “drunken sailors.” Another even larger estab- 
lishment in the same city is still placing very conserva- 
tive orders, based apparently on the judgment of 
“expert boys” in the merchandise department. 

A middle course between these extremes seems to 
indicate a rather stronger tone and more confidence 
in a better autumn business. 

Certainly crop prospects are exceptionally good, much 
of which is ordinarily assured by the middle of each 
July. The prospect for the growing cotton crop is that 
it will be raised at a very much lower cost because of 
economies compelled by the experiences of last year. 

With some of the larger Western jobbers sales have 
been increasing right along each month; so far this 
calendar year corresponding favorably with similar 
months last year antedating the war. 

Money is considerably easier, and accounts are being 
liquidated in a much more satisfactory manner than 
has long prevailed. Altogether the general outlook 
seems to indicate a much better business for the last 
half of the year. 


WrirE NAILs.—Trade conditions in this commodity 
are practically what they have been for some time. 
Out of store, small lots, business is exceptionally quiet, 
but there are more inquiries for carloads and shipping 
specifications are somewhat better. The speeding up 
of the mills on raw material, some of them to capacity, 
will probably affect the production of wire products. 
Stocks are relatively low all round. 

Wire nails, out of store, are based on $1.90 per keg. 

Cut NaiLs.—Business in cut nails is on the same 
Jow level which has long prevailed and there is less 
inquiry from foreign sources for export. 

Cut nails, out of store, are on the basis of $1.90 per keg. 


Rope.—Conditions show but little change from the 
situation which has prevailed for a week or two. past. 
The market for Manila hemp stock continues firm, not 
because of a scarcity of the raw material, where it is 
grown, but owing to the difficulties and expense of 
freighting it from the Philippines. 


NEW YOR 


Hardware Age 





The situation in sisal is very unsatisfactory because 
of checks and hindrances in Mexico which have fre- 
quently been described. There is always a moderate 
amount of sisal coming forward but the quantity is 
limited. 

Manila rope, jobber’s prices, first grade, is 14c.; second 
grade, 13c., and third grade, llc. base per Ib. 

Sisal rope, best grade, is 10c. and second grade 91%4c. base 
per lb. 

LINSEED O1L.—A feature of the market for linsee | 
oil is that prices for small quantities have decline] 
and carload prices are somewhat stronger, which brings 
quotations closer together for the large and smaller 
shipments than they have been. 

Linseed oil, raw, city brands, for 5 or more bbl. is 57c. and 
58c. per gal. for less than 5 bbl. 

State and Western oil, in less than carlots, ranges from 55c. 
to 57c. and carloads are 54c. to 55c. per gal. 

WINDOW GLASs.—Trade in Metropolitan and Eastern 
territory generally is exceedingly quiet. Extremely 
dull is none too strong, although this is the time of 
year when slack business is customary, but orders are 
fewer than ever and likely to be so through the re- 
mainder of the summer. 

Almost all of the machine window glass plants are 
closing down for the summer and part of the early 
fall. It is expected that this action on the part of 
manufacturers will benefit general market conditions 
because of light demand, and may stop production from 
two-thirds to three-quarters of the factories which have 
been in operation by say the first of August. 

Of course, the factories making glass by hand closed 
down, as always, the last of May. 

Prices remain as heretofore, quotations on AA and A 
qualities being 90 to 90 and 10 per cent on single and 
double thick, and for B and coarser glass 90 and 15 to 
90 and 20 per cent discount on single and double thick, 
from jobber’s lists. 


BRASS AND COPPER.—The production of these ma- 
terials is up to capacity, many mills running on two 
shifts, 6 days a week of 24 hr. each, and far behind 
at that. Domestic business is very ordinary, but the 
demand from abroad is for full capacity output. 

Copper sheets are based on 25c. per lb. and bare copper 
wire, for electrical purposes, carloads, mill shipments, is from 
21 to 211% base per Ib 

Prices on brass wire, brass rods, seamless brass and cop- 
per tubing and brazed brass tubing are not being quoted, 


except for actual business and from day to day, dependent 
on manufacturing ability to make and deliver. 


NAVAL STORES.—Trade in naval stores is dull and 
only a light jobbing business is going through. In the 
primary market buying is light and speculative orders 
are at a minimum; naval stores for current consump- 
tion are very moderate. 

Spot turpentine, in yard, is quoted at 4214c. to 438c. per 
gallon. 

Rosins are easier in sympathy with Savannah. 


Common to good strained, in yard, on the basis of 280 Ib. 
per bbl. is quoted at $3.25 and D grade $3.55 per bbl. 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, July 13, 1915. 

LL reports indicate an improvement in conditions 

in the hardware trade. June was rather an un- 

satisfactory month because of the rainy and cold 

weather, but an improved demand has been noticed 

during the past few days, both in the retail and job- 

bing trade. The country trade shows an improvement 
more marked than that in the city. 

The improvement covers practically all lines except 

such seasonable goods as screens, lawn mowers and 

garden hose. The cold weather during May and June 


-interfered with the sale of these lines and as a result 
- wholesalers secured few repeat orders. There is a de- 


cided improvement in the demand for shop supplies. 
Until recently the improvement in general manufac- 
turing conditions has been confined largely to the man- 
ufacture of war material, and this stimulation did not 
help the mill supply business to a great extent. Dur- 
ing the past month manufacturing plants in various 
metal-working lines that do not depend directly or in- 
directly on war orders have become fairly busy and 
this has stimulated the demand for mill supplies as 
well as for mechanics’ hand tools. The opening of the 
vacation season has created considerable demand for 
sporting goods, which are moving fairly well. Hard- 
ware dealers who handle automobile supplies are get- 
ting a satisfactory volume of business in those lines. 
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The automobile industry itself was apparently never in 
a more prosperous condition in the voiume of business, 
and some of the makers of medium and low-priced cars 
are making arrangements to greatly increase their out- 
put for the coming season. 

The demand for sheets has improved somewhat and 
prices on black and blue annealed sheets are somewhat 
firmer, the former being held at 1.75c. to 1.80c. Ohio 
mill for No. 28, and the latter at 1.35c. for No. 10. 
Galvanized sheets are slightly easier owing to the de- 
cline in spelter and are quoted out of stock at 4.75c. 
to 5c. for No. 28. Galvanized pipe is quiet, owing to 
the fact that retailers stocked up heavily during the 
rise in market. The demand for wire nails and barbed 
wire is moderate. The city demand for builders’ hard- 
ware is about normal for this time of the year, but the 
large amount of building operations under way indi- 
cates a heavier demand later in the season. In the 
country districts new building work is not so active. 


Obituary 


CHARLES E. JENNISON, one of the pioneer merchants 
of Bay City, Mich., died at his residence, following an 
illness due chiefly to old age. Mr. Jennison had lived 
in Bay City since 1850, when he engaged in the mer- 
cantile business, and in 1854 entered into partnership 
with his brother under the name of C. E. Jennison & 
Bro. From a general store they went exclusively into 
the hardware business and the firm name changed to 
the Jennison Hardware Company. Mr. Jennison was 
in his eighty-sixth year. He retired from active con- 
nection with business a number of years ago and 
turned the management over to his sons. 


GEORGE P. NorTH, president of the O. B. North 
Company, New Haven, Conn., died at his residence, 
115 Everit Street, after an illness of only a few days. 
Mr. North was in his sixty-sixth year. He was born 
in New Britain in 1849, and received his education at 
Beloit College, Wis. His father, O. B. North, was a 
manufacturer of saddlery hardware in Bristol, and 
about 1865 his business was moved to New Haven, 
where the present factory is now located. On the death 
of his brother, William B. North, in 1903, Mr. North 
succeeded to the presidency of the O. B. North Com- 
pany, under which designation the business is still car- 
Tied on. 


JAMES McGRAwW, SR., the oldest hardware and mill 
supply dealer in Richmond, Va., died recently at his 
residence, 1036 West Grace Street, in his seventy-first 
year. Mr. McGraw had been ill but a few days. He 
was born in Lancashire, England, in 1843, and at the 
age of twelve came to this country and settled in New 
Orleans, La. In 1866 he entered the hardware busi- 
ness, and for nearly forty years had been at the head 
of the hardware and mill supply house which bears 
his name. He was widely known throughout the 
southeastern territory. 


BENJAMIN R. YOUNG, president of the B. R. Young 
Hardware Company, Alpena, Mich., died recently at his 
home, 503 First street. Mr. Young had been ill for 
about six weeks. He was born in Sterling, N. Y., in 
1839 and was 76 years old at the time of his death. 
Mr. Young settled in Alpena 50 years ago. He first 
entered the lumbering business and later became asso- 
ciated with Potter Brothers in the hardware business. 
In 1899 Mr. Young purchased the hardware store of 
H. G. Beach and formed the B. R. Young Hardware 
Company. 


JOHN HARVEY SHELLY, aged sixty-three, a promi- 
nent business man of Dallas, Texas, died at his home, 
following a short illness. Mr. Shelly was born in 1852 
in Booneville, Mo., and at the age of seventeen went 
to Sedalia, and entered the hardware business, in which 
general industry he remained for forty-six years. Mr. 
Shelly came to Dallas thirty-six years ago as a repre- 
sentative of a St. Louis hardware firm, which he con- 
tinued to represent until the time of his death. 
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THOMAS R. JONES, a retired hardware man of Lima, 
Ohio, died at his home, 111 North West Street. Mr. 
Jones was born in 1835 and came to this country in 
1857, entering the hardware business, in which he re- 
mained for half a century, retiring from active work 
only a few years ago. In 1890 he founded the busi- 
ness known as the Jones Hardware Company, which 
is now controlled by his son. 


GEORGE WEBSTER PECK, a hardware dealer in Flush- 
ing, N. Y., died of paralysis in the Flushing Hospital 
recently. Mr. Peck was born in Flushing in 1845 and 
was a graduate of Columbia University. Besides a 
widow, he is survived by a son and a daughter. 


CHARLES AUGUST PAULUS, a lifelong resident of De- 
troit, Mich., died at his home, 371 Parkview Avenue, of 
heart trouble. He was sixty-seven years of age, and 
was well known in former years in the wholesale and 
retail hardware business. Mr. Paulus retired from 
active business about seven years ago. 


DAVID SCHNEE, a former hardware merchant of 
Athol, Kansas, died at his home of heart disease. He 
was about sixty-nine years of age and had been en- 
gaged for fifteen years in business, from which he 
retired a short time ago. 


JOHN BURKHALTER, aged 71, a hardware merchant of 
Navarre, Ohio, died suddenly at his home of heart 
failure. Mr. Burkhalter was a veteran of the Civil 
War, and is survived by a widow and daughter. 


GENERAL LEVI G. KINGSLEY, formerly mayor of Rut- 
land, Vt., died in that city recently at the age of 83. 
He retired from business three years ago, having con- 
ducted a hardware store for over 43 years. He is 
survived by a son. 


JOHN MCF ADDEN, a pioneer hardware dealer of Santa 
Ana, Cal., died suddenly at his store on East Fourth 
Street. He was in his seventy-third year. Mr. Mc- 
Fadden was a former president of the city council. 


WILLIAM F. SMITH died suddenly at his residence at 
Oconomowoc, Wis., death being caused by heart trouble. 
He was seventy years old and had been in business for 
thirty years. 


E. M. WHITMAN, a prominent resident of Willow 
Springs, Mo., died at his home. He was formerly 
owner of a hardware store and had served as mayor of 
Willow Springs for one term. 


D. C. WHITFIELD, for a number of years in the hard- 
ware business, and a member of the Whitfield Hard- 
ware Company, Hawkinsville, Ga., died at his home 
after a lingering illness. 


JOHN D. FILLINGER, a hardware merchant of Dana, 
Ind., died at his residence in that city. He was 71 
years of age and is suryived by a widow, a son and two 
daughters. 


FRANCIS M. SMITH, pioneer Illinois hardware man, 
died at his home, 3807 Wilton Avenue, Chicago, re- 
cently. A widow and son survive him. 


H. B. MARTINDALE, a hardware merchant and post- 
master of Avon, Ohio, died at his home from an attack 
of apoplexy. He is survived by a widow. 


THROUGH AN ERROR a notice of removal appeared 
in these columns recently regarding the Cutler Hard- 
ware Company of Waterloo, Iowa. This company has 
not moved, and is still in the wholesale business at 
Waterloo. In a letter the president of the company 
states that its sales for the past four months have 
shown an increase over the corresponding months of 
1914; that general conditions are better, crop prospects 
good, and that the firm anticipates a still larger in- 
crease during the last half of the year. 
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Federal Trade Commission to Aid 


Retailers 


dane GTON, July 13.—Vice-chairman Hurley 
has given out a statement regarding certain 
important plans made by the Federal Trade Com- 
mission for giving constructive help to business men 
along two distinct lines. He says: 

“One of these projects is to aid the business men 
of the country in obtaining the additional credits to 
which their business operations may entitle them. 
The second is to aid in establishing a standard sys- 
tem of bookkeeping and cost account. 

“The commission has in mind dividing the coun- 
try into zones and maintaining in each, experts in 
accounting, costs and manufacturing upon whom 
manufacturers, merchants and business men may 
call for advice and assistance in establishing econo- 
mies. 

“The small manufacturer, the country store- 
keeper and the retail merchant as a rule do not get 
all the bank credit that they ought to receive, ow- 
ing to the fact that they are unable to present bal- 
ance sheets in accordance with good business prac- 
tice. These men are just as good business men in 
many respects as those of larger operations. They 
have brains, ability, knowledge of their wares and 
of their customers, but they do not speak the lan- 
guage of the banker in that they are not able to 
present a statement showing their true assets and 
liabilities. 

“Frequently a business man with a credit of a 
few hundred dollars at his bank, based wholly on 
personal grounds, could, if he could produce a reli- 
able balance sheet, readily obtain several thousand 
dollars which would enable him to expand his busi- 
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ness along sound lines. Failing to obtain it, his 
business is limited and confined. 

“Bankers are in business to loan money to busi- 
ness men, and recognize that loans made on balance 
sheets that are sound are desirable loans. The 
banker will welcome any standard of statement that 
will permit him easily to ascertain the exact liabil- 
ities and assets of his customers. 

“It is recognized that no one standard form of ac- 
counting can be applied to all classes of business, 
and that special forms must be devised for each 
group or class of commerce and industry. 

“The fact must be admitted that in order to put 
a selling price on your products you must, if you be 
a manufacturer, first know exactly what it costs 
you to manufacture and sell them. When business 
was done on a large percentage of profit this was 
not so essential, but in most lines of industry to-day 
the large percentage of profit has passed. We are 
working on a smaller margin and we must abso- 
lutely know what our goods cost. 

“Tt is a fact well understood among business men 
that the general demoralization in a large number 
of industries has been caused by firms who cut 
prices, not knowing what their goods actually cost 
to manufacture; and the cost of selling, which is 
equally important, is almost wholly lost sight of.” 


Announcement to the Trade 


A. OSBORNE, vice-president of the J. Stevens 

¢ Arms & Tool Company, Chicopee Falls, Mass., 

authorizes HARDWARE AGE to announce to the trade 

that there will be no change whatever in the rela- 

tions of this company with the hardware trade in 
connection with their line of sporting rifles. 

















Suggestion for an attractive display of builders’ hardware 





THE MODERN REFRIGERATOR COMPANY, Peru, Ind., has 
been incorporated by H. T. Ader, J. A. Kader, Jr., and 
J. F. Unger as directors, to make refrigerators and do 
general manufacturing. 


THE La CrossE PLow CoMPANY, La Crosse, Wis., 
manufacturer of agricultural implements and vehicles, 


has increased its preferred stock from $200,000 to $400,- 


000, and common stock from $400,000 to $500.000. 
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KLLIPTICAL, 
OR OBLONG TO ROUND TAPER- 
ING ELBOW 


By A. F. MUELLER 


THE MAKING OF AN 

















Fig 7. pietiel a ie 


. di a 
= ee as ? 
ts p = =] | ~, 
_— a 14° 16 IE 22 2° 14° 3 §&§ 7 18 20 22 911 3 
Solid Dotted. é 








Fig. 4. Pattern For IV. 
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Fig. 5. Polttern For I. 
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Patterns for an elliptical or 


SUALLY in showing how to develop the pat- 
| | terns for an elliptical to round elbow, the 

elbow is made in only three pieces, in which 
the end pieces are straight, as in a regular elbow, 
and the middle piece is a transition. These elbows 
are used mostly in connecting steam and hot water 
heating boilers to round smoke pipes and where 
conditions require such elbows. The patterns are 
for a four piece elbow and the method used can be 
applied to elbows of any number of pieces. 

First draw the profile of the elliptical end, as in 
Fig. 2, and continue the line 8”-8’ indefinitely, and 
at right angles draw a line, as k-A. The center of 
the elliptical end of the elbow is p, and from this 
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oblong to round tapering elbow 


point set off the length of the radius of the circular 
center line of the elbow as A, and with A as a 
center describe the quarter circle. Space this quar- 
ter circle into the required number of spaces for a 
four-piece elbow and proceed to draw the miter lines 
and the profile of the round end, Fig. 3, and com- 
plete the outlines of the two end pieces, I and IV, 
spacing the two profiles or rather half of each pro- 
file into the same number of spaces and drawing 
lines to the nearest miter lines in the same manner 
as in a regular pieced elbow. The end pieces of this 
elbow are straight and the change in shape is made 
in the two middle pieces. 

The lengths of the miter lines on each side of the 
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center lines are the same, as 8-2 is the same as 8-14, 
and 18-12° is the same as 18-24, and to make the 
pieces of equal taper in the side elevation the miter 
line 1-13 must be a mean length between 2-14 and 
12°-24. On a line at N place the length 2-8 as 
shown by j-n and the half miter line 12°-24 as j-m. 
Space m-n into two spaces for a four-piece elbow, 
into three spaces for a five-piece elbow, etc., 
and then will the length j-o be the half length of 
the miter between the tapering pieces. Measuring 
from 7, place the length j-o as 7-1 and 7-13, and 
connecting these points to 2, 12° and 14, 24 will com- 
plete the outline of the elbow as in Fig. 1. 

No sections on the miter lines 12°-24 and 2-14 
need to be constructed, as the true distances be- 
tween points will be automatically developed when 
the patterns for the end pieces are developed, the 
true distances showing on the net pattern edges. 
The distances from front to back on these miter 
lines are the same as the distances in the respective 
profiles of the pieces. As the distance through 6 
on the miter line is 6”-6’ in Fig. 2, the distance 
through 20 is 207-20", ete. But there must be a 
section developed on the miter line 1-13 to find the 
lengths of the distances through the elbow and the 
true lengths of the spaces between points on this 
miter line. From 7, and at right angles to 1-13, 
draw an indefinite line, 7-7’ and parallel with it the 
line g-7° in Fig. X. Construct at M, in the same 
manner as at N, a diagram to find the distance 
through 7 on the miter line or the greatest length 
of the section, in which f-g is equal to 187-18" and 
f-h equal to 8’-8”. Then will the mean distance f-i 
be the half length of the section. From some point 
on 7°-g, in Fig. X, set off twice the length of f-i 
as 7°-g, and from 7°, with the radius the width of 
the section, or the length of the miter line 1-13, 
describe an arc. From g draw a line that is tangent 
to the arc, and to this line, from 7°, draw a perpen- 
dicular, which bisect, and from the center point c 
describe the semicircle 7°, 1°, 7°. Space this semi- 
circle into the same number of spaces as half of 
either profile in Figs. 2 and 3, and from the points 
draw lines at right angles to 7°-7” intersecting 7°-g. 
From the latter intersections draw lines indefinitely 
at right angles to 7°-g. Measuring from and on 
each side of the center line 7’-7’’-7 place on the 
lines drawn from 7°-g the distances in the semi- 
circle in Fig. X. As from a, place the distance 
a’-5° and a’-9° as a-5’ and a-9’; from b, the distance 
b’-3° and b’-11° as b-3’ and b-11’, ete. Connecting 
the points will produce the section on the miter line 
1-13, as shown by the shaded part, in which the 
distances between the points on the ellipse will be 
the true distances between points on the miter line 
and the lines running parallel with the center line 
7’’-7’ will be the distances through, from front to 
back on the miter line, at similarly numbered points. 

Fig. 4 is the pattern for the end piece IV and 
Fig. 5 is the pattern for the piece I, and these two 
patterns are developed by the parallel line method. 
The lengths of the spaces 12 to 24 are the true dis- 
tances between points on the miter line 12°-24, 
which vary in length, and the spaces 2 to 14 are the 
true lengths between points on the miter line 2-14. 

The points on the miter lines of the elbow have 
been so numbered that they consecutively follow 
each other and the development of the patterns, 
from one edge of the pattern to the other edge of 
the pattern and return, etc. As, in piece II they 
run 1 to 2, 2 to 3, 3 to 4, 4 to 5, ete. In piece III 
the numbers on the upper miter line are made ten 
numbers higher than on the miter side 2-14, but 
they read in a manner the same. Thus they run 
1 to 12°(2), 12°(2) to 3, 3 to 14°(4), 14° (4) to 5, 
5 to 16(6), etc. 


Hardware Age 


Connect the points on the miter lines, from one 
miter line to the other with solid lines and the alter- 
nate points with dotted lines and the true lengths 
of these two sets of lines must be found, the outlines 
only showing in their true lengths, by means of a 
diagram of half sections. In Fig. 6 draw a line 
and on it place the lengths of the solid lines in the 
piece I, and from the end of each length erect per- 
pendiculars, each of which make in length equal to 
the lengths of the lines in Fig. 2 or the section in 
Fig. X. Connecting the ends of the perpendiculars 
will result in the true lengths of the lines of the 
same numbers in Fig. 1. As the length 3-4 is placed 
on the base line of the solid half sections in the dia- 
gram for II, and from the ends are erected the per- 
pendiculars 3-3’ and 4-4”, 3-3’ is equal to the half 
section in Fig. X and 4’-4” is equal to the half sec- 
tion in Fig. 2 and the line 3’-4” is the true length 
of 3-4, etc. A diagram of the dotted lines is con- 
structed in the same way, as shown in the same 
figure. 

In Fig. 8 draw a line as 1-2, equal to 1-2 in II 
and from 2, with radius the true length of 2-3 or 
2-3’ in the dotted diagram in Fig. 6, intersect an 
arc from 1, whose radius is 1’-3’ in Fig. X, locating 
point 3. From point 3, and radius the true length 
of 3-4 in the solid diagram, as 3’-4”, intersect an 
arc from 2, whose radius is the length of 2-4 in 
Fig. 5, locating point 4. Continue in this way to 
assemble the various true lengths until the points 
13 and 14 are located. Then if the pieces are to have 
the seams in the sides the process of the pattern 
development is reversed until the points 7 and 8 
are located at the right. Connecting the points will 
result in the net pattern for the piece II. 

Fig. 7 is the diagram to find the true lengths of 
the lines in the piece III and Fig. 9 is the net pat- 
tern with the seam on the sides. Fig. 10 is the net 
pattern for III with the seam in the throat. A 
section of the grooved seams is B in the pieces and 
C is a section when these seams are riveted. A 
section of the seams or joints between the pieces 
is D at the heel, and E is a section in the throat. 

A four-piece elbow with the flat part of the ellipse 
in the sides is F, and G and H are three-piece el- 
bows with the flat part in the throat and side re- 
spectively. The patterns would be developed in the 
same general manner if the elbow was oblong, as 
at J, instead of elliptical at one end. 


Hardware Company to Be 
Reorganized 


peo nent a reorganization of the Pacific 
Hardware and Steel Company, already practi- 
cally effected, W. T. Smith has been elected presi- 
dent and A. L. Scott and H. J. Morton have retired 
from the board of directors. 

The financial difficulties in which the company 
found itself some time ago have been found due to 
the failure of a number of competitive retail stores 
established throughout the Coast to come up to 
expectations in a business way. The plan is to 
eliminate these stores, and a meeting of stock- 
holders has been called to ratify the proposed 
changes in the method of conducting business. 

The men engaged in the reorganization have es- 
tablished that there is an apparent surplus of as- 
sets over liabilities of approximately $700,000. 


W. C. WILLIAMSON, vice-president Williamson Heater 
Company, Cincinnati, Ohio, has returned from an ex- 
tended business trip through the Northwest and 
Canada. 
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For Those New Garages In Your Town— 
Stanley’s No. 1776-J1 Set 


Containing 


Complete Hardware Equip- 
ment for Garage with 


Double Doors 











Set includes the following: 
3 pairs No. 960-J1 10-inch Extra Heavy Tee 
Hinges, with Reversed Pads. 
1 No. 1055-J1 6-inch Wrought Steel Chain Bolt. 
1 No. 1056-J1 6-inch Wrought Steel Foot Bolt. 


1 No. 1260-J1 No. 4 Thumb Latch, with Padlock 
Eyes 


1 No. 1257-J1 No. 4 Handle. 


All the above in Dead Black Japanned 
Finish. , 

No. 1776-J1 Garage door set, supplies the 
demand for a quality set at moderate cost. The 
extra heavy 10-inch hinges have reversed pads 
to permit application to jamb of the door. 


Complete in the Strong Stanley Telescope 
Box. 


A neat handy package for your shelves. 
Saves time and labor. 


Size of Box: 123% x 7% x 2% inches. 
Gross weight, 20 pounds. 


UE 
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Each item is wrapped separately and screws 
of proper size and finish are included. 


Send your order to your jobber now, and 
ask us for printed matter with complete 
description to enclose with your letters and 
invoices. Ask for Circular “ W.” 


Our Exposition booth is in Palece of Manufactures, Block 26, 
corner of 5th St. and Ave. D. Call and see us. 


See page 93 
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New Lindemann Bird Cages 
and Stand 


O. Lindemann & Co., 35-37 Wooster 
Street, New York City, have brought 
out a complete line of novelty white 
enameled bird cages and also a cage 
stand. All of these are gold trimmed. 
The illustration shown here is the 
company’s No. 21 cage stand, together 
with cage No. 2226, on the upper con- 
vex plate. By reversing the upper 
plate it presents a concave surface. 

















One of the Lindemann novelty white 
enameled stands with bird cage 


and it will then hold the company’s 
No. 2236 cage. 

These cages are 11 in. in diam- 
eter. They are finished in white 
enamel with gold trimmings. The 
cages have brass knobs and brass 
wire cloth seed guards, also gravel 
pans, three perches, a swing and opal 


cups. O. Lindemann & Co. are also 
offering several square cages in 
novelty white enamel. 

THE KER & GOODWIN MACHINE 


COMPANY has been formed to manu- 
facture and deal in metal and wood 
specialties, etc. The head office will 
be at Brantford, Ontario, Canada, and 
the capital stock is $50,000. 





“Red Devil” Serew Driver 
No. 1420 


The Smith & Hemenway Co., Inc., 
149 Chambers Street, New York City, 
has brought out the “Red Devil” 

















The “Red Devil’ screw driver No. 1420 


screw driver No. 1420. This tool is 
made from drop forged tool steel, the 
metal part going entirely through the 
wooden handle, with an octagon head 
at the end of the handle for using it 
as a chisel. A hole is drilled through 
the ferrule, through the end of the 
wood and the square rod of the driver. 
This is riveted so that it is impossible 
for it to become loose and turn in the 
handle. 

Particular stress is laid on the point 
of this screw driver, which is drawn 
straight to the point and not oval. 
The company claims that, because of 
this it will keep itself in the head of 
the screw. 

The “Red Devil” screw driver No. 
1420 is handsomely polished and it is 
made with a genuine rubberoid handle. 


The “Imperial” Lawn 
_ Sprinkler 


The Thompson Mfg. 
2435-37 East Eighth Street, Los 
Angeles, Cal., is marketing the 
“Imperial” lawn sprinkler, which 
sprinkles uniformly over a _ rectan- 
gular area. The company states that 
this sprinkler is extremely useful for 
parkways or other narrow sections of 
lawns. It is adjustable, as the spray 
pipe may be rotated, throwing the 
jets to either the right or left. 

This sprinkler is made of standard, 
galvanized steel pipe. The support- 
ing standards are made of heavy gal- 
vanized sheet steel, and the sprinkler 
is provided with a removable end cap, 
allowing it to be cleaned readily. 

The No. 10 sprinkler measures 7 
ft. long and is made of %-in. pipe; 
the No. 11 sprinkler is 14 ft. long, 
being made of %-in. pipe, in two 7- 
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The “Impevial’ lawn sprinkler 


ft. sections. The company will also 
make any length of spray pipe to 
order. 


THE TITAN STORAGE BATTERY Com- 
PANY, Chapel street and Lister ave- 
nue, Newark, N. J., has changed its 
name to the General Lead Batteries 
Company. There is no change in 
the ownership, management or policy 
of the company. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


The “Excello” Electric 
Cleaner 


The Ramey Company, Chillicothe, 
Ohio, has placed upon the market the 
“Excello” electric cleaner, the retail 
price of which is $30. The company 
states that this machine is built on 
attractive lines and that it contains 
a large 13-in. nozzle with a soft, 
gliding adjustable brush. 

One of the most important features 
of this cleaner is the adjustable 

















The new “Excello” electric cleaner 
nozzle, which is adjusted by means uf 
a caster at the rear of the machine. 
The machine has a convenient and 
satisfactory bag connection. 

The handle of the “Excello” electric 
cleaner is equipped with a beautiful, 
highly polished aluminum pistol grip. 
A quarter turn to the right starts 
or stops the motor. This cleaner co:- 
tains a Robbins and Meyers electric 
motor. The company states that it 
is made from the best of material. 


A New Line of Rollman 
Meat and Food Choppers 


The Rollman Mfg, Company, Mount 
Joy, Pa., has placed upon the market 
a new line of meat and food choppers. 
This new series, sizes No. 51 to No. 55 
inclusive, has the hopper hinged at 
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The Right Article 


Some things are wanted because they are so well 
made—the quality is so self evident—they are found just 
as represented—they give such all-around satisfaction 
that they make themselves known to all possible users— 
and so become the one right article. 


R-W 
Sliding Door Hangers 


embody all the latest improvements and conveniences—trolley, round 
and flat types of track—vertical and lateral adjustment—ball bear- 
ing and roller bearing. The material used and the manufacturing 
skill in the making assures a uniform, first quality grade. 





The R-W is the most complete line of hangers on the market— 
there’s “‘a hanger for any door that slides."” You select from one 
source of supply an assortment best suited to the requirements of 


your trade. 


Richards- Wilcox 
Canadian Co., Ltd. 
London, Ont. 


Send for your 


wun Richards Wilco 
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the top instead of at the bottom. This 
arrangement makes it possible to use 
a powerful screw clamp to draw the 
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One of the new Rollman meat and food 
chonners 

two hopper parts together at the 

bottom. The parts are drawn and 

held so tightly together that there is 

no chance for any leakage. 

The hopper clamp being below the 
body of the hopper, it is out of the 
way and does not interfere with the 
operation of the chopper. A turn of 
the screw permits the yoke of the 
hopper clamp to fall down so that 
the smaller part of the hopper can be 
lifted up and the worm lifted out for 
cleaning. 

The company calls attention to the 
new style and construction of the 
cutter discs of the choppers. By cup- 
ping or flanging the edge of the 
cutter discs the manufacturer is 
enabled to use very thin stock and 
still have a rigid cutter. 

The material used in making these 
cutter discs is the best quality of cold 
rolled bright carbon strip steel, the 
surface of which is not destroyed in 
the process of manufacture. This 
surface is exceptionally smooth and 
true. Owing to the peculiar patented 
structure of these cutters it is possible 
for them to be hardened after they 
are formed. The company claims 
that these hardened cutters are prac- 
tically indestructible. These chop- 
pers are packed in individual cartons, 
thus guarding against damage in 
transit. 


H. P. RHopeEs, formerly manager of 
the Cleveland Spring Company, Cleve- 
land, Ohio, has become southern gen- 
eral traveling representative for the 
New Era Spring & Specialty Com- 
pany, Detroit, Mich., and he is in 
charge of its spring business. 


THE UNI-MOTION DooR HANDLE 
CoMPANY, Chicago, IIl., has been in- 
corporated with a capital stock of 
$2,400, to manufacture builders’ hard- 
ware. The incorporators are George 


F.. Lovedall, W. M. Harrison and John 
A. Stratker. 





Smith Self-Cleaning Rakes 


Winfield H. Smith, 6-8 Lock Street, 
Buffalo, N. Y., is the manufacturer of 
the Smith self-cleaning rake, which 
is employed in the same manner as 
the ordinary hand rake, being moved 
toward and away from the operator. 
The rake head always rests by its 
teeth on the ground during the move- 
ment toward the operator, to draw to- 
ward him the loose leaves or other 
matter being raked up. 

Upon movement of the rake away 
from the operator, the rake head is 
customarily raised above the ground 
in order to avoid pushing any of the 
waste matter to be gathered in at 
the next movement of the rake, away 
from the operator. If, however, the 
teeth become clogged with the waste 
matter, the rake head may be held 
in engagement with the ground dur- 
ing the earlier part of the movement 
of the rake away from the operator. 
This engagement of the rake head 
with the ground will cause the rake 
head to turn against the action of 
the spring and the rake head will 
bear flatly upon the ground and all 
waste matter caught upon the teeth 
of the rake will be wiped off. As soon 
as the rake head is again raised from 
the ground the spring will immediate- 
ly return to its normal position. 

When used as a soil pulverizer the 
action of the spring is such that the 
teeth incline and are pushed through 

















The Smith self-cleaning rake 


the soil at the proper angle to cut 
up and pulverize the soil and not push 
it away. These rakes are listed at $1. 


THE REPUBLIC RUBBER COMPANY, 
Youngstown, Ohio, has opened a 
branch in London, England, which 
will be under the management of 
Frank V. Springer, formerly head of 
the eastern sales department of the 
company, with offices in New York 
City. Mr. Springer will be succeeded 
in New York City by Herbert W. 
Bixler, formerly assistant general 
manager of the company at Youngs- 
town. 


THE STANDARD STARTER & SPE- 
CIALTY COMPANY, Cleveland, Ohio, has 
been incorporated to manufacture 
motor car starters, parts and acces- 
sories. The capital stock of the com- 
pany is $15,000, and the incorporators 
are: C. K. Fauver, H. E. Downing, N. 
C. Russ, J. N. Gallagher and William 


L. Vance. 
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The “Easy-Wringer” Mop 


The U. S. Mop Company, 235 Main 
Street, Toledo, Ohio, is manufactur- 
ing the “Easy-Wringer” mop, which 
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The “Easy-Wringer” mop in use 
has been tested and approved by the 
Good Housekeeping Institute. This 
device consists of a simple gearing 
and especially-designed mop, so ar- 
ranged that a turn of the handle 
wrings out every drop of the water. 
The wringing can be done with little 
labor and it may be accomplished so 
quickly and easily that it is possible 
to wring the accumulated dirt from 
the mop frequently and use fresh 
water. 

This enables the operator to go over 
the house without her hands coming 
into contact with the cloth or water. 
Therefore a strong solution of soda, 
lye and hot water can be used, which 
makes a cleaning of dirty floors very 
easy. The action of the mop is en- 
tirely automatic. As soon as it is 
lifted from the floors it at once as- 
sumes the proper position for wring- 
ing, which is done by one or two 
turns of the handle. 

The company states that while this 
mop was especially designed for clean- 
ing floors its use is not confined to 
that work, as it has been found to 
give excellent service for cleaning ceil- 
ings and walls and washing windows, 
also for cleaning marble, tile and 
hardwood floors. It can be used either 
as an oil or dry mop. 

Though light in weight the “Easy- 
Wringer” mop is built substantially 
and is guaranteed to give good and 
lengthy service. The knit mop cloth 
is described as large and of pure cot- 
ton, which will hold a large amount 
of water. All metal parts of this de- 
vice are heavily galvanized to prevent 
rust. 


“Perfection” Combination 
Trap 


The Phillips Mfg. Company, Car- 
bondale, IIll., has placed upon the mar- 
ket the “‘Perfection” combination trap, 
which is stated to be the result of a 
scientific study of flies, roaches and 
mice. One of the accompanying illus- 
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Warren Hardware Fixtures 


There is something so gloriously attractive about a store furnished 
with Warren Fixtures. 


You have that feeling as if you had just been “‘Cordially invited 
to attend — 








The stock is not only well sampled, but is so 
instantly accessible as to make purchasing an 
agreeable surprise. 


Warren Fixtures are made in several distinctly different designs 
or made entirely to order as you choose. 


Catal. gs 65 and 215 mailed on request 


J. D. WARREN MFG. COMPANY, Chicago 








Eastern Display Room: 253 Broadway, New York 
The Largest Manufacturers of Hardware Store Fixtures in the World 
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trations shows the trap proper, which 
is built for flies only, and which can 
be sold with or without either the 
roach or mouse trap attachments. The 
trap is made long, giving it a large 
capacity for flies and room for them 
to get into the trap. There are four- 
teen small openings in the top of the 
cone shaped partition, which make it 
easy for the flies to enter the top part 
of the trap, where they remain until 
they are killed and the trap emptied, 
which is done by removing the slide 
door in the end of the trap. 

The illustration also shows the same 
trap equipped with the roach trap at- 
tachment and the manner in which it 
is inserted in the bottom of the trap. 
The bait is placed on the top part of 
the attachment, after which the fly 
trap is placed over it and fastened 
with a small catch. 

The mouse trap attachment is a 
small simple attachment that is fas- 
tened in the end of the trap. The trap 
is turned upside down and the slide 
door removed. The mouse trap at- 
tachment is then inserted, which 
makes it a very efficient trap, with a 
capacity of about twenty mice. 

The trap is 14 in. long, 12 in. high 
and 7% in. wide. The ends and cross 
bars are made of select wood, stained 
a dark fumed oak color, and the com- 
pany states that the use of wood 
makes the trap strong and also makes 
it easy to re-wire the trap when it is 
worn out. 


“Safety First” Belt Shifter 


The Ready Tool Company, Bridge- 
port, Conn., is marketing the “Safety 
First” belt shifter, which the com- 
pany states was placed on the market 
to meet the demand for a belt shifter 
which would comply with various 
state compensation acts and would 
also prevent accidents. It is claimed 
that this device not only saves time 
where the employee generally has to 
walk around and find a ladder, but 
furnishes a safe means of shifting 
belts and throwing them on and off 
pulleys which are in motion. 

The device consists of one part, to 
be bolted on to the regulation pole, 
having a swivel fork attached. There 
are three rollers, two of them being 
tapered, so that there is no possibility 
of the hook getting caught, and no 




















The “Safety First” belt shifter 


way in which the belt can bind against 
the various parts. 


Two of the rolls 





Hardware Age 




















The “Perfection” trap. The left-hand view shows the trap proper, which is built for 
catching flies only; the right-hand ee a trap equipped with the roach trap 
attachmen 


being tapered, after the belt is placed 
in the fork, the tendency is at all 
times for the belt to slide on to the 
pulleys and for the forks to slide 
away, overcoming any possibility of 
accident. 

The “Safety First” belt shifter is 
substantially made, and the company 
points out that it can always be de- 
pended upon to throw on any but 
main belts without danger and with- 
out requiring that the power be 
stopped. The belt shifter shown in 
the accompanying illustration is 
known as the company’s style S. 
These shifters are priced at $1.25 each 
and $12 per dozen. Full directions 
for using the device are included with 
each belt shifter. 


“Griffin” Lasts 


The Root-Heath Mfg. Company, 
Plymouth, Ohio, has placed on the 
market the “Griffin” lasts, which are 

















One of the new “Griffin” lasts 


combination shoe lasts made in two 
sizes, style No. 2 and style No. 3, 
each having two lasts and a heel 
piece. These are always’ ready 
for use. 

The large last of the No. 2 model 
measures 7 by 3 in., and the small 
last measures 4% by 2% in. The 
heel piece or stem is 7 by 1% by 
1% in. The No. 2 model lists at 
$9.38 per doz. 

The No. 3 has a large last which 
also measures 7 by 3 in. The small 
last measures 5 by 2% in. and the 
heel viece or stem is 11% by 2 by 
1% in. This latter model lists at 
$14.38 per doz. 


THE AMERICAN SAFE & LOcK Com- 
PANY, Anderson, Ind., has _ been 
formed to manufacture safes and 
locks, by M. G. Reynolds, R. R. An- 
drews and J. C. Groble. The capital 
stock is $25,000. 


An Improved Portable 
Electric Drill 


The Standard Electrical Tool Com- 
pany, Cincinnati, Ohio, is placing 
upon the market an improved uni- 
versal portable electric drill, which is 
shown herewith. This tool is made in 
9 sizes, the small ones being fitted 
either with a spade handle, as shown 
in the illustration, or with a breast 
plate. The larger sizes, such as the 
%-in., %-in. and 1%-in. sizes, are 
furnished with a feed screw. 

These tools are especially adapted 
for sheet metal drilling, saving much 
time and reducing costs. They can be 
carried directly to the work. The 
universal motors operate on both 
alternating and direct current so that 
a drill of this type can be used any- 
where. The manufacturer can fur- 
nish an attachment enabling the use 
of a 110-volt drill on a 220-voit circuit, 
and this increases the range of the 
work that can be done with these 
tools. 

The Standard drill is ball-bearing 
throughout, the best imported bear- 
ings being used. They are correctly 
mounted in dust-proof grease cham- 


bers. The motors are impregnated 
with “Bakelite,” an exceptionally 
good motor insulation, and it is 


pointed out that this form of con- 
struction insures against _ short 
circuits and burn-outs. 

The gears are case hardened after 
being generated, and they are 
mounted on ball bearings and run in 
grease. These drills are simply con- 
structed on the unit plan, consisting 
of 5 units. All wires and connections 
enter the frame unit so that the tool 

















Improved portable electric drill, brought 
out by the Standard Electrical Tool Com- 
pany 


can be completely dismembered with- 
out disturbing any of the electrical 
connections. 
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Typical Records on 
Goodrich “De Luxe” 


(Note—These records are being made under 
abnormal operating conditions) 
“8.511 miles todate. Not yet worn to 
height of S.A. E. standard tires when 
new. Streets beggar description.” 
“10,000 miles—still in first-class condi- 
tion.”’ 
“8.700 miles—in excellent condition.”’ 
“Have used all makes. ‘De Luxe’ 
giving 100% more mileage than ever 
received from any other make.”’ 
“Will exceed 10, 000: miles—severe op- 
erating conditions.” 





Mileages | 
Doubled! | 


‘eneinne 
“DE LUXE” 


WIRELESS, 
















“*4.729 miles—expect 
‘—- to 10,000 more.”’ 


**10.000 miles — steep 
hills—bad paving— 
5-ton truck.” 






Names and 
full 
particulars on 
request 





















TRUCK TIRES 
Truck users! Are you forced to operate trucks 
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| Ask users! | 











—over bad pavements? —with heavy loads? 
—up and down steep grades? —under other severe conditions ? 


Benefit by the experiences of truck users everywhere. See typical records cited. 
Get double—even triple and more mileage! —as they do. 
Equip with the ‘‘De Luxe’’ Type Goodrich Wireless Truck Tires. 


Compare these Cross Sections! 






NOTE— 

(1) The higher tread in the ““De Luxe” less repair expense—more “‘life’’ or endur- 
Wireless. More rubber—and placed rance thus given to the rubber itself by 
on top where the wear comes—not on this extra factor of safety. 
the sides, (3) The “Duplex” Curve shape prevents bulg- 

(2) The added cushion afforded load and ing out at sides under loads—reduces 
truck mechanism-more resiliency— chipping. 





The Goodrich “De Luxe’’ Wireless—for severe operating conditions—is the Most Suc- 
cessful Mileage Giving Tire Ever Produced. Facts Prove it—Ask any User! 
“Upsetting Mileage Tradition”—the booklet that fully describes “De Luxe” tires and 
gives actual performance records—is ready for you! Write 


The B. F. Goodrich Company 


The world’s largest rubber factory Service Stations and Branches in 


n, Ohio All Principal Cities 
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Seeing is Believing 


Put a Samson ball-bearing 
or a Peck ratchet brace in 
your customer’s hands. 
Don’t say a word. You 
can count on PEX TO 
quality, design and repu- 
tation to make the sale. 


The Peck, Stow & Wilcox Co. 


Mfrs. Mechanics’ Hand Tools, Tinsmiths’ and 
Sheet Metal Workers’ Tools and Machines, 
Builders’ and General Hardware. 


Southington, Conn. Cleveland, Ohio | 


A Pexto Sale Paves the Way 


for a Dozen More 














The Automobile Bill of the 
United States 


On June 1 of the current year the 
number of automobiles in the United 
States for the first time reached 
2,000,000. Figuring on an average of 
four persons to each car, which is 
very conservative, there are 8,000,000 
people in this country in daily enjoy- 
ment of motoring. 

What it costs to follow this sport is 
of interest because of the stupendous 
figures involved. To run 2,000,000 
cars for one year requires at the very 
least 1,000,000,000 gal. of “gas” worth 
$130,000,000; 20,000,000 gal. of lubri- 
cating oil worth $8,000,000; 12,000,000 
tires worth not less than $16 apiece, 
or $192,000,000; accessories and extra 
comforts, goggles, gloves and caps, 
$50 per car, or $100,000,000; garage 
charges on short tours (exclusive of 
gas and oil), $100 per car per year, or 
$200,000,000; repairs made necessary 
by wear, tear and accident (exclusive 
of tires), $50 per car per year, or 
$100,000,000. Total running expenses 
for all cars in use, $730,000,000. Add 
thereto the value of the 600,000 new 
cars purchased during the year, at an 
average price of $750, or $450,000,000, 
and we get the immense total of $1,- 
180,000,000 spent in a single year 
(1915) on the sport of motoring.— 
Scientific American. 


“Cellu-Fix”’ 


The Auto Products Company, 5739 
Elmer Street, Pittsburgh, Pa., has 
brought out a celluloid cement for use 
in patching automobile curtain panes. 
This product is called “Cellu-Fix.” It 
is a liquid preparation, sold in %-oz. 
bottles for 35 cents each, including 
a small brush. It is stated by the 


company that one bottle contains a 
sufficient quantity of the preparation 
to repair twelve or more tears of 
3 sq. in. each. 








The “Pop Off” Tire Gauge 


The American Sanitary Lock Com- 
pany, 1072-1080 South East Street, 
Indianapolis, Ind., has placed upon the 
market the “Pop Off” tire gauge. 

















The “Pop Off” tire gauge 


When this gauge is set at the desired 
amount of air pressure it will exhaust 
instantly any surplus air, thus assur- 
ing the motorist that the correct 
amount of air is in his tires. 

The air line or the pump is fastened 
to the air gauge and the pump 
started, after which it is not removed 
again until the air is heard escaping, 
showing that the tire has the right 
amount of air in it. The “Pop Off” 
tire gauge is priced at $1. 


S0 








Jobbers to Meet in Chicago 


The National Association of Auto- 
mobile Accessory Jobbers will hold its 
next meeting in Chicago July 21. The 
charter membership will remain open 
until that date, those coming in on 
this basis being relieved of the pay- 
ment of the first quarter’s dues. En- 
couragement has been received from 
both manufacturers and jobbers. 


The “Advance-Toledo” Tire 
Pump 


The Advance Machinery Company, 
Toledo, Ohio, is marketing the “Ad- 
vance-Toledo” pressed steel tire pump. 
The cylinder and upper half of the 
crank case of this pump is a steel 
stamping carefully heat treated to 
give a refined grain and such hardness 
as to secure durable wearing surface. 
The cylinder is accurately reamed and 
burnished. The lower half of the 
crank case is a steel stamping. The 
piston is made of cylinder iron and is 
finished by grinding. The piston rings 
are made of soft steel by a special 
rolling process. The crank shaft is a 
drop forging, heat treated. The main 
bearings are on each side of the crank. 
These bearings are of nickel babbitt, 
die-cast in each pump body. This 
method of constructing the bearings 
gives rigidity of the bearing mounting 
in the pump body. 

The gear shift is designed so that 
the sliding gear on the pump crank 
shaft is assembled with the hub on 
the outside. This gear is put into 
engagement with the drive by moving 
or sliding in; therefore the force of 
the drive is brought close to the pump 
bearing. The intake is of the ported 
type. This type gives uniform torque 
per revolution. It also fills the cylin- 
der on each suction stroke completely. 
The intake port is covered by a skirt 
or protector that is a very efficient 
device for preventing dirt, sand and 
other injurious substances from being 
carried into the cylinder by the in- 
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Sound 


Your 
3 32, 560 Tim es Hand Operated Spartons, $4.00 


and it will be good for 


as much more service 



























N a factory test conducted 

by the Hudson Motor Car 

Co., the Sparton horn was 

sounded 332,560 times, showing at 

the end that it could without doubt 
repeat the test. 


One hundred blasts a day for nearly ~ 
ten years would be required to equal 
this test. | . 


ION 


Automobile Horns 


are regular equipment on 90 per cent 
of American cars furnishing motor 
driven horns. 

Sparton Motor Driven Horns from 
$8.00 to $15.00, identical in design 
and quality, differing only in size 

and shape. 
Sparton Hand Operated Horns 
$4.00, all finishes. 


The entire line is on exhi- 
bition at most dealers’ 
— Catalogue on Request 


The Sparks- 
Withington Co. 


Jackson, 
Mich. 














Motor Driven Spartons 
$8.00 to $15.00 
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rushing air. 
the top end is special, having a large 
opening into the hose and a large sub- 

















The “Advance-Toledo” tire pump 
stantial thread at the hose end. The 
stub form of tooth is used on all the 
gears, giving great strength. The 
piston displacement of this pump is 
7 cu. in. of air per stroke. This pump 
is very easily installed, all details that 
are needed being a screwdriver, a 
wrench and a file. The installation 
may be made in a few minutes. The 
“Advance-Toledo” pump, together with 
all the necessary fittings for any make 
of car, is priced at $15. 


Norwalk “High-Pressure” 
Tubes 


-—The Norwalk Tire & Rubber Com- 
pany, Inc., Norwalk, Conn., is manu- 
facturing the Norwalk “High-Pres- 
sure” tubes, all of which are made 

















One of the Norwalk “High-Pressure” 
tubes 


from the highest grade Para rubber. 
The company states that by scien- 
tific methods it has obtained excep- 
tional quality in its finished product. 
In the manufacture of these inner 
tubes, tubing machines are not used, 
but instead the tubes are made by lay- 
ing together thin plies or sheets of 
rubber. This laminated construction 
produces a tube which the company 
claims will not split. 
Norwalk “High-Pressure” tubes are 


The hose connection at 





covered under a guarantee which 
states that they will not take a per- 
manent set or become “baggy.” Crack- 
ing, leaking at the splice and leaks 
due to defective material or workman- 
ship are also covered under the guar- 
antee. 

These tubes are made in all sizes, in 
both gray: and red rubber, from 26 by 
2% in. to 41 by 6 in. 


The “Motor-Eye” 


W. Lewis Mack, 20 West Jackson 
Boulevard, Chicago, IIl., is marketing 
the “Motor-Eye,” which is a device 
for indicating a condition of abnormal 
heat in the cooling system of an auto- 
mobile. 

The “Motor-Eye” has a mercury- 
charged, metallic thermo conductor 
rod which is in direct contact with the 
water as it leaves the motor. It 
shows the driver the motor tempera- 
ture at all times. The manufacturer 
states that this device warns the 
driver of all troubles due to excessive 
heat in the region of the motor, ab- 
normal heat in the cooling system 
(which indicates a lack of oil for 

















The “Motor-Eye” 


lubrication, low water in the radiator, 
broken, a lost or loose fan be't, a 
broken or clogged water pump, a pocr 
carbureter adjustment, open petcocks 
or leaking connection or an emergency 
brake not fully released). 

In order to attach the “Motor-Eye” 
to an automobile it is only necessary 
to drill a 7/16-in. hole in the radiator 
cap and insert the device, tightening 
the lock nuts which are supplied with 
it. This indicator is priced at $2.50, 
and it is finished in either ebony, 
black or nickel. 


The “Off-An-On” Tire Tool 


The Stewart Accessories Company, 
820 West Warren Avenue, Detroit, 
Mich., is manufacturing the “Off-An- 
On” tire tool, which is intended for 
changing clincher-type tires. This 
tool can be used equally well on all 
makes of clincher tires, the size of the 
tire making no difference. 

The tool is inserted and the wheel 
moved. The movement of the wheel 
removes or replaces the tire. The 
company states that it is impossible 
for the “Off-An-On” tire tool to injure 
the tire. It is also pointed out that 
the manufacturer has exercised great 
care in the construction of the tool to 
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insure against the possibility of dam- 
age to the inner tube in use. It is 
also impossible for dirt, etc., to drop 

















Removing a casing with the “Off-An-On” 
tire tool 


into the casing while it is being put 
on. 
Besides being an economical meth- 
od of attaching and detaching casings 
the company lays stress upon the 
point that this device is a time-saver, 
effecting a saving of from 10 to 40 
min. when making a tire change. It 
is priced at $1 retail. 


“Fairy” Motorcycle Tail 
Lamp 


The Twentieth Century Mfg. Com- 
pany, Newark, N. J., maker of the 
Twentieth Century bicycle lamps, is 
manufacturing the “Fairy” motor- 
cycle tail lamp, which is recognized at 
once by its characteristic cylindrical 
form. 

The “Fairy” motorcycle tail lamp is 
a one-piece aluminum lamp, with a 
white light at the rear for illuminating 
the license plate and a red light form- 
ing the lamp face. It is attached to 

















The “Fairy’ motorcycle tail lamp, made 
by the Twentieth Century Mfg. Company 


the mudguard of a motorcycle and the 
company states that it will prove to 
be satisfactory and durable. 


DALY & MorIn, LTp., Lachine, Que- 
bec., have been incorporated with a 
capital of $500,000, to manufacture 
window shades, etc., and deal in hard- 
ware. The incorporators are W. J. 
Daly and Albert Morin. 
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One-Piece 
Heavy 
Stone 


All Sizes 


Price 


$7 25 


For High 
Powered 
Automobiles, 
Trucks and 
Stationary 
Engines 
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Built-in 
Reliability 


Reliability is fully appreciated only in emergencies. 

At such times you can place your confidence in 
Champion Spark Plugs. 

Champions have the built-in ability to withstand the 
unusual as well as the usual strains of motoring. 

We furnish a specially designed Champion Plug for 
each motor design—Ford, Overland, Buick, Stude- 
baker, Maxwell, and over sixty others. 

We subject each separate Champion plug to every 
conceivable test in the motor for which it is intended. 

Each is exhaustively tried out under racing condi- 
tions. It is given rigorous tests at the highest speeds 
under every conceivable load. 

It receives test after test until we know positively 
that it will stand up perfectly under the greatest stress. 

This is the process that develops Champion Relia- 
bility. 

This explains why we are able to back Champion 
Spark Plugs with an out-and-out guarantee. 








Champion Guarantee 


Complete satisfaction to the user—free 
repair, replacement or money refunded. 


A Word to Dealers 


Motorists, almost universally, demand Champions. These 
plugs sell themselves. Many successful dealers handle them 
to the exclusion of all others. Make your line a Champion 
line. Write us today. 


Champion Spark PlugCo. 


1711 Upton Ave. TOLEDO, O. 
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The “Klearglow” Light 
Diffuser 
H. G. Paro, Michigan Boulevard 


Building, Chicago, IIl., is marketing 

















The “Klearglow” light diffuser 


the “Klearglow” light diffuser for au- 
tomobiles, which, it is stated, guards 
against accidents caused by the glare 
of unshielded headlights or by bad il- 
lumination. The “Klearglow” casts a 
brilliant light without a blinding 
glare. The manufacturer states that 
it does not cut down the light, but 
spreads the rays in an unclouded, di- 
rect manner, so that the path in front 
of the car is well illuminated. 

This device is a combination of a 
reflector and a fine glass distributor, 
the latter having ground or frosted 
facings, with concentric corrugations. 
No metal enters into the construction, 
as it is made entirely of glass, in one 
piece. The direct rays pass through 
the clear portions of the distributor, 
while other rays strike the frosted 
glass, thus eliminating the glare. This 
arrangement, the maker states, al- 
lows a maximum use of the power 
furnished by the lamps and distributes 
the light practically and economically. 

An advantage of this diffuser is 
that it complies with all laws covering 
the headlight problem. These diffus- 
ers sell for $3.75 per pair. 


Pneumatic Spring Shock Ab- 
sorbers for Ford Cars 


The Garage Equipment Mfg. Com- 
pany, Milwaukee, Wis., is marketing 
the “Gemco” pneumatic spring shock 
absorbers for Ford cars. In addition 
to the sensitive - chrome-vanadium 
steel spring this shock absorber is 
equipped with a piston which operates 

















The “Gemco” pneumatic spring shock ab- 
sorber for Ford cars 


in the cylinder in such a way as to 
form an air cushion at the top and 
bottom of the cylinder. 

The air cushion, in connection with 
the spring, assures smooth riding. 
The company states that these shock 


absorbers eliminate vibration through- 
out the car, save the tires and enable 
the driver to attain high speeds. The 
bearings of the “Gemco” shock ab- 
sorbers are bushed with renewable 
bronze bushings, which, when worn, 
can be replaced at a very small ex- 
pense. 

There is ample lubrication on all 
parts, and it is only necessary to re- 
pack the plunger once about every 
1000 miles. This can be done by sim- 
ply removing the cap. The cylinder 
being airtight, it is naturally proof 
against water and dust. These shock 
absorbers sell for $15 per set of four 
and $8 per set of two. In ordering it 
should be specified if absorbers are 
wanted for the Ford touring car or 
the roadster. 


The “Carver” Tire Pump 


The Osborn & Stephenson Mfg. 
Company, Plainville, Conn., is manu- 
facturing the “Carver” compound, 

















The “Carver” compound, double-acting 
pump 

double-acting tire pump. This pump 
is made with transfer tubes (a pat- 
ented feature) connecting either end 
of the low pressure cylinder with the 
opposite end of the high pressure 
cylinder, the pistons being double and 
working in both directions of the 
stroke. 

It is stated by the company that 
the “Carver” pump is a high-grade 
instrument. The cylinders are of 
heavy brass tubing and the cup 
leathers are of the finest tanned calf- 
skin, which, the company states, 
should last indefinitely. The air tube 
is of exceptionally good quality. The 
handle is made of hard wood, and it 
is supported upon the piston rods by 
a solid yoke, making it rigid, strong 
and lasting. The construction and 
workmanship of this pump is stated 
to be very good. Each of the “Car- 
ver” pumps is covered under a strong 
guarantee. They retail at $6 each. 


“Rad-Fix” 


The Radiator Fix Company, Inc., 29 
Broadway, New York City, is manu- 
facturing “Rad-Fix,” which is a radi- 
ator solution guaranteed by the manu- 
facturer to have no injurious effects 
to the motor car. The company states 
that the action of this solution on lead, 
copper and brass causes a permanent 
weld on the outside of the radiator, 
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thus making the radiator leak-proof. 

The company also points out that 
“Rad-Fix” will pass through the 
meshes of the strainer screen and 
that therefore it will not clog. This 

















A can of the “Rad-Fiz” solution 


solution is left in the radiator indef- 
initely. It has powerful cleansing 
properties, the company states, and it 
also will eliminate corrosion and im- 
prove the coiling system. “Rad-Fix” 
boils at 260 deg. Fahr., an advantage 
in hot weather. This solution is priced 
at $2.50 for a gallon can. 


The Quaker “T.T.T.” 
Casing 


The Quaker City Rubber Company, 
629 Market Street, Philadelphia, Pa., 
is marketing the Quaker “T.T.T.” 
casing, which has a non-skid tread 
that the company claims keeps the 
car under control at all times. All 
Quaker tires have a white tread of 
“tempered” rubber that does not pick 
out, pull out or chip. It is also claimed 
that the plies will not separate. 

The process of “tempering” the 
rubber is a secret one, and the com- 
pany states that this process makes 
it possible to impart to the tire the 
requisite degree of hardness, tough- 
ness and elasticity necessary for 
satisfactory service. It is also claimed 
that these tires give exceptionally 
long mileage. They are made in both 
smooth and non-skid treads. The 
Quaker tires fit any quick-detachable, 
straight-side or clincher rim, and they 
are adapted to use on any weight or 
make of car. 

The company also manufactures 
Quaker motor tubes, which are made 
from the best quality material. The 











” 


QUTSe 


¥ 
” Lo Me al 





Sl a ee ee 
~ 
— ae 


, 2 i ae 
a 
ee 
bs i ae 


AA 
athe, hel thai 





a 


<7 


~ 





vf 
a 








One of the Quaker “T.T.T” non-skid cas- 
ings 

secret “tempering” process is also 
employed in the manufacture of these 
tubes, and the company lays stress on 
the fact that this method of manufac- 
ture makes them very nearly proof 
against blow-outs. 
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This New Garford 
Horn Is Doing 
Well, Thank You 


We never dreamed that it would “‘take’’ with the trade as 
quickly as it has. 


Been out on the market for a few months now. Auto- 
mobilists everywhere have already responded enthusiastically 
to our efforts in putting out a perfectly reliable, medium- 
priced warning signal. 


We congratulate those dealers who got first pick at the 
profits which go with the Garford Hand Operated Warning 
Signal at $3.85. 


But things have just commenced! This new auto acces- 
sory is bound to be the biggest buy in all motordom before 
the summer season is over. 


May we give you several concrete reasons why and mail 
you complete descriptive matter? 


The Garford Manufacturing Co. 
100 Olive Street, Elyria, Ohio 


Distributors: 


The Garford Mfg. Co. The Dean Electric Co. The Sumter Telephone Supply Co. The Dean Electric Co 
Kansas City, Mo. Los Angeles, Cal. Sumter, S. C. Seattle, Wash. 
Canadian Distributors: The Tire Import Co., Toronto, Can. 











Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


FAYETTEVILLE, ARK.—The Philips Hardware Company has 
reduced its capital stock from $16,000 to $12,000 and requests 
catalogs on automobile supplies, baseball goods, belting and 
packing, builders’ hardware, building paper, cutlery, fishing 
tackle, hammocks and tents, mechanics’ tools, heavy hard- 
ware, lubricating oils, prepared roofing, ranges and cook 
stoves, pumps, sporting goods, shelf hardware, wagons and 
buggies and washing machines. 


STUTTGART, ARK.—The Conn Underwood Hardware Com- 
pany, successor to Conn Underwood & Co., has been incor- 
porated with a capital stock of $25,000, to deal in belting and 
packing, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, dog collars, electrical household specialties, 
fishing tackle, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks, harness, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, iron beds, kitchen cabinets, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 
ware, silverware, sporting goods, wagons and buggies and 
washing machines. The incorporators are Robert Conn, B. J. 
Underwood and B. B. Gibson. 


PLACENTIA, CaL.—C. R. Farrar has established himself in 
business here, carrying a complete stock of baseball goods, 
bathroom fixtures, belting and packing, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, crock- 
ery and glassware, cutlery, dog collars, electrical household 
specialties, fishing tackle, furniture department, hammocks 
and tents, heating stoves, iron beds, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, prepared roofing, ranges and cook 
stoves, refrigerators, shelf hardware, silverware, sporting 
goods, washing machines, vacuum cleaners and fireless cook- 
ers, on which he requests catalogs. 


VINCENNES, IND.—A new hardware and implement store 
has been opened by Thomas Daily, formerly in business in 
Montgomery, at 212 Busseron Street. His stock will include 
belting and packing, buggy whips, builders’ hardware, build- 
ing paper, cream separators, cutlery dairy supplies, dog col- 
lars, dynamite, fishing tackle, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, wagons and 
buggies and washing machines. Catalogs pertaining to light 
trucks requested. 


ANITA, lowa.—The Anita Hardware Company has changed 
hands. The Clardy Implement Company is the new owner. 


CENTRAL City, Iowa.—H. D. Wagner & Son have acquired 
the Ratislaw hardware and implement stock. 


Coon Rapips, lowa.—Knapp & Monosmith have bought the 
hardware stock of Patrick & Bump, and are now in posses- 
sion. Catalogs covering hardware and furnaces requested. 


CRESTON, Iowa.—J. H. Patt, who, for more than forty years 
conducted a hardware store, has disposed of it to John A. 
Malloy, and will retire from active business. The new owner 
will increase the present stock, and also handle a line of 
automobiles. 


GEORGE, Iowa.—The Beeman hardware store has been sold 
to E. E. Klinkenborg. 


IRETON, Iowa.—Elmer H. Atwood has purchased the Shaver 
hardware business. Baseball goods, bathroom fixtures, belt- 
.ing and packing, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
heating stoves, heavy hardware, home barbers’ supplies, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, pumps, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods, tin shop and washing machines are among 
the items carried in stock. 


MISSOURI VALLEY, Iowa.—The implement business of E. F. 
James has been bought by L. G. Vincent. 


St. CHARLES, Iowa.—The stock of J. M. Brown, consisting 
of buggy whips, builders’ hardware, churns, cutlery, dairy 
supplies, fishing tackle, galvanized and tin sheets, heating 
stoves, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, sewing machines, 
shelf hardware, silverware, pumps, wagons and buggies and 
washing machines has been bought by J. H. Beamer. Cata- 
logs requested. 


4.RKANSAS CITY, KAN.—Mears Brothers, whose store was 
recently destroyed by fire, are temporarily located at 100 
South Summit Street. 


MARQUETTE, KAN.—Wilson Brothers have established them- 
selves here, carrying a stock consisting of baseball goods, 
bathroom fixtures, buggy whips, builders’ hardware, churns, 
cream separators, cutlery, dairy supplies, dog collars, fishing 
tackle, galvanized and tin sheets, heating stoves, heavy farm 
implements, heavy hardware, home barbers’ supplies, kitchen 
housefurnishings, lubricating oils, pumps, ranges and cook 
stoves, shelf hardware, sporting goods, tin shop, wagons and 
buggies, and washing machines. 


OTEGO, Kan.—M. K. Hollar has commenced business here, 
carrying a stock comprising baseball goods, buggy whips, 
builders’ hardware, building paper, churns, cream separators, 
cutlery, dairy supplies, dog collars, fishing tackle, galvanized 
and tin sheets, gasoline engines, hammocks and tents, har- 
ness, heating stoves, heavy farm implements, heavy hard- 
ware, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, shelf hardware, sil- 
verware, tin shop, wagons and buggies and washing machines. 
He requests catalogs on furniture. 


PAWNEE Rock, Kan.—The Lile Hardware Company is now 
occupying its new building, which has been stocked with a 





complete line of belting and packing, bicycles, buggy whips, 
cutlery, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, kitchen cabinets, lubricating oils, paints, oils, 
varnishes and glass, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
wagons and buggies and washing machines. Catalogs on 5 
to 50-cent goods requested. 


Rotita, Kan.—W. C. Steward, engaged in the hardware 
business at Hugoton, has also opened a branch store here. 
The firm name is the Steward Hardware Company, and the 
stock consists of automobile accessories, baseball goods, belt- 
ing and packing, bicycies, buggy whips, builders hardware, 
children’s vehicles, churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dog collars, dynamite, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, wagons and buggies and washing 
machines. 


HOPKINSVILLE, Ky.—The F. A. Yost Company, Inc., handling 
hardware, buggies and harness, has added a line of automo- 
bile accessories and tires, on which it requests catalogs. 


WILLIAMSTOWN, Ky.—The Williamstown Lumber & Hard- 
ware Company has been incorporated to deal in paints, oils, 
varnishes and glass, mechanics’ tools, builders’ hardware, 
fishing tackle, washing machines, heavy hardware, etc., by 
Thomas B. Thames, Arthur C. Bishop and J. W. Bennett; 
capital $10,000. 


HINSDALE, Mass.—Arthur W. Baldwin has started in busi- 
ness. His stock includes buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
dairy supplies, dog collars, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, shelf 
hardware, tin shop and ‘washing machines. Catalogs re- 
quested covering hardware, automobile accessories and bath- 
room fixtures. 


NORTHAMPTON, Mass.—L. L. Campbell has purchased an 
interest in the firm of J. A. Sullivan, and the name has been 
changed to J. A. Sullivan & Co. 


READING, Mass.—Albert F. Vye has opened a store at 34 
Haven Street, carrying a stock of baseball goods, bathroom 
fixtures, builders’ hardware, building paper, cutlery, elec- 
trical household specialties, fishing tackle, furnaces, galvan- 
ized and tin sheets, hammocks and tents, heating stoves, 
kitchen housefurnishings, lime and cement, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, ranges and cook stoves, 
shelf hardware, silverware, sporting goods and tin shop. 
Catalogs requested on the above items. 


DETROIT, MicuH.—The Northwestern Hardware Company 
has started in business here, with a complete stock of hard- 
ware and paints. 


ETROIT, Micu.—The Arcade Hardware Company, which 
FO sana both a wholesale and retail business, has moved 
into its new store on Grand River Avenue. It makes a 
specialty of builders’ hardware, and carries a complete stock 
of tools, cutlery, sporting goods, paints and glass, stoves and 
gas ranges, and in addition does a tinning business. A line 
of pipe fittings is also handled. 


DETROIT, Micu.—The Frazer & Puffer Company has com- 
menced business here, with a stock of builders’ hardware, 
tools, cutlery and housefurnishings. 


BREWSTER, MINN.—J. H. Mahoney & Son have bought a 
hardware business. Bathroom fixtures, belting and packing, 
buggy whips, builders’ hardware, churns, cutlery, dog collars, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, harness, heating stoves, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, plumb- 
ing department, prepared roofing, pumps, ranges and cook 
stoves, shelf hardware, silverware, sporting goods, tin shop, 
toys and games and washing machines comprise their stock. 
Catalogs requested on general hardware. 


BROWERVILLE, MINN.—L. Cizek & Son, dealing in automobile 
accessories, belting and packing, builders’ hardware, cutlery, 
dairy supplies, fishing tackle, mechanics’ tools, pumps, silver- 
ware, etc., requests catalogs covering hardware and furniture. 


Eyota, MINN.—The Eyota Hardware Company has been 
sold to Henry Warbur. 


HADLEY, MINN.—A _ branch implement store has been 
opened here by Peterson & Rotnem of Lake Wilson. Cata- 
logs requested on automobile accessories, cream separators, 
heavy farm implements, gasoline engines, wagons and bug- 
gies and washing machines. 


LAKE City, MINN.—The interest of A. C. Abraham in the 
Miller-Abraham Hardware Company has been purchased by 
H. C. Miller. The new firm will continue business under the 
title of the Miller-Wise Hardware Company. 


LAKE ParRK, MINN.—Peter H. Hanson & Co. has been 
incorporated by Peter H. Hanson, Nels Frisk, and others, to 
deal in belting and packing, cutlery, fishing tackle, mechanics 
tools, builders’ hardware, etc. 


McINTOosH, MINN.—J. H. Holton & Co., has taken over the 
John L. Hagen hardware business. 


PRESTON, MINN.—John A. Johnson has purchased the store 
building and hardware stock of Thomas Frankson. The new 
proprietor is now in possession, and requests catalogs. 


RENVILLE, MINN.—Heins & Co. are successors to E. H. 
Heins. Catalogs requested on galvanized goods. 


SWANVILLE, MINN.—The implement stock, consisting of 
automobile accessories, cream separators, gasoline engines, 
heavy farm implements, pumps, shelf hardware and wagons 
and buggies, formerly owned by J. J. McRae, has been 
acquired by William Trampe. Catalogs requested. 
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The fastest cars of foreign manufac- 
ture had no plug trouble, three of the 
tastest American machines w 
equally free from it, but the majority_of 
the contestants were sufferers. It was 
the Mercedes and Peugeot that had no 
spark plug difficulty during the practice 
for last year’s French Grand Prix, every 
other car in that race having ignition 
trouble. The Sunbeams have never been 
able_to overcome the tendency for the 
plugs to fail and it is only the slower 
of the American cars that seem fairly 
free. Even among the slowest, however, 
there was a good deal of plug changing 
done. Peuceot 2 
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A noticeable fact in the reports of the Indianapolis 500-mile 
race was the prevalence of spark plug trouble. 


ASTER procs 


answer the suggestions of experts for the elimination of Spark 
Plug troubles. 3 

An expert, commenting on the measures necessary to overcome 
this vital trouble suggests that provision be made which “would 
give wider insulating areas and enable better allowance to be 
made for expansion.” 


ISSN) 


That suggestion is already a tested and proved fact 
in Master Spark Plugs 


l 


} 
| 


The core of the Master will not break even under terrific heat 
because ample provision is made for expansion and contraction. 


The imported porcelain ts the finest obtainable. 


6000 Master Spark Plugs were tested under the most 
gruelling conditions. 

Extreme heat—extreme cold—over-oiled cylinders— 
poor current—speed—heavy loads—and many others. 

After a year of service— 


After running nearly 3 hours the gear Not a single report was received of failure of any 





case cover came loose and he stopped to get hind. 


fixed, but this was far from serious, as the 
job was done in 30 seconds while the pit 
attendants changed some tires. 


Not even one broken insulator. A record never before 
oe or even approached by any other ‘type of spark 
plug. 





MASTER 


hours running he had to stop again tof™ 
change spark plugs and fina @ copper The Quality Spark Plug of the World— 


pipe which takes oil to the camshaft broke 


—will not carbonize or short circuit— 


and had to be bound up with a length of —will always fire even in an over oiled cylinder— 


—will give a hot fat spark even on a weak circuit. 


rubber hose. This happened at 4% hours The Master will not leak compression. 


from the start. Here failure of 


is traceable 


Failure of spark 
the demand upe® 


ave trouble 
ut in, sugges 
p heating. T 








axwell Retirement 


up to chase, money will be refunded if requested on 
stand Pp return of plugs where purchased— 

not only shows our confidence in the Master, but indi- 
ax- cates our determination to stand back of wn 


. every plugsold by us. 
the wit drawal of he Not only in Racing Cars— 
xamination of t —but in every motor car— | 
well and € —under every kind of condition— 


almost as Soon S 
ted that they WE 


The sparking points have low resistance and there- 


the pipe fore use less current, and— 


—if it is ever necessary— 

The Master can easily be cleaned and re-assembled 
without danger of injury—it is so very simple—yet 
heavy and substantial in construction. 

The Master combines every merit required in a 
spark plug—with an utter absence of any faults. 

If nerfection has been reached in spark plug con- 
struction— 


The MASTER Is}Perfection 


Our unqualified guarantee— 
After using Master spark plugs for 30 days, if 
you are not entirely satisfied with your pur- 


m| 


The Master will prove itself con- 
stant and unfailing in its action. 
—Positive always and free from 
defects or faults of any kind. 
‘The Master will stand the Gaff’’ 
Three models— 
Regular length.$1.00 each—retail 
Extra liong.. .$1.2each—retall 


Master Special Model for Ford 
s $1.25 each—retall 


| EE 
oon ay 8 ML oo 


Master Spark Plugs will give just as long 
satisfactory, consistent service in six, eight or 
twelve cylinder high speed engines under the 
heat conditions which develop in motors of this 
type as in engines of four cylinders which have 
less tendency to extreme heat. 


Hartford Machine Screw Co. 


488 Capitol Avenue 
HARTFORD, CONNECTICUT 


The Master Spark Plug ia 
heavy and substantial in con- 
struction. 

The Master has a massive 
insulating core which ia of 
special nature and will with- 
stand strains that are destruc- 
tive to ordinary 1+ ore. 

Well cushioned seat allows 
ample room for expansion and 
contraction. 
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The Popular Syracuse Garden Barrow 


In addition to being the Strongest, this is 
the handsomest Barrow on the Market. 


No. 141 Medium with Wood Wheel 
No. 151 Medium with Steel Wheel 
No. 142 Large with Wood Wheel 

No. 152 Large with Steel Wheel 

No. 143 Extra Large with Wood Wheel 
No. 153 Extra Large with Steel Wheel 


Handles, legs and wheel are painted red. Sides 
and front olive. Handsomely striped and orna- 
mented. All well coated with a durable varnish. 

Frame is well made of seasoned ash with three cross-bars 
mortised into the handles. Bottom boards are set into the rear 
cross-bar, which prevents splitting at the ends. Strongly braced 
throughout. Furnished with springs when desired. 


Syracuse Chilled Plow Co., Syracuse, N. Y., U.S. A. 















66 ° ° ° 99 Actually Repairs Any 
The Missing Link Chain Better Than New 
Drop Forged from High Grade Steel. Sizes %4 Inch to 154 Inch. It is the only Link as Strong as Same Size Chain 


Just place the two halves to- 


An instant repair for broken 
P ~ ig and head over the rivet- 


chain; actually neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 
tractors, Loggers, Mining Oper- 
ators, Railroads, in fact, anyone 
who uses chain ought to know of 
and use Missing Links. 


P' The interlocking lug and rein- 
forced hole make it twice as 
strong as any other link. It takes 
but a minute to insert it, saving 
expense and much valuable time. 
Use this link; take no chances. 
Lose No Time in Repairs. 





PATENTED 


Send for illustrated catalogue showing 1500 articles of Marine Hardware, etc. 


THOS. LAUGHLIN COMPANY - - Portland, Maine 











The Sale— 


More than half the horse nails used in the 
United States annually are the Capewell 
product. 

Therefore, Capewell nails are sure to move 
fastest from the Merchant's shelves. 

Another thing which interests Merchants— 
orders repeat. Satisfied horseshoers come back 
for more. 

Best nail in the world at a fair price—not 
cheapest regardless of quality. 


The Capewell | Horse Nail Co. 


HARTFORD, CONN. 


The Largest Manufacturers of Horse Nails in the World 


The Nail— 


The Capewell nail. For many years it has 
been considered the leading nail of the world. 
Easiest to drive—surest to hold—safest to 


Wi) 








use. 

The nail which does not fail. It holds the 
shoe and the customer. 

There's a pattern on the head of each Cape- 
well nail formed by lines crossing each other 
diagonally. A distinguishing feature of the 
brand. 
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The Classified Directory appears in the first issue of each month 
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Sa HRs ent les ensass | Wits. 6. 80 RO oc, 93 
, Jacobs Bros Remington Arms U. M. C. Co... 36 Whitman & Barnes Mfg. Co.... 92 
d D JACODS DOS, cccccccscevecececs - Wickwire Brothers, Inc.......... 11 
| Jenckes, E., Mfg. Ril wdepev des Py howe wwe & UE AID: 42 9704 anes ~ Williams J H.. & C 1 
Sicilia OCs 95| Richards-Wilcox Mfg. Co....... 75 Ee ee ey ee eh eS ERK , 
Darby, Edward, & Sons........ 99|- ae Slo a its ie geteaaaaa SG Ges sé caecwmiewans 192| Worcester Lawn Mower Co..... 100 
| Jennings, Russell, Mfg. Co...... 97 | |'Wright Wire Co 27 
Dazey Churn & Mfg. Co........ 12} : asa |Robertson, Arthur R........... 95) once vite th nad hea vy 
| Johns-Manville, H. W., Gatives<s 39 5 | Wright Wrench & Fc ; Cc 102 
me Maven Mig. Cos. sce csdcccns 29 | Robin Hood Ammunition Co....103) S ae 
De Kalb Wagon Co.........000: 97 | Rock Island Mfg. Co........... 102 | 
| - ) y 
Delphos Mfg. Co..........+-00- 98 | K Root-Heath Mfg. Co............ 97 Y 
metta Pile Works. .« v.c02cteesss 105) | Rose, William, & Bros.......... 32| 
CU A ss aos bn weet 28| K'ein, Mathias, & Son.......... 9 | Rugg, a: mad ae Gietsmine Gee of 103| Yerdon, William ......... 0.0. ido 
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Current Metal Prices 


The quotations given below are for small lots, as sold from 
consumers whose requirements are not 


As there are man 


earload lots from mills, these prices are given for their convenience. 
On a number of articles the base price only is given, it being impracticable to name every size. 


stores in New York City by merchants carrying stocks. 
Sufficiently heavy to warrant their placing orders with manufacturers for shipment in 





IRON AND STEEL— 

Bar Iron and Soft Steel Bars— 
os iron: Per Ib. 
1 to 1% in., round and square... > a by 85c 
1% to 4 in. x to 1 i 80 @1.85c¢ 
1% to 4 in. x % to 5/16 in. TI 12loo@ 2.086 
Burden’s H. B. & s. Bar Iron, base price, 
2.95 @3.05c 
Burden’s Best bar iron, base price. .3.15@3.25c 
Norway bars..... le , 3.40 @3.50c 


Soft steel: 
% to 3 in., round _ square....1.90@1.95c 
SLs Se eee eee 1.90@1.95¢ 
1 to 6 in. x % and 5/16 in..... 2.05@2.10c 
Rods—% and 11/16 in........... 2.00 @2.05c 
jands—1% to 6 x 3/16 to No. 8...2.20@2.25c 


Shapes 


and channels—3 to 15 in..1.95@2.00c 


Beams 


Angles: 
Sim, = 36 i. aed Terme... .scccs 1.95 @2.00c 
3 in. x 3/16 in. and % in...... 2.40 @ 2.45c 
1% to 2% x Ig I nN ie Aa a 2.15 @2.20c 
1% to 2% in. x 3/16 in. and thicker, 
2.05 @2. 10c 
Sey & Be, | “ee 2.15 @2.20c 
x 1% x ee Ee ee ; 
Ye x 8 7 
4% x & 1 ‘ 
%x & i 3.55@3. 60c 
% to 3/32 i 4.60 @4.65c 
Tees: 
: o> & -2°s 
1% in. x Tf * "3/16 in 


1% to 2% x \% in 
te Sf. OR Se: 8 Beer 2'20@2. '25¢ 


3 ‘la. and EG. soc tn tewucewen 2.00 @2.10c 
Merchant Steei— 
Bessemer machinery ..........-- 1. 90@1. 95c 
Tee calk, tire and sleigh shoe...... 2.05@3.15¢ 
mest cast steel, base price in small lots 
Tank Piates—Steel— 


14 in. and heavier 
3/ 16 in. 


Per lb., 2.10c 
Per Ib., 2.15c 


Box Annealed—Black. 


One pass, C. R 


R.G., 
soft steel. cleaned. 

















Russia, Planished, &c. 
Genuine Russia, according to assortmen 


Patent planished, W. Dewees Woo 


Galvanized 


Nos. 12 and 14 
Nos. 22 and 24 
No. 26 

No. 
No. 
No. 
No. 


Corrugated Roofing—Galvanized— 
2%-inch corrugation, 


flat sheets. 


Corrugated Roofing—Painted— 


2y%4- — corrugation. 





Genuine Iron Sheets— 
Galvanized 


Tin Plates— 
American Charcoal Plates. 


AAA charcoal: 
IC 


American Coke Plates—Bessemer 


[C 14 x 20, 107 Ib 
[IX 14 x 20 


American Terne Plates. 
x 28 with an 8-lb. coating 
28 with an 8-lb. coating 


IC 2 
IX a 


Brass and Copper Tubes, Rods and Wire 
Manufacturers have withdrawn all quotations 


because of unsettled prices of 
and will only name prices to actual buyers. 


Copper Sheets. 
Manufacturers have withdrawn all quotations 
because of unsettled prices of 


28 gauge, 36-in. wide, 10c. higher. 


Per 100 sq. ft 
Per 100 sq. ft 
Per 100 sq. ft.. 


Per Ib., 13617%c Straits, 


d, 
Per Ib. A, 10c; B, 9c net 


Per Ib. 5.15c¢ 
Per Ib. 5.55¢ 
Per Ib. 5.70c 
Per lb. 5.85c 
Per Ib. 6.00c 
Per Ib. 6.40c 


Casting 
Western 


No. 
10c per 100 Ib. over 


peeertoen 
Bar 


Per Ib. 7.00c 
Per lb. 7.75c 
Per Ib. 8.50c 











Hallett’s 
Other 





pure), 
f*o.b. 


Copper, 


Copper, 
raw materials : 
Brass, 
Heavy 
No. 1 





Lead, 
raw materials, 


and will only name prices to actual buyers. 


pig 


Lake ingot 
Electrolytic 


9 base, casks 
No. 9 base, o 


Cookson’s 


Per Bis ccc 


METALS— 


Per Ib., 42@43¢ 


Per Ib., 23 @23%e 
Per lb., 22% @23%c 
Per Ib., 21% @22¢ 


Spelter— 
Per lb.,28 @30c 


Per lb., 30c 
Sa obese obs heawan 2 Per Ib.. » 30%e 


pig Per lb., 614 @7e 
Per Ib. a 


@— 


Solder— 


x i” guaranteed 
No. 


Prices of solder indicated by private brand 
vary according to composition. 


Antimony— 
Per lb., 50@55ce 


Per lb, » 42@45e 
Per lb., 40@4le 
$3.75 @$4.00 


AlumiInum— 


No. 1 aluminum (guaranteed over 99 per cent, 
in ingots for remelting (ton lots) 


In 100 Ib. 


Old Metals— 


Vealers’ purchasing prices paid in seed York: 


whey 


heavy and crucible 
Copper, heavy and wire 
light and bottoms 
Brass, heavy 
light 
machine 
yellow rod brass turnings 

No. 1 red brass or composition turnings.. 


composition 








PAINTS, OILS AND COLORS 





Animal, Fish and Vegetable 
Oo 


ils— 
Linseed, Raw, 
City, five-bbl. lots and over. 
= town, five-bbl. lots and Dom 
Cobalt, 


54¢@— 
Boiled, 1¢ @ gal. advance on Raw. 
Lard, Prime, Winter .. 86@88 Whiting 


Carload lots. 
55¢@— 


Cotton seed, Crude, f.o.b. 


ni -— @— 
Yellow, Summer, Prime. 6 @ 6% Putty, 
White, Summer 6% 
Yellow, Winter 
Tallow Oil, Acidless.... 


Menhaden, Brown 
@40 


@a— 

r= 

@41 

ched @43 

White, Bleached,Winter.44 @45 
Cocoanut, Ceylon spot ®Ib. 8 % @ 


Newfoundland 49 @50 
Corn <n PB 100 lbs. .6.35@6.40) 
Porpo y @45 
Olive. denatured 

Neatsfoot, Prime 
Palm, Lagos spot @ Ib.. 
oe — English, spot 

- 


Manchurian, spot, bbls. 


Mineral Olis— 
Black, x 28 gravity, 25@30 





mmer 
Cylinder light filtered.. 
D Itered 
fine, 903 - 
vity 


Miscellaneous— 


rop 
White Foreign #@ ton.$19.00@23.00 Blue, 


Amer. — white or 
float .-@ ton 16.25@17. 00 ‘Blue, 


Off color ’ 
Chalk, English . 


544¢@—| eee 
= China g Imported | Gree 
# ton 16.00@24.00 | Indian Red 


% In bladders 


In Machine bbls. 


| ie Button 
C 


de ton 12.50@14.00 Brown Vandyke 


.@ ton 


nominal French Ochre 
on nominal Green, Chrome 


een, Paris 


9.00 ' Venetian Red 
..8 tb 1.00@ 1. 1.05 Sienna, Raw 


Commercial— 


ID tins 
In 12% 50 Ib tins. 


Spirits, Turpentine— 
®@ gal. 


42 % _—— 


Gum Shellac— 
‘Bleached Commercial .. 
ry 


Sewanee Si aa 21% @22 
N. “U. 8. S. A.” 


4 Pe 
% Colors in Oll— 


Black, Lampblack .. 
Black, — Japan 


Blue. 


Sienna. Burnt 


@25 


White and Red Lead, &c.— 


ts @ ID 

Lead, English White = Sg Cy "a— 
Lead, Amer. White 6% ¢@— 
Oil White, 1008 ‘Packages, 


American, 


Litharge, powdered. 
7¢@ 


Zinc, Dry— 


® 
American dry 7% @8% 
Red Seal French proc.)25 @— 
Green Seal (French proc. )25% @— 
White Seal(French proc.)26 @-— 
German Red Seal (French 


Dry Colors— 


Black, 
Black, 
Black, 


| Bleck 


| Blue, 


Blue, 
. Fore 


Blue, Soluble 
Blue, Ultramarine 
Brown, Spanish .. 
Carmine, No. 40, bulk . 
Green, Chrome, ordinary. . 
Green. Chrome, pure.... 
Metallic Paint, @ ton, 
18. pot tod 00 


Red .14.00@18.00 


Ochre, American, 9 ‘tom: 94 
American, Golden, ® ® 4 
Foreign, Golden, ®# I.. 3 
French 


Orange, Mineral, 
French 
German 
American 

Red, Indian, English....— 
Standard American 

100 Ib 


English . 18 


Red, Turkey, English....— 
Red, Tuscan 
Red Venetian, 
American ..8 100 I $0.75@2.00 
English ....8 100 b — @— 
Rose Pink, American....16 @24 
Sienna, Italian, burnt and 
powdered 5 
Burnt, lump . 3% 
Italian, Raw, powdered. 5 
American, Raw 2% 
American, 
Powde 
Tale, 


French. ..# oon $15. 0020.00 


ion 18. qneye 00 








Raw and powdered . 
Burnt, American 
eee a 


885599999 
| oReamg cs 





ee ee 


cans. 
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No. 3300, Plain Edge 


Parallel Ccrrugations page 73. 


STANLEY JOINT FASTENERS 


See our full page advertisement on 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 





PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 to box. 
And in bulk. 








The Stanley Works 
NEW BRITAIN, CONN. 


e New York Chicago 


No. 3315—Saw Edg 
100 Lafayette Street 73 E, Lake Street 


Parallel Corrugations 








to Sell WHITE Adze 


They’re Known Everywhere 


Have you our catalogue ? 


65 Columbia St. 





No Explanations Are Necessary 


The L. & I. J. WHITE CO. 


Buffalo, N. Y. 


CRAY VV 


MAY SF gg SP wd \\ ; 
SIILLE QUIT ILIN 


yas 7 s 2 b “ vay 
A Sant he INO 


All Under One 
Trade Mark 


The greatest variety of sizes and 
styles of Taps and Dies made in one 
factory under one trade mark. 


lie 
ics 
GS Taps have specially bur- 


nished thread walls, reducing friction 
and producing smooth threads. 


BS sDies have the famous 
wedge grip—giving perpetual com- 
pensation for wear. 


Wells Brothers Company, Div. 
Greenfield Tap and Die Corporation 
GREENFIELD, MASS. 


107 Lafayette St., ‘New York 13 So. Clinton St., Chicago 

















STOVER MFG. CO. 


710 East St., Freeport, III. 


7 


‘ , : ¢ se 
A Hardware Firm in Your City To SellOur y, 4 ts 


New Improved Fireplace Dampers and o” 


Other Fixtures. 7 ge 
@ Contractors say this is the strongest and most convenient 7 - ~ 
Dome Damper made. @ Our new Catalog No. 1525 is > + 
ready to send out. It shows a nice assortment of “yr - #. 
Dome Dampers, Clean Out Doors, Ash Trap Doors, fw» & 
Cast Chimney Thimbles, Brass Thresholds, “ 
Andirons, Fire Baskets, Fire Sets, Fire 
Screens, Spark Guards and Gas Logs. 
@ Contractors need Dome Dampers, 
Ash Trap and Clean Out Doors 
now during the building season. 


@ Send for catalog today. y, 
f 
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y 
PA R are | =F sf | ai 7 : LTS 


“CAN’T TURN IN THE HOLE” 


ae (1) they’ll satisfy your trade; 
. The Bolts for you to handle, because  thepll pay you goed prodte. 


AskYyour Jobber. or write to us for 


les,tdis , ete. Manufacturers of Parker Products 
Jobbere: 1 rite las ae peenenkiion: Parker Supply Company, 518 West 45th Street; NEW YORK 











For cutting smooth 
running gears that 
will mesh correctly 





We Can 
Make Every 


$C | SE. 99 
MOR Kind and Size of Tap 
5 AR CUTTERS You can depend on our facilities and our 


capabilities to furnish any and every kind 


ARE UNSURP AS SED of tap your customers call for. 


For your convenience we list a few staple 
types of taps: 





| k L Bicycle rete eee Bolt 
: Bit Brace ate t apper 

n stoc t cy mean Brass Tubing Pedal Hand 

, . k | d Boiler Pipe Hob 

} qQuIcK sales and Sat- Metric Pulley Horse Shoe 

: Machine Screw  Staybolt Machine 


istied customers. Write for Catalogue No. 15 


BUTTERFIELD & CO., Inc., °Vermone’ 





TW LI BRANCH STORES: 
MORSE IST DRILL&MCH. CO. 126 Chambers sla. euiru aes wih os Ox; New York, City 
56 ESR ey ey eae ‘ ‘ 
NEW BEDFORD MASS. 1 So. Clinton kn éses de Ce ensbaseeeenanse sa Chicane, fl: 
310 EE: 2. o kabwe ps sacra bes eee Kansas City, Mo. 














Standard Machinists’ 
Swivel Jaw BenchVise 


Made with tempered steel Po Se 
faced. The- back jaw can be swiveled at 
will to fit irregular and taper work. 

Our absolute guarantee against ‘defects 
of any kind protects both dealer and cus- 
tomer. 

A full line of vises is described and illus- 
trated in Catalog 31. Get it before selecting 
your next stock. 


ATHOL MACHINE CoO. $3 Athol, Massachusetts 


























July 15, 1915 


HARDWARE AGE 











and t 
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Goodell Mitre Box 


Made of STEEL—Cannot Break 


For years this Box has been recognized as being first 
in quality and wmprovements, 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 


he new STEEL 


‘Write fer new 


Catalog B, de- 
scribing this 
and many 
other — features. 


GOODELL 
MFG. CO. 
Greenfield, | Mass. 








KEROSENE AND GASOLINE 





No. 67 Red-Hot Fire Pot 
Price Each $6.75 Net 


Red-tiot Fire Pots and Torches that 
wil) please and satisfy the most p:r- 
ticular mechanic, may be cbt:iied 
through your jobber at factory prices. 
The Kerosene stock is guarai teed ‘in 
the same way that gasoline is and will 
give you splendid satisfaction if oper- 
ated in accordance with directions. 


The No. 67 Kerosene Fire Pot produces 
a powerful blue flame and is made 
with seamless steel tank which will 
stand hard usage. We guarantee it to 
please you. Send for free Catalog. 


ASHTON MFG. CO. 
19 Nevada St., Newark, N.J., U.S. A. 




















Brass 





Copper Rod 
Rod 


Hard Rolled Copper 
Rectangular Copper 


We 


can furnish 


material at very close prices and 
make good delivery. 


Write us when you are in the 


market. 


The Eureka 


NORTH EAST 


Company 


any of this 




















THE ROBERTSON 
“Horseshoe Magnet” 


Trade Mark Reg. U. S. Pat. Off. 


Hammer 


lh 





The best magnet hammer 
It holds the tack 


Write for illustrated price list. 


ARTHUR R. ROBERTSON, Sole Mfr. 


144 Oliver Street 


Boston, Mass. 


Owner of the “Horseshoe Magnet”? Trade Marks, 























HARDWARE DEALERS: 


EVERY PAIR OF 


KLEIN PLIERS 


You sell will make 
a satisfied cus- 
tomer for you. 

Write for cata- 
log describing our 
complete line of 
tools. 














C. E. JENNINGS steers patent 


ON CAP AND 


SEE THAT BEVEL 


EXPANSIVE BIT 














CUTTER 
CANNOT 
CREEP 


Nete Micrometer Screw, by means of which, Cutter can be in- 
stantly adjusted to @ mers part of an inch. 


C8 JENNINGS & CO. ao 71-73 Murray St., N.Y. 























A Name Favorably Known Wherever 
Measurements Are Taken 


Get our new catalogue. 


5) * y 





by, ~ enrtaniatchvadpanciguaiiaiiiabiiaudeaiaa 
ey 


p 
~t 
"th 







—“ 


Log Rules, Spring 


THE [UFAIN fpuLe £0. 


peg te. teen Boxwood Rules, Steel Rules, | Board and 
every description 


Joint Rules of 


New pS 
SAGINAW London. 
MICH. Windsor, tae. 


yy 78. Mi Copper: ils ; 
RR ad 


7s selling 


Prompt a on Receipt 
O 
ae Copper 5 Sam Copper; Bottom 


at on 
Copper and Brass Rolling Mills 


C. G. HUSSEY CO. 


Your Order 


are listed above, write 
Pittsburgh, Pa, 
U, 8. A. 
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Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecting 
from the ceiling or wall. 
The holder takes dies %, 
%, % in. R. or L. and 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 


THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST. BRIDGEPORT, CONN. 














STAR VISES 


IN YOUR WINDOW HELP 
INCREASE SALES 


Just the thing for those who 
want a small, handy vise— 
Good talking points—easy to 
sell. 

Sizes from 14” to 2%4"—prices from $4.50 to 
$9.00 per doz. 

Write for particulars of our 
offer to send you a display 
stand free. It will help show 
Star Vises to advantage. 


Star Specialty Mfg. Co. 


227 W. Erie Street Chicago 
New York Office, 37 Warren Street 





































Right In 
The Corner 


The B&C Adjustable “S” Wrench can crane its 
neck in arid poke its jaws into tightest spaces you can 
imagine! It is adjustable,fully hardened, evenly tem- 
pered and guaranteed. 

Send a postal for prices and particulars. 


Bemis & Call Hdw. & Tool Co. 


) 
pH Springfield, Mass. 














IVES PATENT 
WINDOW STOP ADJUSTER 


Prevents Drafts, Dust and Windew Rattling 


AVY BED 





The enly step adjuster made from one piece of metal with 
solid ribs and heavy bed that will not cup or turn in tighten- 
ing the screw. 

Descriptive circular mailed on application 


THE H. B. IVES CO. 


Manufacturers of Builders’ Hardware 
NEW HAVEN, - - - ~ - - CONN., U. S. A. 














E. H. TITCHENER & CO. 


STAPLES 
and WIRE SHAPES 
Binghamton, N.Y. amy Ill. 




















West Leechburg 
Steel Company 


General ana Manufacturers 
Sales Offices, at 


Be Pek Pe. || FINE STRIP STEELS 
For all purposes. 





Works— 
West Leechburg, Open Hearth Furnaces 
Pa. Hot and Cold Rolling Mills 























Morton’s Bronze and Steel 


CABLE SASH CHAIN 


Are the best substitute for sash 
cord ever made. Some in daily use 
over 25 years. These chains are 
easily applied to any window. 


MANUFACTURED BY 


THOMAS MORTON 


245 Centre Street 


NEW YORK 























BLISS 
HAND 
SCREWS 


83 YEARS THE LEADER 


Also Manufacturers of 
Cabinet-Makers’ Clamps. Foundry Flask 
Clamps. Bench Vises. Carvers’ Tool 


Handies. Auger Handies. Chalk Line Reels. 
Special Wood Turnings. Mallets. 


J. H. O’NEIL, Jr., Successor to 


R. BLISS M’F’G CO. P= yck** 
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Real are the teeth of friction to racing drivers. They 
would be as real to you could you see the constant gnaw- 


ing of these tiny metallic teeth. 
DIXON’S 
Graphite Grease 
No. 677 


For Transmissions 
and Differentials 





contains the only substance that draws the teeth of fric- 
tion—Dixon’s Motor Graphite—a select grade of flake 
formation. Get the vital facts of lubrication. Free book- 
let No. 40-G tells them. 


Made in Jersey City, N. J., by the 
JOSEPH DIXON CRUCIBLE COMPANY 


RS Established 1827. Dog 
G-73 











‘“‘Guaranteed Perfection’ 


COBBLER SETS and 
LASTS 2»d STANDS 


A strictly high-grade guaran. 

teed line which you can sell 
ata jean BA price. Lasts and 
Stands made of Semi-Steel, 
giving you the required 
strength ‘and. one at > 
less an the cest-o 

matlle ~~, Write for “ 


og pri 
Corn Shellere Six" “Mais, 
Riveting Machtnes, 
Plates, etc, 





ge Prifects are PLYMOUTH, OHIO 


5 PO ea. | 
N. Y. Agents: D. N. Winner, 
COMBINATION UTFIT 90-92 W. Broadway 


i. 





The Root-Heath Bod : 




















Cisian Rallis 


is specially adapted for use 
in Hardware Stores. This 
Ladder cannot tip—will turn 
corners if desired. 


NOISELESS TRACK 


See this space for other 
kinds next week or send 
for booklet telling all about 
Rolling Ladders. 


The Bicycle Step Ladder Co. 


62 Randolph St., Chicago 





The Best Answer to _ 
the Demand for Efficiency 


tos |-P Bes 
Books and Forms 


Sold Everywhere 


Irving-Pitt Manufacturing Co. 
410 Eighth St. Kansas City, Mo. 
































‘*The One Man Ladder” 


Lightest and strongest ladder 
made, averaging only two 
pounds to the foot. 

Sides made of the best quality 
spruce lumber with hickory 
rungs. Fittings of the best 
malleable iron. 

Write for prices and our Gen- 
eral Catalog of Tinners’ Hard- 
ware and Roofers’ Supplies. 


BERGER BROS. CO. 
Office, 229-231 Arch Street 


Warerooms and Factory, 100 to 114 Bread St. 
PHILADELPHIA 

















De Kalb Business Wagons 


We build business wagons for nate! | class of trade, and 
guarantee each one to be exact 4 as represented. 
Ask for free catalog with full details. 


De Kalb Wagon C6., 103 Garden St., De Kalb, Ill. 








AT 











How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co., Newcomerstown, Ohio 











PO REREE S, 


ee 
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THE COMFORT SELF HEATING IRON 


A specialty that every 
Sells in 
Con- 
Two points. Both ends are front 
ends. Lights in one-third to 
one-fifth the time required to 
light other irons; fount has 
twice the gasoline capacity and 
operates twice as long without 
refilling. The heat regulation 
is absolutely perfect and al- 
ways in control of operator; it 
is an impossibility to enlarge 
the tip for the shut-off is not 
in the mo Turn it high or 
ES low at wil 

Weighs 6% Ibs. net and is guaranteed to satisfy. Sold by most 
of the best hardware om and advertised in more than 175 pub- 
lications. Retails $3.75; handsome profits to dealers. Send for 
sample on 15 days’ trial. 


National Stamping & Electric Works 
416 S. Clinton St., CHICAGO, ILLINOIS 


A Winner for every Dealer. 
household needs and will buy if you show it. 
preference to all other smoothing irons at sight. 
struction is perfect. 














Automatic 
Bench Washers 


have made a great hit with 
the trade. They are = 










of angle iron and gas n “VO. ae 
are very strong and durable. Pa ee 
yet neat in appearance and | Po} 


the minimum amount 





safety release. 
High class, medium 
priced. Has every 
possible convenience. Does good 
work. Pleases the people. Write for 
Bulletin 99 and get full information. 
Electric and Power. A machine for 
every need. 





Automatic Electric Washer Co., Inc. :: Newton, lowa 





coc 


SINNNUUINLUNUULUELAA AAU 


NTA 











You’re a Delphos Man! 


If you haven’t as yet made an acquaintance 

with Delphos Popcorn Poppers of keep- 

cool-handle fame, our advice is to intro- 
duce yourself right soon. 


DELPHOS MFG. CO., Delphos, O. 











Computes from 10 cents 
to 60 cents per Ib. 


matic Computing 
Scales tell the modern 
merchant the exact 
amount of a sale with- 
out esswork or de- 
lay. Made in accordance 
with a new law which re- 
cently went into effect. aa 
value at a low price. ] 
it. Made in all capacities. 
Ask for complete catalog. 






Jacobs Bros. 
78 Warren St. 
NEW YORK 


= 





NAN 
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AcE 


SsulIMMINIUN 








Guaranteed 
Not to Mar 
the Floor 


Acme Removable Felt Tips are made 
of long haired wool, compressed under 
hydraulic pressure. 


Consequently they wear indefinitely. 





Positive insulators against noise and the only tip guar- 
anteed not to mar the finest floor. 


Demonstrate with samples at our expense. 


For furniture of all kinds. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 
Agents: J. C. McCarty & Co., 29 Murray St., 


New York 

















Every Razor A Safe One 


The wld naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come 
easy. Write at once. 


L. T. WEISS 


291 Taaffe PI., Brooklyn, N. Y. 
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Dover Egg Beaters and 
Household Specialties 


TAPLIN’S NEW 
LIGHT RUNNING BEATER 


THE TAPLIN MFG. CO. 


New Britain, Conn. 


New York Office: 
143 Chambers Street 














When Wash Day Comes 


Hill's Dryers 
go up every- 
where. People 
are beginning 


to see the folly 
of marring the 
beauty of their 
lawns with un- 
sightly poles, 
when Hill’s 


drying in a jiffy 
and can be eas- 
ily removed in 
less than no 
time. Write 





HILL DRYER CO. 
WORCESTER, MASS. 


316 Park Avenue 
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We will be de 

lighted to mail 

you our ' ees 
Oo 


MAJESTIC 
Coal Chutes 


and quote you our 
best dealers’ propo- 
sition. 





Write us to-day. 


THE MAJESTIC CO. 
Huntington, Ind. Kansas City, Mo. 




















Make More Money 
During the Year 
1915 


— 


we 
_— 
Cee ee 
DO 








Stock Our Line of 
COBBLER SETS 





LEADER 


Star Heel Plate Co. 


Louis Sacks, Prop. 


Newark, N. J. U.S.A, 














PEN-DAR LEAF RACKS 


Used on wheelbarrows with removable sides, for 
gathering leaves, cut grass and rubbish; capacity 10 
bushels, made of galvanized wire, bolted to a wooden 
base. Price, not including wheelbarrow, $4.00. 
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MANUFACTURED BY 
EDWARD DARBY & SONS CO., Inc. 


247 ARCH STREET PHILADELPHIA, PA 





American Steel & Wire Co. 


MANUFACTURERS OF 














American & Griswold 


Bale Ties 





CHICAGO WORCESTER CLEVELAND 
NEW YORK DENVER PITTSBURGH 
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Imperial Lawn Edge Trimmer 
RE Sells sight. 8 how easy it k 
wee om Note the cleat, even edge. "No meving parts 
* urable ce is 
STORE Most jobbers will supply you. 09 
FOR SALE! IMPERIAL BIT AND SNAP CO., _ Racine, Wis. 
ERY simple matter—the 
Opportunity Exchange 
is read every week by 
men looking for the opportun- 
ity to get into business for 
themselves. It’s an easy and 
economical method of reach- 
Opportunity Exchange ing them. 
HARDWARE AGE, 50 words $1.00 
239 W. 39th St., N.Y. and the replies will follow. 
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Made by THE UNION HORSE NAIL CO. 
1506-1522 W. 22d St., CHICAGO, ILL. 











DUO 


COMBINED HOSE NOZZLE 
AND LAWN SPRINKLER 


AT LOWEST PRICE 
EVER ASKED FOR 
EITHER ONE 


Saves labor. Delivers more 
water. Cannot leak. Saves 
hose from bursting. Wider 4 
spray. Longer Stream. Sam- 
ple sent postpaid for 15 cents. 


H. B. SHERMAN MFG. CO., Battle Creek, Mich- 
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The Worcester Lawn Mower Co. 
Worcester, Mass. 
Have their NEW CATALOG 


in COLORS ready for mailing. 
Ask for it. 
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SELLING AGENTS: 
J.C. McCarty & Company, 21 Murray St., New York 








Townsend Gave to the World 
The Ball Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 

















Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S.A. 








The Hling Hame Fastener 
Sells at Sight 


Simplest, strongest, 
safest harness specialty 
on the market. 
On or off in a second. 
Holds hames uniformly 
tight, ‘no matter who 
' hitches up. 
Horse can’t open it or 
break it. 
Fully guaranteed. 
All jobbers; $2.00 per dozen. Look for “Kling” on 
the lever. Samples sent to any dealer on receipt of 
Io cents postage. 






Kling . ' s = / ny ve > 
tame Fastener 
—_ ——— 






CLOSED 


The National Safety Snap Co. (Inc.) 
Dept. H. Wilmington, O. 


Sole manufacturers of the Klingsnap and the 
Kling Hame Fastener. 

















You Get the Biggest Return 


in all the desirable elements of Hose 
Service when you buy ‘‘YERDON’S” 
CAST BRASS HOSE BANDS. 

Made of a Special, RUST-PROOFPF, 
composition metal, exceptionally 
strong and durable, they hold the 
hose firmly with a double, all-round 
‘*‘Grip’’ assuring a permanently tight 
connection. They can be used re- 

atedly and will be right on the 

b doing Efficient work long after 
others are scrapped and pager. 

sizes for hose 4%” O. D. up 
to the largest Suction Hose. Most 
satisfactory on automobile hose con- 
nections. Made in Fort Plain, U. 
S. A. Used everywhere. Unequalled 
by any. 

We solicit your stock orders. If 
you don’t know them write for sam- 
ples. Both Home and Foreign trade 
supplied. 


WILLIAM YERDON 
FORT PLAIN, N. Y. 





BOX 102 











LASTS LONGER—LOOKS BETTER 
ALSO 
COPPER, BRONZE, GALVANOID ENAMELED. 
PAINTED, BRIGHT GALVANIZED 
All Meshes and Widths 


AMERICAN WIRE FABRICS CO. 
CHICAGO, ILL. 





mecelcoeam Colt a Oa weet atceltle-lateye 
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CLUE Tl yAcets meltiionmb (cael ets 


always gives satisfaction, which is a guar 


antee to ‘dete dealer that ate alt have no 
“come backs’ if he handles wire eleidatetes- 


re) avol tl can ootetatehectelath cot 


The Gilbert & Bennett Manufacturing Co. 


Th 





ve New Jersey Wire | C 
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Write for Jobbers’ Prices and let us 
tell you the different tools sold in 
your territory. Ask for Catalog. 





O—————_—-E_- 
Gifford-Wood Co.’s 





Shavers you sell for the ice chest— 


Show the Housewife the handy Tongs, Picks and 
She will appreciate the quality. 












are Standard in Quality— 
Ice Tools Used Everywhere by Everybody 


GIFFORD-WOOD CO. xupson,'n. y. 


NEW YORK BOSTON CHICAGO 








Parker Wire Goods Company 


Manufacturers of 
General and Special Wire Hardware, 
Wire Goods and Stampings 
WORCESTER MASSACHUSETTS 








Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
TRAD ax seal Presses, Bench Stops, 


lp \ Liquid Soap Dispensers. 
Chas. Morrill, Manufacturer 


REG. U.S,PAT.OFF. 102 Lafayette Street New Yor, 



























BROOKS 


WIRE GOODS 


Bright Iron and Brass. Special 
Wire Goods Made to der. 


M. S. BROOKS & SONS 
CHESTER, CONN. 


TACKS *ext' NAILS sec BOLTS 


Cobblers’ Nails, Bed Screws, Glazier Points 
SHELTON CO. (Estab. 1836) 


SHELTON, CONN. New York, 96 Warren St. 


























MICHIGAN WIRE CLOTH CO. 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of 
every kind possible to weave, made of Steel, Iron, Brass, Copper, Bronze, Aluminum, German 
Silver, Pure Nickel, Galvanized, Tinned and Monel Metal ‘Wire: also WIRE LATH, Etc. 


Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum, Monel Metal Wire, etc. 
517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No, 25. 








ESTABLISHED 1864 








ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 


CATALOGUE FREE 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 























The Zimmerman Porch Base 


Prevents Decay and Saves Expense 
All Sizes for Round and Square Posts 
Pamphlet and Prices on Application 


S. CHENEY & SON, Manlius, N.Y. 
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JOHN. HASSALL. INC. 
RIVETS. 
ESCUTCHEON PINS. 
SPEGIAL WirR_E NAILS 
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Your stock is NOT complete unless you have 


SMALLWOOD’S SAW EDGE FASTENERS 


on your shelf, (Packed to suit buyer) 
REMEMBER: ‘“SMALLWOOD’S” 


“Not better than the best, 
But better than the rest.”’ 


Established 1889. 


W. R. Smallwood Mfg. Co. 
Leck Box 154 Gowanda, N. Y. 




























MAPLE wooDn BODY HIGHLY POLISHED 


; ONLY THE GENUINE ARE STAMPED IN THE WOOD WITH 
' TRADE MARK MALTESE CROSS (AS Pea cut) 
EDIE REINS 


at aimed 
BEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
¥} MADE OF LEAD, IRON, OR OTHER INFERIOR METALS, TINNED OR HICKELED. 


JOHN SOMMER FAUCET CO. sssCenreat Ave JOHN SOMMER FAUCET CO. 355 Cenreat Ave, Newarn NL 












| WAGNER 


STUDDING SOCKETS 


Easiest, simplest, best way to anchor 
soggy studding to cement floors. Soren 
7d architects and builders. —~ Boy 
liberal profit. Write for complete pa , 6 
Hangers, Sleds, Wagons and Hardware deen 


WAGNER MFG. CO., Dept. D., Cedar Falls, lowa 

































GOULDS PUMPS mre 


SPRAY AND WATER SUPPLY 


WRITE FOR CATALOG AND PRICES 


_THE GOULDS MFG.CO. SENECA FALLS.NX 
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automobile owner. 
pipe jaws and anvil. 





Rock Island Autovises 


Number 241 vise is swivel, weighing 80 lb., and is adapted for 
automobile and heavy repair work. No. 231 vise is same in design, 
but is stationary, weighing 32 lb., and is suitable for the individual 
These vises are a combination of vise jaws, 


ROCK ISLAND MFG. CO. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
COMPLETE LINE OF VISES MANUFACTURED 










Rock Island, Ill. 














ZE-LITT PAT FILE AND TOOL HANDLE 
Stronges Interchangeable Handle Made 


THE (HAPIN-STEPHENS (0. 


PINE MEADOW, CONN., U. S. A, 


Union Factory 





The 
FORD 


This Extension is of the same pattern as our 
No. 10, differing in that it is of heavier con- 
struction throughout—and somewhat larger— 


Improved whieh allows it to hold the shanks of all Auger 


its 


It is made to follow an — sixteenth hole. 


e 
Bit Comes in six lengths—12”, 18”, 21”, 24” 
and 30”. 


Extension The Ford Auger Bit Co., Holyoke, Mass. 














Porter’s “New Easy” Bolt Clippers 
ae eTDig Gellers. Good prodt. Write for eae, 
x. K. PORTER 














“VICTOR”? BOLT CLIPPER | 


Send for Catalog. 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 














PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 








ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C.S. Osborne & Ce. 
Newark, N. J. 











~ - Manufacturers of Punches and 
mL | ther, Cloth and Metal. Punch 
my = Di All kinds 


es. 
to order. Write jobber. 
free. Established 1858. 


40 Lincoln St., BOSTON, MASS. 





TOOL KITS 


Put in a stock of our No. 1 ‘‘Handy”’ and No. 5 
“‘Detroit”’ Kits. Rapid sellers. 


THE WRIGHT WRENCH & FORGING CO. 


CANTON, OHIO 











Sees oe EE Lod 
= = Ae oa and Brick 4 LOGS 
NEVER ODOR/P Send for Catalogue 

f and Price List 


Mfd. b 
METAL DEPT. 


THE CLEVELAND 
WIRE SPRING CO. 
Cleveland, Ohlo 








STEVENS LINE LEVEL ! 
‘ 


wo mechanics, farm- 

masons, etc, 
Made of aluminum, 
weighs % oz., accur- 
ate and reliable. Write 
for further detail. 


Frank B. Hall “| 


Newton Falls, Ohio 





























High Grade 


Hand Cut Steel Stamps 


aa 


Figures 
THE SCHWERDTLE STAMP CO. 
Bridgeport, Conn. 











140 Years’ Continuous Business 





LARGEST meee STOCK IN THE i. 
Highest Grade Only 


JOB T. PUGH :: ::  Phila., U. S. A. 




















Snell’s Star Bits ase quickly, leave a clean cut hole 
and satisfy every 
They sell best Semone best known—over 120 years on 
the market. Receeen right in every way. 
The profit is big. Get our terms and catalogue. 


em 3 
SNELL MFG. CO., Fiskdale, Mass. 


Selling Agents, JOHN H. GRAHAM & CO. 
113 Chambers Street New York City 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF SASH CORD, CLOTHES 
BRAIDED CORDAGE gS» LINES, SMALL LINES 


AND COTTON TWINES § yom ELC. SENSOR LMALOG 
BOSTON * 
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| MANILA and SISAL 


LATHYARN, HAY and HIDE 
ROPE, and SPECIALTIES 
Manufactured by 


E. T. RUGG & CO. 






NEWARK, OHIO, 








“ANSONIA” NAIL CLIP 10c. 


Made by the makers of the “‘Gem’’ nail Clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. 


Big Profit 
Write 


H. C. Cook Co. 


Ansonia, Conn. 

















9THE STEWART TRON WORKS co. Cincinnati, Ohio 
rain SLOYD 
KITCH OYSTER 
PRUNIN RUBBER 
PATTERN 
AKERS’ 








Paper Hangers’ Knife 
—Square Point 


ROBERT MURPHY’S SONS CO. Ayer, Mass. 











PRIEST’S 
Clippers 


The worki’s standard “back- 
o’-the-neck”” shaver deserves 
your serious investigation as 
a profitable item of stock. 

rite. 





American Shearer Mfg. Co. 
Nashua, N. H., U.S. A. 











What Do You Make That 
Hardware Store Can Sell? 


HARDWARE AGE, 


Tell is, and we will gladly offer sugges- 
tions as to efficient methods of securing 
the co-operation of hardware merchants. 


239 West 39th St, New York 

















Cleveland Grindstones 
SOLD ONLY 
To Hardware and Implement Dealers 


Cleveland grindstones are , gomiae 
Berea rock, the standard by which 


all other dstones are compared. 
We ownthe original quarries. Every 
" eeverans grindstone bears our 
e>, 


mark. Write for book,‘ ‘How 





J: to Sie Mail Orders at Home.’ 
OST THE CLEVELAND STONE CO., Curverane, Ome. 











Shaft-driven, Auto- 
mobile, Hand Horn 
List Price, $5.00 


The simplest and most dur- 
able on the market. Profit- 
making discounts and “‘deal- 


er 


State and 64th Sts., ‘Chicago 


yaa 


helps”’ for the trade. 
American Electric Co. 


Manufacturer of 


Samson Automobile Horns 














—An absolute guarantee with every bar of soider— 


ALUMINUM—SOLDER 


Aluminum Solder & Refining Co., Syracuse, N. Y. 


$2 per box of 4 bars. Discounts to Dealers. 














ROBIN Hoop 
AMMUNITION 


NOT MADE BY THE TRUST 


Robin Hood Ammunition Co, 











BEST BLOOM Galvanized Sheets | 


insures service an 








BURNLEY SOLDERING SALTS 


Makes Joints stronger than the original metals—adapted 
particularly for Tin, Brass and Copper workers, Cor- 
nice Makers, Galvanized Iron, and all kinds of general 
soldering. 





Manufactured by 


, The Burnley Battery & Mfg. Co. 


North East, Pa. 


Ask for samples 
und prices. 











PS 


ST 


CULVERTS, "TANKS FLUMES 


as well as for Roofing, Siding, oat all forms of ex 
this stencil ss pe Copper Bearing APOLLO 
satisfaction. You should use no other. ay rite ~~ full information. 


aeesintcntn SORES AND el FLASS COPE, PVs SENG, Pittsburgh, Pa. 


Ife 


You Must Be Sure of Your 
Tackle Before You Start 
yeu never turn back if you carry rod and reel, 

hook and line stamped with the * —————- 
Dolphin.” In city, town or camp the sign of — 
ity and service No disappointment with Abb 
«& ikmbrie “fishing tackle that’s fit for fishing.” 
New illustrated catalog H (236 pages) sent 
on receipt of parcel postage (10 cents) to any 
angler who will give us his tackle dealer’s 
name. 


Abbey & Imbrie, 38 § Vesey St., New York 


ey, 





SULUURULRUGQUESSS000000000008 











BEARING STEEL—Unequaled for 


o metal work. Look for 


Est B Galvanized Sheets—it 


. “ST 4 
was wo 
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New York. 
Gentlemen :— 


insert my ‘‘ad’’ for one week. 
Yours truly, 





CHAPTER I—The Order 


MALong, N. Y. 
Opportunity Exchange, HarpwaRp AGE, 


Enclosed please find $1.00 for which please 


WM. W. KING, 
43 Morton St. 


‘A STORY IN THREE CHAPTERS”? 


At present employed. 
eling. 
best of references. 





CHAPTER II—The Advertisement 


YOUNG MAN, 25, married, 3 years’ ex- 
perience as clerk and stock man, seeks po- 
sition with some Western New York house, 
where reliability, energy and sincerity count. 


Habits very good and can furnish 
Address 
HARDWARE AGB, New York. 


12th, as 
Would consider trav- Feb. 19th. 


“Oo. O.,’’ care 





CHAPTER III—The Result 
HARDWARB AGB, 
New York City, 
Gentlemen :— 
If it isn’t too late. I wish you would 
withdraw my , 
in the Conan 


my first ‘‘ad,’’ 


sent in my second ‘‘ad. 
I am highly pleased with the results ob- 
tained and I can assure you I am a staunch 


| friend of the Opportunity Exchange. It was 
' a dollar well expended. Yours truly, 
Wm. W. King. 


43 Morton St., 


Malone, N. Y. 


O. O.’’ ad which is to appear 
Exchange, issue of March 
have accepted a position with 
through the sole influence of 
which I ran in your issue 
The offer came just after I had 








Help Wanted 


Help Wanted 
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Situations Wanted 


Business Opportunities 





Original letters of reference should 
not be enclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequently mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 


WANTED—A-1 SALESMEN, ac- 
—- with the hardware trade. 
o sell an old and well known line 
of cutlery with an improvement that 
makes it a specialty. Territories: 
No. 1, Kansas and Nebraska. No. 2, 
Minnesota and kotas. No. 
Iowa and Illinois. No. 4, Wisconsin 
and Northern Michigan. o 5S, 
Georgia and Florida. Agencies and 
“Side line’ men need not apply. 
Genuine up-to-date full fledged sales- 
men wanted. References required. 
Address “S. E.,” care HarpWare 
AGE, New York. 


SALESMAN for NEW ENG- 
LANNY, MIDDLE WEST and 
SOUTHERN STATES wanted b 
manufacturer of hardware special- 
ties. ust have experience and ac- 
quaintance with wholesale and re- 
tail trade. This line presents ex- 
ceptional opportunity for right man. 
Answer, stating salary, age and 
references. Address “S. Z.,”* care 
Harpware Ace, New York. 


MANUFACTURER of full line 
househokl specialties wants local 
representatives in all important cities 


to handle line on commission. De- 


partment stores, hardware dealers, 
instalment houses, premium con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. e want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S . Care HARDWARE 
Ace, New York. 


GARDEN HOSE SALESMAN 
WANTED—A-1 salesman acquainted 
with hardware trade to sell complete 
line garden hose on strictly commis- 
sion basis. Advise territory you 
now cover and give references. Ad- 
dress Thermoid Rubber Company, 
Trenton, 


SALESMEN 
A large corpo- 
ration, marketinga 


heavily advertised 
article, selling to the 
hardware stores and 
affording them a wide 
margin of profit, wish- 
es to form a connection 
with a number of sales- 
men calling on the hard- 
ware trade, who would 
be interested in selling a 
dignified side line, which 
will afford attractive returns, 
without the necessity of carry- 
ing samples or literature—our 
extensive advertising will introduce 
our product. 

This is a good-paying, man’s sized 
proposition for those who can ish 
first class credentials. For full infor- 
mation address Box T. H., care of 
Hardware Age, giving territory cover- 


ed and length of time you have been 
working it. 




















WANTED—A YOUNG, EX- 
PERIENCED SALESMAN to take 
charge of the sporting goods and 
automobile supplies in a large, up- 
to-date retail hardware store. A fine 
chance for a live man. State ex- 
perience, references and salary ex- 
pected. Address Box 1104, Spring- 
field, Mass. 





WANTED — Salesman with 
natural, strong selling ability, at 
least eight to ten years’ experience, 
record of large sales to large jobbing 
or retail trade, employed at present. 


Must present substantial recommen-| 


All opportunity for the 

Submit complete infor- 
mation with application. Everything 
held strictly confidential. Good sal- 
ary or commission proposition, and 
no side lines allowed. Address “*T. 
[.,”’ care HARDWARE AGE, New York. 


dations. 
right man. 








Situations Wanted 





HARDWARE MAN, with eight- 
een years’ experience, desires posi- 
tion. Experience covers assistant 
buyer, superintendent of order and 
shipping departments and catalog 
and advertising work. Can furnish 
gool references. Francis W. Robin- 
son, 1515% Arlington Ave., Daven- 
port, lowa. 


POSITION IN RETAIL HARD 
WARE STORE in Oregon or Wash- 
ington. I have had seven years’ 
experience in’ the retail hardware 
trade and can give the best of reter- 
ences. Address “T. B.,” care Harp- 
wARE AGE, New York. 


MANUFACTURERS’ AGENT 
now selling the mail order houses in 
Chicago wishes to add to his lines. 
Correspondence iis_ solicited with 
manufacturers who can make prompt 
deliveries, quote proper prices and 
want conscientious representation. 
Address Box 186-A, care HARDWARE 
Ace, Otis Bldg., Chicago, III. 


AN ESTABLISHED MANU. 
FACTURERS’ REPRESEN- 
TATIVE, with Chicago office, wants 
a first class line to sell to the job- 
bing trade in Chicago, and in the 
territory north of Chicago to Duluth, 
southwest to Omaha and east to 
Pittsburgh. Single items or short 
lines not wanted. First class repre- 
sentation guaranteed. The line must 
be strong enough to sell to the larg- 
est trade. No advances in the way 
of drawing account or expenses re- 

uired. Address Box 185-A, care 

ARDWARE AGE, Otis Bldg., Chicago. 


POSITION wanted by tinner, 
plumber, steam and hot water fitter. 
Can do lead work; eight years’ ex- 
perience; no bad habits; no boozer; 
can give reference. Address Lock 
Box 424, Clayton, N. Mex. »* 


WANTED—Position with reliable 
firm by married man, age 32; have 
had seventeen years’ experience in 
the hardware business; eight years 
manager and buyer builders’ hard- 
ware department; also experienced 
in soliciting outside trade, desires 
change; references furnished; strictly 
temperate. Address “‘T. D.,” care 
HARDWARE AGE, New York. 


EXPERIENCED HARDWARE 
MAN with eighteen years’ experience 
desires position, either on the road 
or in house. Experience covers all 
departments except office work. No 
objections to working for good retail 
house. Can furnish best of refer- 
ences as to ability, etc. Address 
“T. E.,” care Harpware Ace, New 
York. 


WANTED—rPOSITION — Sheet 
iron pattern maker for steel range, 
gas range or in tin shop in stove fa- 
tory. ddress “S. S.,’’ care Harp- 
WARE AGE, New York. 


























BUILDERS’ HARDWARE MAN, 
age 29, seven years’ training with 
large hardware manufacturer, also 
experienced in tools, cabinet hard- 
ware, etc., desires to make change 
Aug. 1. Address “T. F.,” care 
Harpware AGE, New York. 


FIRST-CLASS middle-aged 
HARDWARE MAN wants work in 
large retail or wholesale hardware 
house or on the road. Have had a 
lifelong experience in retail and 
wholesale house as well as on_ the 
road in Middle West. Am _ willing 
to go anywhere; speak both English 
alt German; not afraid of work. 
Thoroughly versed in hardware, 
sporting goods and auto supplies. 
Am also up in office work. Reason- 
able salary. Address ‘‘T. J.,” care of 
HarpwareE AGE, New York. 


SITUATION WANTED—By A 
No. 1 TRIMMER; also do plumbing 
and am A No. 1 on hot-air furnaces. 
Sober and reliable. Am now ready 
for the right man. O. address, 
Box 454, Augusta, III. 


YOUNG MAN with SELLING 
ABILITY as well as experience 
would like to get several good spe- 
cialties to sell to hardware trade on 
commission. Acquainted with the 
trade in Pennsylvania and Ohio. “Ad- 
dress “ K.,”” care of HARDWARE 
AcE, New York, 


Business Opportunities 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate we siege. of these matters 
in every section of the United States. 
Address “H. B. G.,”® care HARDWARE 
Act, New York. 























FOR SALE — Hardware, harness 
and implement business in Arizona. 


| Doing about $50,000 business per 


ear. For particulars address ‘“H. 
..” care HarpWARE AGE, New York. 





FOR SAL E—Near Proviience, 
R. I., hardware, tool and mill sup- 
ply business. Well located, well 
equipped and doing a good business. 
Owner wishes to retire. No brokers. 
Cash proposition. Address “‘J. I.,” 
care HARDWARE AGE, New York. 


COLLECTIONS! 

Bad debts, delinquent accounts, 
claims, etc., collected everywhere. 
Ouick results, prompt settlements. 
No advance fees — no “retainers.’’ 
No collection, no charge. Money- 
getting particulars free. Best Ad- 
justment Co., Room 840, 1328 Broad- 
way, New York. 


FOR SALE — Good, clean hard- 
ware stock, best location in county 
seat town in Southern Michigan, in 
the fruit belt on Lake Michigan. 
Stock will invoice about $6,500.00. 
This is a fine opportunity for some 








one to get into the hariware busi- 


ness. Cash sale. No trades. For 
further particulars address “S. Y.,’’ 
care HarpWARE AcE, New York. 





WANTED AS PARTNER, busi- 
ness man to help finance and market 
a carpenter’s clamp. Patent issued 
July 6, 1915. It is light in weight 
and stronger than any in size; it 
can easily be carried in tool box and 
is suitable for light or heavy work; 
it can be maje any length desired 
by changing it to a longer beam in 
a minute’s time. The head can be 
raised from %-in. to 3-in. or more 
if necessary, to suit all classes of 
work. It will also be handy for boat 
builders, machinists, etc. It is cheap 
in price and will be a - prt seller, 
being approved by skilled workmen. 
For appointment address E. Jf, 
port 167 Stryker Ave., Woodside, 





DO YOU WANT TO SELL your 
business or farm for cash direct to 
buyers without paying agents com- 
mission? so, write Box “T. G.,” 
care HarDWARE AGE, New York. 





FOR SALE—Modern factory well 
equipped and now operating in 
thriving town of over seventy thou- 
sand. Brick buildings about 31,000 
square feet floor space, well con- 
structed am] on railroad track. Lot 
ample for extension. Property suit- 
able for hardware, automobile trim- 
mings, cutlery, or other light metal 
manufacturing; or for any business 
requiring cheap power and spacious, 
well lighted workrooms. Labor 
abundant, cheap and efficient. Boil- 
ers and engine nearly new, fine con- 
dition. Horse power 225. Prefer to 
sell to parties who will purchase pro- 
ductive machinery, retain present 


help and continue operation. Ad- 
dress “R. W.,”’ care HARDWARE AGE, 
New York. 





FOR RENT—At station in Oak- 
mont Borough, about 3300 popula- 
tion, eleven miles from Pittsburgh, 
vacant. brick storeroom fitted with 
shelving and cases for retail hard- 
ware. Fine chance for + < party; 
can rent with or without flat above. 
Address M. S. Verner, Oakmont, Pa. 





FOR SALE.—Bankrupt hardware 
stock and fixtures for about one-half 
the inventory lists. Excellent loca- 
tion in our growing city, minimum 
competition, bright progpects and a 
bargain for the right man. Cutler 
Hardware Co., Waterloo, Iowa. 





FOR RENT 


In heart of Chicago, 
wholesale and central dis- 
trict—with excellent ship- 
ping facilities—low insur- 
ance—three upper floors, 


38 x 150 ft. 
ADDRESS: 


P. & F. Corbin™ Division 





CHICAGO, ILL. 





To a manufacturer of high grade 


Hardware Specialties— 


Our business started four years ago in a 
highly competitive field—today we lead in 


this field. 


If your present selling arrangements are 
not entirely satisfactory we should like to 


talk with you. 


Address T. A. 


Care of Hardware Age, N.Y. 
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Bettering Business by 
the Elbow Touch 


You may recall the story of the front 
line soldiers face to face with the 
enemy in the present war. The entire 
line had an instant of stage fright 
because everyone knew that the ma- 
jority would soon be dead. Seeing 
their state of mind the Captain reached 
out his elbow and touched that of the 
soldier next to him. The soldier 
understood the act, reached out his 
elbow and touched his neighbor, and 
so they did all along that first line. 
The effect was instantaneous and the 
men plunged forward thrilled with the 
courage of the Captain’s touch. | 

In just this way business is bettered. 
One fellow with the nerve to reach out 
and do something touches elbows with 
the fearsome fellow next to him. 
Fear closes no contracts. How can 
the man who shrinks from advertising 
expect that advertisement readers will 
credit him with courage and ability 
which he does not possess? 

Have you the nerve to reach out? 
Isn't the building of business by con- 
sistent advertising far more profitable 
than waiting for something to turn up? 
In meeting the buying movement of 
1915 where will your courage place 
you? 

Let us tell you how Hardware Age 
can help you. 











DELTA 
FILES 


will make your 
file stock fly 
<Q@> and they will 


increase your 
sale of other 
mill supplies. 


They are the 
only line of 
files from 3 
to 24 inches 
made abso- 
lutely of cru- 
cible steel. 


They cut 
deeper, faster 
and have a 
longer lasting 
cutting edge. 

Their distinc- 
tive service brings 
the mechanic back 
and back again 
for more and the 
connection you 
build up by this 
repeat order busi- 
ness will increase 
your sale of other 
mill supplies. 

There is a shape 
and size for every 
requirement. 

We make your 
sales still easier 
by supplying at- 
tractive dis- 
play signs, 
and circulariz- 
ing your vi- 
cinity, men- 
tioning you as 
our local dis- 
tributor, etc., 
ete. 

The sooner you 
sell the Delta the 
sooner your profits 
will grow. 








DELTA 


Order from your 
jobber to-day. 


DELTA 


FILE WORKS 
Philadelphia, Pa. 
Chicago Office: 

62 E.Lake Street 


New York Office: 
260 West Street 

















106 HARDWARE AGE July 15, 1915 





An exact duplicate of the ad bel os in the Jul 
Hardware Dealers and 22 issues of “hekadicns. Machinist” ‘Tear ae teas’ cad 


paste on your window with a display of Starrett Tools, 











_ ~ ition: ee _- 


BY INVITATION 
MEMBER OF 


Current Issue of ‘‘American Machinist ’’ 





BL GUIDED BY Ts 














Starrett Calipers 














Variety of Styles: ~~ 


‘ically every job of the 
infst fequires calipers — of 
some kind for laying out or meas- 
uring the work. The Starrett line 
of calipers includes a number of 
styles and sizes to suit the general 
needs of machinists as well as 
special styles for particular 
operations. The line includes 
toolmakers’ spring calipers, Fay 
and Yankee calipers, firm joint 
calipers, lock joint transfer cal- 
ipers, Hermaphrodite calipers, 
etc. 








Toolmakers’ Calipers 


For the use of toolmakers and 
machinists who work on delicate 





operations. requiring sensitive 
measurements, we make a line of 
light round leg toolmakers’ cali- 
pers of great stiffness and 
strength which are perfect for 
delicate work. Sizes and prices 
as follows:. (for either inside 
or outside styles) 2”—$1.00, 3” 
—$1.25, 4”—$1.50, 5”—$1.50 and 
6”’—$1.75. 


Send for Free Catalog 





Our free catalog No. 20A, sent free 
on request, gives styles and prices of 
2100 styles and sizes of fine tools and 
hack saws. Send for it. 


The L. S. Starrett Co., Athol, Mass. 


World’s Greatest Toolmakers 


New York London Chicago 


Starrett lools 





42-456 








The Standard Instruments of Precision 
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They 
Start 
Early 


Lovers of fine tools 
instinctively turn to 


ATKINS SILVER 
STEEL SAWS and 
Specialties. “Use them 
| and be happy”’ is the 
| slogan of good me- | : : 
| chanics everywhere. tab t: ER ae 5, citi 





























If you cater to good mechanics, then you should show them the “Finest on Earth.” 
The Saws that bring the highest class trade to your store—that satisfy them, when 
they come—that pay the highest legitimate profit—the Saws with the “money- 
| back”’ guarantee. | 


ATKINS stret SAWS 








| We make a Perfect Saw for Every Purpose. Do you sell them? We make the 
| finest and most complete line of Plastering Trowels, Bit Braces, Grass Hooks, | 
Corn Knives, Hack Saws and Frames, Circular, Cross-cut and all other Mill Saws. 


Write to the nearest address below and get our book, 
called ‘‘Pointers’”’. Send for our latest catalog No. 12. 


You have always intended to eventually sell ATKINS SILVER STEEL SAWS, why not get 
started this Spring? Place your orders through your Jobber, or, write the nearest address 
below. Write to our Advertising Dept. at Indianapolis and they will line you out with 
a campaign that will get the business. 


E. C. ATKINS & CO., Inc. 





The Silver Steel Saw People | 
Home Office and Factory, Indianapolis, Ind. 


























Canadian Factory, Hamilton, Ont. 

| Visit Our Booth, Branches carrying complete stocks in the following cities: Maine a’ , 
Poncese-Pesihe Address E. C. ATKINS & CO. International 

| International Atlanta, New Orleans, Seattle, Peg we ws 

| Exposition, Chicago, New York City, | Vancouver B. C. Man A ena | 
| San Francisco. Memphis, Portland, Ore. Sydney, N.S.W. Bldg., Block 26 | 
Minneapolis, San Francisco, i 


Messrs. John Shaw & Sons, Wolverhampton, Limited, Wolverhampton, England, Agents for Great Britain. 
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BUFFUM 


TOOL COMPANY 


LOUISIANA, MO. 


MANUFACTURERS FOR THE JOBBING TRADE 








| “*‘HIGH-GRADE TOOLS FOR HIGH-GRADE WORKMEN”? | 








All Steel Wood Chisel gi A ONE Ne. 7 


Star Drill 





All Steel Handle Wood Gouge 













SIANA,MO 






Sickle Section or Pin Punch. 






era RITFFITM TOOL CO-LOUISIANA.MO Gases 


Double End Screw Driver Bit 





Gas Pliers 








| HANDLE A LINE OF TOOLS THAT WILL PLEASE YOUR CUSTOMERS 















Hand Beading Tool 






Cane Shaped Pinch Bar 








pe a, ee a. 


Solid Hack 
Frame Malleable 







Alligator Wrench 






Cotter Pin Tool. 


ENGINEERS BEARING SCRAPER SET 





- ss a a “a 25; eG OC nasil — rs ty 
PS Fae 
LS - rica : . 


Machinists Ball Pein 








| No One Ever Made a Reputation Selling Poor Tools—You Can’t—-We Can’t | 
BUFFUM TOOL COMPANY, = racrory-LOUISIANA, MISSOURI 


AGENCIES 











C. W. Gause Co., No. 693 Mission St., San Francisco, Cal. E, C. Bonniwell, No. 2627 Humbolt Ave. S., Minneapolis, Minn. 
Carpenter & Smead, No. 6 East Lake St., Chicago, III. L. A. Benson, Knickerbocker Bldg., Baltimore, q 
Southwestern Sales Co., No. 1312 Busch Bldg., Dallas, Texas. C. N. Waterhouse, No. 813 Wainwright Bldg., St. Louis, Mo. 


C. S. Lawrence, Eastern Agent, 117 Chambers St., New York, N. Y. 











